





























Tue stately 
grace of LEGACY 
tea and dinner- 
ware charm- 
ingly belies its 
moderate price. 
Such gorgeous 
silverware as 
this three-piece 
tea set actually 


costs but $65. 


Pieces oF 8 in knives, forks, tea spoons, 
dessert spoons, sugar shell and butter 
knife, 34 pieces in gift box for the price 
of the silverware alone, $43.75 (prices 
quoted are retail). Gold plate too, mag- 
nificent PLATE ”’OR. Write for LEGACY 
booklet J. H. International Silver 
Co., Dept. E, Meriden, Connecticut. 


SALESROOMS: NEW YORK * CHICAGO * SAN FRANCISCO . CANADA; 





ON THE TABLES OF AMERICA’S FIRST FAMILIES SINCE EIGHTEEN FORTY-SEVEN 


N Sitivt BA WAKE 


i, 

HE truly remarkable success of this new pattern is proof that the 
buying public is eager for the modern—when expressed along sane 
lines. The LEGACY is the first truly modern pattern in silverware; 
the first to embody the crisp, straightaway lines of modern art. 

The jeweler who seizes the opportunity afforded by this answer to the 
public’s call for the modern in silverware, finds it a profitable proposi- 
tion for himself. 

Write our Sales Promotion Department for display material, folders, 
electrotypes and other helps that will assist you in the merchandising 


of the LEGACY and other 1847 Rogers Bros. patterns. 


1847 ROGERS BROS: 


SIL VERPLATE 





INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONT. 
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Adapting Modern Decorative Themes 
To J ewelry “Designing 


RECIPE for develop- 
vA ing of truly modern 
jewelry must neces- 


sarily include all the representa- 
tive themes, contours, model- 
ings and motifs used at the 
present moment by 
leading architects, 
textile designers and 
furniture makers 
and add to _ these 
masses of detail 
many ideas especial- 
ly pertinent to the 


designing of ad- 
vanced jewelry 
styles. 


To follow the lead 
of these contempo- 
rary designers and 
then to become lead- 
ers in newness and 
variety of design is 
the aim of clever 
jewelry designers. 
With this object in 
view, this study and 
analysis of the mod- 
ern note is offered. 

What to follow 
and how to follow is 
a matter, in this 
case, of keeping the 
larger plan and the 
specified detail; how 
to follow is covered 








Present Day Motifs and Their 
Influence on the Trend of Style 
During 1929 


By Ima Thompson 





trasting theme in the attribute 
of growth and aliveness. This 
idea is carried out in particu- 
lar through the use of the per- 
pendicular, the skyscraper line 
based securely on dynamic 
symmetry for its 
ground-work. 

Color plays a tre- 
mendous part in this 
modernistic design- 
ing art. At first 
there was a desire to 
keep brilliance of 
color paramount 
throughout their in- 
terior decorating 
and textile design- 
ing. This ultra 
bright color is now 
relegated to second 
place and the soft 
blends of half-tones 
with high color for 
emphasis alone is 
the latest ruling. In 
jewelry designing 
this new color-blend 
is achieved by the 
massing of small 
gems to give an all- 
over tone with the 
contrast maintained 
by the large-sized 
colored gems. 

Especially impor- 








by the right choice 
of material and par- 
ticularly of the right 
combination of material, and of the most representative 
methods of construction. 

Following the larger plan will mean for the jeweler ad- 
hering to the main scheme which is behind all of these 
modernistic ideas. It is a plan of open spacing, of wide 
plain surfaces, of quiet and strength. The French cover 
this theme in their word vide. 

Next after this idea of quiet spaciousness comes a con- 


The Modernistic Detail Used for a Boudoir 


tant in a successful 
attempt to adapt 
this contemporary 
mode of decoration to jewelry designing is the matter of 
the outer contour and of the modeling of the piece. Again, 
dynamic symmetry is in control. Geometric forms with an 
abundance of cleverly used angles is a main characteristic 
of these new jewels. This is, however, a theme through 
which the clever designer will attempt during the coming 
year to bring grace to the new jewels. A softening of the 
present angularity is much to be desired, and a melting of 
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open spacing. It is through this motif handling that the 
all-important modish texture is obtained. It is contrast in 
its highest degree. It is that sublime lack of fussiness 
and elimination of insignificant detail, the absence of clut- 
ter which brings these new jewels into line with all other 
artistic results patterned on contemporary style. 

Pictured in the accompanying illustrations will be 
found examples in all of these varying modern decorative 
themes and motifs. The wide spacing, the alertness of 
dynamic symmetry, the flat soft color contrast with the 
high-tones gained in strong patterning, the typical con- 
tours and characteristic modeling and the controlled plac- 
ing of decorative ornamentation are depicted in the pho- 
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Upper—The den in black glass and white trimmings. Lower—Swinging lines and contrast in half-tone and | 
high color kh 

the strict geometric line into a greater abundance of gently tographs shown in connection with this article. . 
rounding lines and full curves is sure to be emphasized by The attribute of flat surface minus ornamentation is well P 
the jewelry designer. exhibited in the management of the furniture forms shown f 
In the motifs considered typical of the modernistic mode _ in the illustration on page 101 of an entrance hall group by : 
we have the keynote of contemporary style. This matter Robert Locher. Here we have plain walls, flat bands for ti 
of superimposed decorative ornamentation is one for care- the upright of cabinets, center table and chairs. The mir- . 
ful consideration on the part of the jewelry designer. It ror has a plain beveled line in lieu of a frame, the wall h 
is really. a matter of well chosen detail, of grouped decora- lights are a matter of a couple of flat discs and a modeled fe 





tion contrasted with the much desired plain surface and arm. The pot and plant holder and the flower vases are un- 
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ornamented cylinders and the floor covering is in a blend- 
ing half-tone. 

This clever manipulation of the unornamented surface 
_is again shown in the illustration on page 102, where this 
metal dining room has concave surfaces for its walls, 
tubes of metal for the chair legs, a polished metal table and 
a floor covering with curved lines alone for a border. The 
upholstery, too, keeps this uncluttered quiet through the 
use of corduroy in a half-tone for the chairs. This feature 
of open spacing is to be particularly recommended in 
the designing of the new table service. Form, here, is all- 
important. Some of the latest designs have, in fact, been 
modeled after plans made on architectural lines by some 





















Surfaces of room and furnishings in modern mode. 


of the leading architects of today. These silver services, 
and especially the hollow ware designs, are well worth 
studied attention of the jewelry designer. They are typical 
in smaller size of the architectural features which have 


Upper—Angles and grouped lines give striking effect 


ing, and a clever glass-leafed table on a metal stand. 
Dynamic symmetry forms the basis for most, if not for all, 
of the designs for furniture and accessories sponsored by 
this clever designer. 


und become, during the past two years, acknowledged attri- In the designing of the new jewels, this vide is gained 

butes of the best performances in marble, stone and stucco _ by the use of the matt finishes on the ground of platinum 

of the most renowned contemporary American and Euro- or gold, in the use of pave mountings for diamonds, colored 
wilt pean architects. gems and the gem stones; in the grouping of masses of 
- Again, there is the welcome quiet of unornamented sur- pearls or of baguette-cut gems and gem stones and in the 
~ face seen in wall and floor coverings, in the upholstery tremendous number of smooth-cut colored gem stones and 
for and design of dressing table, shown in the first illustra- gems seen in great numbers of these contemporary pieces. 
aia tion. Here, Mr. Frankl has used some of the best lines rep- It is a matter of the absence of finickiness in modern 
wail resentative of the medernistic mode. He has given us a jewelry designing. In result it is a welcome relief from 
ner half-disec mirror, a small chair, with a restful back incom-  over-fussiness and a delight to the lover of bold design and 


un- 





fortable angles, doors for the dresser, severe in their flut- 


strong line in jewels. 





















































The subject of color must be 
described, for it cannot be 
guessed at from the illustration 
at top on page 100. The den 
constructed of black glass and 
furnished in chairs and tables, 
bookcases and typical para- 
phernalia all in black with a black floor-covering and re- 
lief only to be found in the vari-colored book-bindings,- has 
become renowned for its originality and for its startling 
effect. This theme of all-black or black-and-white, black- 
andegray or red-and-black is seen throughout the new room 
furnishings, textile designs and in the costume parure. 

Contrasting with this strong color note is the adherence 
of many modern designers to the half-tint and the soft 
tones of grays and tans in interior decorating, furnishing 
and in costumes as well. During 1929 this theme of the 
half-tone and its contrast found in a high color is one that 
will make a leading color scheme. It will arrive very 
shortly with the southern season, when it will be seen at 
its best in costumes. It will carry on throughout the year 
in house furnishings and it will become recognized as an 
excellent and representative modernistic basic groundwork 
by all leading jewelry designers before many months are 
passed. 

Among the colors used at the present by the interior 
decorator there are grays with a purple cast, beige that is 
almost rose in tone, a light tinted steel gray that is very 
nearly blue, and some pale greens that range on the pis- 
tache order. These, beside the high tones, are black, nut 
brown, midnight blue, Chinese red, emerald green, burnt 
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An all-metal dining-room in greys 
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orange and violet, which are the colors now being special- 
ized in by the foremost designers in all fashion lines. 

The restrained use of decorative ornament typifying the 
modern mode warrants all of the intensive study the lead- 
ing designers are allowing it. Dynamic symmetry, the 
unalloyed delight in the per- 
pendicular line, the ribbed 
and slotted texture of the 
modern decorative surface, 
these are to be carried over 
from architectural detail and 
the new furniture into jewel- 
ry designing. Tubes of gold, 
rondels carved from gem 
stones, geometric sections 
filled in with pavé mountings 
and faceted gems or in en- 
crusted pearls make up some 
of these new details accepted 
by the jeweler in recognition 
of the modernistic note in 
jewelry designing. 

In the accompanying illus- 
trations are shown a fluted 
stand holding a lamp in a 
cylinder case and with fan 
flutes for a shade. They 
show bomb-shaped details in 
carved ivory for chair arms 
and table decoration in the 
den of black glass. There 
are curved sides and blunted 
tops to the chairs surround- 
ing a rectangular dining 
room table having for its 
decoration lines of even 
width, simulating the wav- 
ing of grasses or palm 
leaves. Circles and discs 
are used as an extra ornamentation for the backs of these 
chairs, but the room in which they are placed is com- 
pletely devoid of patterning for floor and wall with the 
exception of a spirited and colorful tapestry. 

The architectural details by Eli Jacques Kahn pictured 
here were chosen as typifying a certain theme of excellent 
texture among modern designing. The motif follows, more 
or less, the Assyrian manner in handling. But it is ultra 
modern in effect. Te rearrange such bold, broad details 
for its adaptation to jewelry designing needs clever ma- 
nipulation. Here are shown tri-cornered sections of super- 
imposed tiers; a waving line that runs into a rectangular 
motif for a finish; groupings of four details of the more 
usual threes and fives, and an excellent effect in grooves 
and ridges. 

There is shown here, too, a most admirable handling of 
the assymetrical line. This has been attempted in jewel- 
ry, but there is still room for a greater use of this excellent 
decorative balance and proportion. Baguettes and smooth- 
polished geometric cuttings in colored gems, gem stones 
and diamonds, with the larger spacings in enamel and the 
platinum or gold ground-work will be the material used 
for adapting this fine type of ornamentation to the mod- 
ernistic jewelry. The enamel will make flat spaces where 
color is needed, the platinum and gold will comprise this 
background for the color scheme with the half-tone for its 
controlling feature. The baguette cuttings will make the 
straps and tiers of straight lines; the smooth-cut gems will 
be used in groups of four to carry out the oddly shaped 
motifs which are used for emphasis. 

The patchwork pattern and the extreme angle are shown 





and blues 
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in the screen used as a wall decoration in the picture of the seen in the new jewels when enamels or gem stones are 
restaurant dining room. Here are flat panels, solid strips used to fill in patterns for brooches, necklace-pendants, 
in a dark wood used to emphasize an excellent arrangement’ bracelet circles, pendants for earrings, finger-rings and 
in angles and geometric forms which fill in the panels to for the decoration and pocket pieces and vanity cases. 

make a typically modern patchwork pattern. This also is At the Art Centre was shown a group of furniture now 


A wall screen along characteristic modern lines 
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Angles and curves used for contrasting contours 


famous for its carrying out of many of the modernistic 
motifs. It had for its wall covering a mass of angles and 
lines; for the rugs on its floor, circles and discs; while the 
furniture, bed, cabinet and chair were built up of most 
cleverly used oddly-shaped sections of wood. Each of these 
features has its message for the designing jeweler. The 
wall and floor covering hold motifs to be repeated in gems 
and enamels. The furniture itself is modeled on excellent 
and representative dynamic contours. 

Quite aside from the study of modeling, decoration and 
color, these modernistic objects hold two other points of 
interest for all wide-awake jewelers. _ First comes the fact 
that these rooms and their furnishings are to make the 
background for thousands upon thousands of homes 
throughout the United States. These rooms will require 
objects from the jewelers’ establishments. They call for 
fittings for the boudoir and the library, smoking things for 
the den and full table services for the dining room. Such 
a representative group as is shown in the picture at the 
top of page 101, where a table is mounted on the little 
strips for its legs and which holds a most original lamp 
with insertions of ground glass and tri-colored pieces of 
wood, a three-cornered card tray and a holder for cigar- 
ettes and matches with an attached ash tray, is well worth 
detailed study. 

An entirely different viewpoint is gained when it is 


noted that these objects, at first so reactionary, are now 
quite acceptable as fittings for the jeweler’s store. In the 
work depicting some clever and colorful gesso work is 
also a skyscraper stand topped with an ornate lamp. This 
stand, in particular, offers innumerable suggestions for 
the jeweler who would add a note of the modernness to 
his showroom. It is not necessary that he keep entirely to 
this modern furniture, but with such a piece as this or one 
of different proportions, but exhibiting the typical angles, 
placed among his usual show cases, the contemporary note 
would be added and a smartness gained. 

Such jewels, textiles, accessories, costumes and furnish- 
ings as the modern mode exemplifies are precursors of a 
whole new school of decorative art. They are things of to- 
morrow exhibiting the creative spirit through rhythm, 
vitality and awareness. There is dignity, restraint and a 
manifestation of ultimate luxury throughout these carriers 
of the modern mode. 

Of course, to have the whole set in keeping the new 
jewelry should form the basis for such a group. First, 
the new modern line, the new use of high color and the 
new jewelry forms, then the setting with the colorful 
drapes, the shelves, tables, stands and chairs of fine woods, 
the new large patterned rugs or plain floor coverings, and 
finally the added objets d’art, the ceramics, bronzes, sculp- 
tures and bas-reliefs to finish off the picture. 
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From L Art Nouveau TO L’ Art Moderne 


T itv the American designer of 
silverware is keenly alive to the 
latest mode in art is clearly 
evidenced in the many new and novel 
creations that have made their appear- 
ance in the shops during the past 
twelve months. 

This new art fad or style, as you 
will, burst upon the country so sudden- 
ly and has taken the public by such 
surprise, that already the questions are 
being asked, how long will it last? Is 
it merely a passing fashion like L’Art 
Nouveau of the early nineteen hun- 
dreds, or is this so-called Modern Art 
the beginning of a new art style having 
a foundation of permanency? It is im- 
possible at this early day for anyone to 
prophesy with any degree of certainty 
just what the future of L’Art Moderne will be in America. 


RT in all its phases appears to be passing through 

exactly the same sort of restless revolt against all 
traditional standards that characterized the new art craze 
of thirty years ago. It was L’Art Nouveau then, L’Art 
Moderne now. The wise ones of 
those days were just as positive 
that L’Art Nouveau had brought 
about a complete renaissance in 
every field of decorative art as 
the present day exponents of 
L’Art Moderne are confident that 
this latest movement presages the 
formation of a new style and 












Typical designs in Silverware of “The Gay Nineties.” 


A Brief Review of Vari- 
ous Art Influences of the 
Past Thirty-five Y ears and 
Their Effect Upon Amer- 


ican Design in Silverware 


By A. Frederic Saunders* 





has sounded the death knell of all age- 
old traditions; but those old enough in 
experience will remember the furore 
created by the New Art of 1900, its 
rosy start, the extravagances to which 
it finally degenerated, and the complete 
reaction which followed its rather sud- 
den demise. This latest vogue in art 
bids fair to be much the same sort of 
an interesting experiment as was L’Art 
Nouveau of thirty years ago. Despite 
all claims to the contrary by the dis- 
ciples of the Modern Art, the fact still 
remains that it is most difficult if not 
impossible to improve upon the forms 
which centuries of human effort 
evolved for the solution of problems 
identical with many which the designer 
has to solve today, and they serve the 
purposes of the modern designer so well that there can 
be no reason for casting them aside except the desire for 
novelty for novelty’s sake alone. 


G REAT and expressive styles in art have developed not 
<7 through a wholesale rejection of the past and absolute 
new creation, but principally through a gradual modifica- 
tion of detail applied in a new and sane manner. Radical 
innovations and personal styles invented out of hand have 
always been sterile, except as they have indirectly in- 
fluenced those who continued to 
work in the traditional manner. 
There is nothing new or theoret- 
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This might properly be called the American Rococo 
Period. 


No. 1—Table centerpiece in sterling silver, exhibited at the World’s Fair, Chicago, 1893; No. 2—Tea service in sterling sil- 
ver, by Gorham, 1891; No. 3—A _ five-light candelabra in sterling, by Whiting, 1892; No. 4—Sterling silver bowl, by Whiting, 
1892; No. 5—A typical after dinner coffee pot, design of 1894 
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stood the test of time. 


S far back as the early ’90’s a new line of 

artistic thought began to manifest itself 
in American silver design. For some years the 
designer had been content to follow along in 
what might be termed a craze for the French 
Louis XV (Rococo) style. This and the so-called Z 
Old English, a highly floriated style popular in 
England during the early Victorian period, fur- 
nished most of the design inspiration for Ameri- 
can-made silverware during the late ’80’s and 'f 
early ’90’s. The International Exhibition at Fs 
Paris in 1889 had much to do with opening the His. 
American designers’ eyes to our shortcomings 
in the field of applied art, and the magnificent 
works of art in the precious metals exhibited by \y 
the leading firms of silversmiths at the World’s \ 


Fair in Chicago, 1893, provided 
ample proof of how through this 
awakening our artistic taste had 
improved. Such splendid specimens 
of original design and fine crafts- 
manship as represented by the 
“Versailles,” “Medici” and “Old 
Masters” patterns in flatware by 
Gorham, the gold tinted Autumn 
Leaf hollow-ware by Shiebler and 
the magnificent chased dinner ware 
and special trophies by Whiting 
and Tiffany attracted international 
attention and praise. The industry 
was at the threshold of a new era, 
both in artistic design and im- 
proved methods of manufacture. 
The country had completely recov- 
ered from the destructive effects of 
the Civil War and was about to 
enter upon a period of unusual in- 
dustrial development and _ pros- 
perity that would 
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ical in this; it is just plain art sense which has 
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range of original patterns that marked the clos- 
ing years of the nineteenth century. 





























eventually make her 
the richest country 
in the world. Travel 
to Europe increased 
rapidly in volume 
and many of these 
travelers returned 
with entirely new 
conceptions and 
ideals of artistic 
beauty, all of which 
in time had a high- 
ly beneficial influ- 
ence upon the artis- 
tic taste of the coun- 
try at large and, in 
turn, also furnished 
the incentive neces- 
sary to start the de- 
signer along a new 
line of thought, 
which manifested j 
itself in the wide 10 
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Some Spoon Patterns 
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T/IE Americans, having no age-long art tradi- 

tions of our own, have ever been open to 
divers influences from abroad, but there is no 
particular reason, in the nature of things, why 
the designer should follow any one style rather 
than another, for none of them except the Colo- 
nial has any special historic associations with 
American life and culture and we have largely 
outgrown, during the past twenty-five years, the 
fs. conservative tastes of our early English ances- 
try, so it is not strange that the New Art move- 
ment which had created such a furore through- 
out Europe during the ’90’s, culminating in the 
Paris Exposition of 1900, should find fallow soil 
on this side of the Atlantic. Our art students 


and critics returning from abroad 
were filled with enthusiasm for 
L’Art Nouveau and confident that 
a new style had been created; 
never would there be a return to 
old ideas and traditions, they 
claimed. The designer of silver- 
ware, ever alert for new inspira- 
tion, seized upon this new art with 
avidity and soon the smart shops 
were showing the latest vogue in 
silverware and jewelry, a field of 
design in which the new art seemed 
to adapt itself better than any 
other. 


HE title of L’Art Nouveau 
was devised by Marcel Bing, a 
clever craftsman of Paris who in 
1895 founded the Rue de Provence, 
a center open to all the forces of 
artistic innovation. The movement 
never attained the 














bee dignity of a style, 
for it started as a 
protest against 
what its initiators 
termed “a_ slavish 
imitation of the 
past” or “The blind 
following of tradi- 
tion.” However, no 
critic could find 
fault with the basic 
principles upon 
which the movement 
was founded. Funda- 
mentally they were 
much the same 
basic principles that 
governed the art of 
ancient Greece but 
revised to meet the 
conditions of mod- 
ern life. In _ sub- 
stance they were as 














No. 6—A typical “Rococo” pattern of the middle 90’s; Nos. 7 and 8—The “Versailles” and “Old Masters,” two Gorham pat- 
terns that created a sensation at the World’s Fair, Chicago, 1893; No. 9—An extreme “Rococo” spoon design of 1890; No. 


10—A spoon pattern of 1901 in “L’Art Nouveau.” 


This was one of the first American designs in the new art; note its 


simplicity as compared with later designs; Nos. 11 and 12—Two patterns of 1906 which show the extremes to which the 
new art degenerated; Nos. 13, 14 and 15—A salad fork and two salad spoons in “L’Art Moderne” designs inspired by Amer- 


ican skyscraper architecture 
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follows: First, to subject each object to a 
strict system of logic relative to the use for 
which it is destined and to the material from 
which it is formed; second, to emphasize pure- 
ly organic structure and to show clearly the 
part played by every detail in the architecture 
of an object; third, to avoid the falsehood of 
a fictitious luxury consisting in falsifying 


every material and carrying orna- 
ment to extremes; and lastly, it 
sought to revive many arts that 
had long passed into disuse. 


NQUESTIONABLY the move- 

ment provided an _ idealistic 
working formula for the designer 
and craftsman. It designated a 
free soil upon which anyone could 
mark out a pathway for himself. 
Its evolution depended entirely 
upon the individual preference of 
each artist, but herein lay its 
greatest weakness, for it offered 
too great a temptation for exploitation by 
an army of profit seekers who all too 
quickly enrolled under its banner to pro- 
tect their purely mercantile schemes. To 
such minds nothing was more easy to pro- 
duce than L’Art Nouveau, for one had but 
to improvise something else than the 
work of yesterday, label it L’Art Nouveau, 
and a gullible public accepted the name 
for the thing itself. 


T N 1894 the Rococo was at the height of 
its popularity. By 1904 L’Art Nou- 
veau dominated the entire field of decora- 
tive art in America. The silverware ex- 
hibited at the St. Louis Exposition that 
year provided the most outstanding exam- 
ples of the American designers’ interpre- 
tation of the New Art as applied to silver, 
and the success attained, both from the 
standpoint of artistic design and fine 
craftsmanship, called forth the highest 
praise of the best critics both here and 
abroad. 

It was generally con- 
ceded that the “Martelé” 
ware exhibited by Gorham 
led all others and was cer- 
tainly a most praiseworthy 
effort, both in design and 
skilled craftsmanship. Of 
course, this ware was pro- 
duced under ideal condi- 
tions, each piece being 
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Silverware design in L’Art Nouveau, 1900 to 1907 


Nos. 16-16a—A water set in “Martelé” exhibited at the St. Louis Exposition, 
1904, an American interpretation of “L’Art Nouveau,” by Gorham Co.; 
No. 17—A French teapot of 1900 in “L’Art Nouveau,” by Marcel Bing, 
originator of the term; No. 18—A French chocolate pot and cup in “L’Art 
Nouveau,” by Valery Bizouard, 1902; No. 19—A tankard, martelé, 1904; 
Nos. 20-20a—French candlesticks of 1903 in “L’Art Nouveau,” by Maurice 
18 Dufrene; No. 21—A tea service in “L’Art Nouveau,” 1904 
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modeled as a work of art and adorned with 
some original decoration befitting its shape 
and use. 


HE modeling possessed the plastic grace 
of fine statuary, the beauty of light and 


shade, and each piece was wrought with the 
same feeling of refinement of artistic taste 


that the Florentine craftsmen be- 
stowed upon their work back in 
the 16th century. The Martelé 
ware exemplified L’Art Nouveau 
at its best and in every way 
proved that L’Art Nouveau con- 
tained the elements of true beau- 
ty when applied in an intelligent 
and honest manner, but when car- 
ried to the excesses and extrava- 
gances that later characterized 
much of the furniture, ceramics 
and metal ware, it was inevitable 
that it would soon begin to pall 
on public taste, and even its most 
ardent supporters lost heart. 


HE reaction set in about 1907. The 

Hudson Fulton celebration of 1909, 
with its fine exhibits of early American 
silver, furniture, etc., aroused a nation- 
wide interest in all things of Colonial 
times. The designer of silverware, quick 
to sense this new trend, turned his 
thoughts and efforts in the new direction 
and soon the latest patterns embodied the 
simplicity of our early American silver- 
ware. A new vogue had been launched 
and it was a refreshing change from the 
ornate but meaningless shell and scroll 
“Rococo” patterns of the ’90’s and the 
sinuous lines and distorted figure and 
plant forms of most of the work passing 
as L’Art Nouveau. For the next ten years 
American silverware design underwent a 
gradual evolution from the severe plain- 
ness of the early Colonial to the more 
elaborate phases of the English Georgian 
and other period styles. We were again 
following in the pathways 
of traditional forms. Then 
came the Paris Exposition 
of 1925, with L’Art Mod- 
erne, another effort like 
that of 1900, to break with 
tradition and create a new 
style or, rather, a group of 
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styles, as later develop- 
ment indicates. For in 
each of the several coun- 
tries where the Modern 
Art has taken root, its 
adherents appear to fol- 
low a different line of 
thought. 


HE American de- 

signers’  interpreta- 
tion of “Modernistic,” as 
the new art is called over 
here, has been based 
mostly upon the use of 
triangles, planes and va- 
rious phases of skyscrap- 
er architecture, although 
some of the later design 
motifs suggest peculiar 
flower and plant forms that look as 
though they belonged in the “Land 
of Oz.” But there are already indica- 
tions that silverware design this com- 
ing spring will follow quite a differ- 
ent trend of thought and there will be 
continued changes taking place, for 
we are living in an age of rapid 
change. 


HE widespread desire to be what 

is termed “up-to-date” has made 
style and design almost the watch- 
words of the day. This feeling has 
extended to every class and is affect- 
ing almost every product that is man- 
ufactured and used today. Time was 
when silverware was selected without 
much, if any, thought being given to 
the design as a harmonizing decora- 
tive factor in the home. It was usu- 
ally selected for its individual appeal 
—the richer the ornament, the more 
valuable the article must be—but such 
standards are no longer used. In this 
exacting age, those engaged in the 
making and selling of silverware must 
cater to the whims of fashion and, 
whether we like it or not, L’Art 
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Moderne is the fashion of 
the day and no one seems 
to know just where it will 
end. 


Sey sil- 
verware of “Modern- 
istic’ design has been 
shown during the past 
year, and it must be ad- 
mitted that some of it 
possesses a pleasing orig- 
inality in design and 
shows much cleverness in 
execution, but not a sin- 
gle piece so far produced 
in the so-called modern 
style can begin to com- 
pare in refinement of 
artistic design or fine 
craftsmanship with the Martelé ware 
of twenty-five years ago or the best 
work of recent years designed and 
executed along traditional lines. 


h, KYSCRAPER architecture applies 
itself most admirably to city build- 
ings but hardly seems an appropriate 
design motif for table silver. How- 
ever, skyscraper spoon handles and 
coffee pots are preferable to the crude 
table knives and_ forks, clearly 
fashioned after the utensils of the 
savage, that were shown recently un- 
der the title of French Modern Art. 


NE hears a lot about “Dynamic 

Movement,” “The Tempo of To- 
day,” “New and Exciting Forms,” 
“The Traditions of Tomorrow,” “The 
Period of Tomorrow” and other high- 
sounding phrases of rather vague 
meaning to the uninitiated, though 
perhaps, clear to the “modernist,” 
but somehow or other it just doesn’t 
sound like art to most of us. And 
why? Because for thousands of years 
we have been led to believe that art is 
a very definite something which, al- 


From 1911 to 1928, Traditional Period Styles Prevailed 


No. 22—Tea service design in early American style; Nos. 23 and 24—Coffee sets in Colonial design, 1912-1921; No. 25—Coffee 
set, English period design, Adam style, Middle Georgian; No. 26—Water pitcher, French period design, Louis XIV 
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though it may and does 
change from period to 
period, nevertheless, main- 
tains certain fundamental 
principles which we can lay 
hold of at all times. And 
now to have these princi- 
ples ruthlessly thrown 
aside as worthless by the 
rabid iconoclasts of the 
day, however well-meaning 
most of them are, is a 
thing not pleasant to con- 
template. 


NE might safely say 

that L’Art Moderne 
came to America via the 
French liner TJle De 
France, for previous to 
the arrival of this ship on 
her maiden voyage in Au- 
gust, 1927, but little inter- 
est had manifested itself 
in the new movement on 
this side of the Atlantic. 
For months rumors had 
been drifting this way 
about the magnificence of 
the new French liner, so 
her arrival created a pro- 
found sensation, not only 
with the public, who came 
by the thousands to see this 
veritable floating exposi- 
tion of the new art, but also 
among our architects, de- 
signers and decorative ar- 
tists, who thronged her 
gorgeous rooms, the like of 
which had never been seen 
before, on land or _ sea. 
The fact that a business 
concern like the French 
line saw fit to adopt the 
modern art in the decora- 
tive fittings of a ship cost- 
ing several millions of dol- 
lars, seemed proof enough 
to the keen minded Amer- 
ican that there must be 
something to this modern 
art after all. 

Then followed the sev- 
eral expositions of L’Art 
Moderne, sponsored by the 
leading New York depart- 
ment stores, all of which 
helped to stimulate public 
interest in the new art. 
Just how deeply rooted this 
interest will become re- 
mains to be seen, for while 
there are those who take 
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this modern art very se- 
riously—who look upon it 
as an art movement of tre- 
mendous worth, both be- 
cause of its present value 
and as well because of the 
promise it holds for better 
things to come—there are 
also many who can _ see 
nothing in it at all but an 
attempt to exploit the field 
of art. Like L’Art Nou- 
veau, this latest movement 
is a grand experiment in 
individualism. Each artist 
is a free lance, so to speak, 
although there seems to 
have developed two distinct 
schools of design, at least 
in the furniture and deco- 
rative field. One follows 
the theory that any object 
which performs perfectly 
the function for which it is 
intended, which is made 
from the proper materials, 
strictly avoiding ornament 
for its own sake, but utiliz- 
ing structural elements in 
an ornamental way, is the 
height of beauty, modern 
and a true work of art. The 
exponents of this school ad- 
here to straight lines and 
plain surfaces. 


HE other school, while 

admitting the value of 
function and _ materials 
holds that man has been 
accustomed to ornament for 
centuries and that the use 
of ornament provides a 
source of intellectual pleas- 
ure, that formal decorative 
features have a very legit- 
imate artistic use in break- 
ing up large surfaces and 
its disciples argue that 
utility can be preserved 
without ‘sacrifice of orna- 
ment. 

Which school will win 
out in the end remains to 
be seen. The designer of 
silverware wisely seems to 
have elected to follow a 
middle course and conser- 
vative minds concede that 
it is the small objects such 
as glassware, pottery, sil- 
verware and metal work 
that will outlive any pass- 
ing vogue of the moment. 


No. 27—A “Modernistic” coffee set, design combining triangular planes, an American interpretation of “L’Art Moderne”; No. 
28—A French interpretation of “L’Art Moderne” in silver; No. 29—Sandwich stand in “Modernistic” design with black 
“Bakelite” handles, American made; Nos. 30, 31, 32, 33—Four designs in “L’Art Moderne” showing Danish influence; No. 34 


—An original American interpretation of “L’Art Moderne,” 


decorative motif inspired by the wavy rays of “Aurora-Borealis” 
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Three Score Years of Progress 


HE present issue of THE JEWELERS’ CIRCULAR, 
[ine 60th anniversary number, is an issue of 

more than the regular size and importance, as 
it celebrates a history of three score years in the 
field of trade or business paper journalism by the 
oldest periodical in the jewelry and kindred indus- 
tries. As is well known to our old readers, THE JEW- 
ELERS’ CIRCULAR, as it exists today, is a consolida- 
tion of many papers, but its four main roots in their 
chronological order are respectively: The American 
Horological Journal, founded in 1869; THE JEwW- 
ELERS’ CIRCULAR, founded in 1870; the Jewelers’ 
Weekly, founded in 1885 and The Jewelers’ Re- 
view, founded in 1887. In addition to the above, THE 
JEWELERS’ CIRCULAR, today, practically continues all 
that was left of the Watchmaker and Jeweler, 
founded in 1869, The Jeweler, founded in 1872, and 
the American Watchmakers, Jewelers & Silversmiths 
Journal, founded in 1872. In celebrating its birth- 
day, we have always taken the year of our oldest, 
unit, the American Horological Journal—1869, and 
the month in which the first JEWELERS’ CIRCULAR 
which was founded in February, 1870. 

Sixty years ago, the business or trade publica- 
tion was almost unknown. Though a few already 
existed in other industries, none had been started in 
our industry, and the advent of the American Horo- 
logical Review was hailed by the watchmaking end of 
the jewelry trade. When THE JEWELERS’ CIRCULAR ap- 
peared, the following year, members of our industry 
were delighted at having for the first time, an organ 
that would supply and conserve their interests, sup- 
ply them with news and technical information, and 
act as a central point of contact through which the 
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needs of the jewelers and their message could be 
disseminated not only among themselves but to the 
public at large. When these two journals were 
merged, in Nov. 15, 1873, in THE JEWELERS’ CIRCU- 
LAR, the trade felt that it had a great organ and insti- 
tution looking to its general welfare, and in this 
respect the hope of the industry has never been dis- 
appointed. 

The success of THE JEWELERS’ CIRCULAR brought 
other papers into the field, among the most notable 
and worthy being the Jewelers’ Weekly, founded in 
1885, and the Jewelers Review, in 1887. When these 
two were merged with THE JEWELERS’ CIRCULAR 
(the first in 1900 and the second in 1902), the com- 
bined journal became one of the strongest and most 
thoroughly read and appreciated business papers of 
the country, and its success in this field is an old 
story to our subscribers. Its strength has always 
been founded on its independence, its service to its 
readers and its policy of working for the best inter- 
ests of the industry as a whole. It is unique in that 
it has combined the features of a technical, a busi- 
ness and a news publication, in an endeavor to help 
in the education of the jeweler, as a specialist, a mer- 
chant and a man. It has kept him abreast of the 
times and let him know all that is going on in his 
industry. It has also been more than a publication: 
for years it has been an institution working for the 
good and welfare of the jewelry trade in all its 
branches. 

The loyal cooperation and assistance this journal 
has had from all branches of the trade, and the ap- 
preciation of its work shown by advertiser and sub- 
scriber alike, are responsible for the position that it 
attained and held through the years. It has been the 
aim of the editors and publishers at all times to de- 
serve this support by producing a journal that will 
be valuable to every member of the trade, no matter 
what his station in life or in what division of the 
industry he may be. For this reason we have striven 
to improve the paper, year by year, in an endeavor 
to give our subscribers and advertisers the best me- 
dium of which we are capable, and it is unnecessary 
to state, this policy will continue to be our guiding 
principle. We hope and trust that future issues of 
THE JEWELERS’ CIRCULAR will be even more deserv- 
ing of support by the trade at large than have those 
published in the past six decades. 





Trade Leaders Are Optomistic 


GENERAL summary of conditions in the jew- 
A elry trade, as expressed by our trade leaders 
in every branch of the industry, and which 
appears in other columns of this issue, should be 
most gratifying. They indicate, generally, a confi- 
dence in the business prospects for the coming year 
and a feeling that the fundamental conditions are 
better from the jeweler’s standpoint than they have 
been for sometime. While prospects may be better 
in some particular lines of the industry than others, 
and brighter in some sections of the country than 
elsewhere, the consensus of opinion is that the busi- 
ness of the year will be better in 1929 than formerly 
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and the opportunity, today, lies with the real progres- 
sive merchant who will put himself in a position to 
take advantage of the conditions that can bring the 
business to him. 

In this connection, a perusal of the views of these 
leaders will prove most interesting and valuable to 
the retail jeweler for the many different suggestions 
they make as to how the retailer can best develop 
his business today. While these suggestions are of 
different kinds, they are all based on the general 
proposition that the retailer must leave no stone 
unturned to develop himself as a merchant and a 
specialist and keep absolutely abreast of the economic 
factors which underlie the evolution and change 
manifest in the mercantile world today. He must 
be a real merchant if he wishes to cash in on the 
opportunities which 1929 will present. 





Namaqualand Diamond Fields Will Not Be 
Thrown Open by Government 


N view of the sensational and in many cases 
I erroneous reports that have appeared in the 

newspapers of this country in regard to the agi- 
tation of laborers in Namaqualand in an attempt 
to force the government to open the rich diamond 
fields for public digging, it should be stated, emphat- 
ically, that the South African Government has, in no 
way, receded from the position it had originally 
taken to keep these fields closed against public exploi- 
tation, and it will continue the policy announced 
some time ago of recovering only a specified amount 
of diamonds each month under government auspices, 
to be sold through the reg- 
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Reuter’s correspondent concerning the conditions in 
Namaqualand, which emphasized the fact that there 
are two questions before it that should be clearly dis- 
tinguished in order to arrive at a satisfactory conclu- 
sion. First, there is the question of rendering assist- 
ance to the drought-stricken people of Namaqualand, 
and it is on this that the government gives details of 
the measures which have already been taken to re- 
lieve distress. It announces its intention in future, 
not only to endeavor to lessen the burden on these 
people but to secure their permanent establishment 
as farmers. A substantial portion of the revenue 
from the production of diamonds in Namaqualand 
will be allocated for this purpose and will be em- 
ployed in making permanent improvements for the 
development of Namaqualand by constructing irriga- 
tion works, etc. As a temporary measure the gov- 
ernment will employ young Namaqualand men on the 
state diggings. 

The second point emphasized in the official gov- 
ernment statement to Reuter concerns the demand 
that the Namaqualand diamond fields should be 
wholly, or partly, thrown open, as public diggings, 
and this the government states it is not prepared te 
grant. 





Asking the Wholesaler About the Chain Store 


T would be futile to expect that the Federal Trade 
I Commission’s investigation of the chain store will 

determine what is to be done about it after all, 
but, judging by the character of the questionnaire 
which the Commission has sent to wholesalers, it 
may produce very inter- 
esting information. The 





ular channels and _ the 
money applied for the 
benefit of government ex- 
penses. 

The unrest among some 
people in Namaqualand, 
which caused the govern- 
ment to take drastic ac- 
tion to protect the dia- 
mond fields, has _ been 
given prominence in some 
British and _ continental 
papers and_ statements 
have been published 
abroad that the govern- 
ment has acquiesced in the 
demand made upon it for 
relief. While this is true » 
in part, the relief offered 
by the government does 
not include opening these 
diamond fields for public 
exploitation, but relates to 
measures to help, the con- 
dition of the diggers and 
the farmers. 

To clear the situation 
the South African Gov- 
ernment recently issued 
an official statement to 
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up throughout. 
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Congratulations from a Vet- 
eran Subseriber 


WILLIAM HASELTINE & SON 
JEWELERS—UNIQUE GIFTS 
Kokomo, Ind. 


I am glad to congratulate you on the new 
dress of THE JEWELERS’ CircULAR and its make- 


Fifty-nine (59) years ago I subscribed for THE 
CrrcULAR and have received it ever since. 
you an older subscriber in the state? 

Your respectfully, 


We are very proud of the fact that Mr. Hasel- 
tine is one of our oldest subscribers, and, as far 
as we know, the oldest in his section of Indiana. 
It has been the loyalty of jewelers like him who 
have read the paper, year after year, that has 
made for the success of the journal in the past. 
We trust that he will be a reader of THE 
JEWELERS’ CIRCULAR for many more years and 
will derive even more benefit from future issues 
than he has from those in the past.—Editor 
of THE JEWELERS’ CIRCULAR. 


question may be raised as 
to how pertinent to the 
investigation the ques- 
tionnaire to wholesalers 
may be, as the chain store 
ordinarily is not a cus- 
tomer of the wholesaler. 
The Commission had in 
mind apparently in quiz- 
zing wholesalers that 
their interests are direct- 
ly affected by the chain 
store system of distribu- 
tion. 

It is clear from the na- 
ture of the questions asked 
that the Commission’s in- 
tent is to learn not only 
the extent to which whole- 
sale business has suffered 
at the hands of the chain 
store, but to ascertain 
whether wholesale houses 
have made any efforts to 
combat the chain store by 
fostering cooperative buy- 
ing through wholesale 
channels by independent 

(Continued on page 307) 


Have 


WM. HASELTINE. 
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Know Profits and Losses im 
Jewelry ‘Repair Department 


How Records Are Kept in Large and Small Stores 


By J. J. BERLINER, B. S. C. 


jewelry trade centers around the relations of the 

repairing department to the merchandise business. 
This problem arises from the fact that a great many 
jewelers do not properly separate the repairing receipts 
and expenditures from the merchandising figures. It is 
very obvious that the operations and results of these 
two different departments are not all comparable. In 
the merchandise 


OF of the most important problems of the retail 


numerous jewelry stores, where the repairing receipts 
amount to not more than 5 per cent or 10 per cent of the 
total. 

In figuring the costs of the repairing department, 
provision must be made for charging the repairing 
department with any indirect or overhead expenses, such 
as rent, taxes, insurance, heat, light, power and water, 
and other fixed charges. The most reasonable procedure 
is to divide the 
fixed charges be- 





department, the 
store management 
problems are those 
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ing and merchan- 
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quired to pay sal- 
aries and wages. 

The problems of 
the repairing de- 
partment, on the 
other hand, are 


more nearly those a 
of manufacturing pa 














than of merchan- 


be charged to the 
repairing depart- 
ment in direct 
ratio to the pro- 
portion of the re- 
pairing receipts to 
total net receipts 
for both merchan- 























dising. In the re- 
pairing depart- 
ment, the jeweler 
sells the proficiency and service of his shop instead of 
an article of merchandise from his shelves that he has 
bought previously from a wholesaler or manufacturer. 
In the repairing department, therefore, approximately 50 
to 75 cents of the consumer’s dollar on an average is 
paid out in salaries and wages. With these differences 
in view, it is readily understandable why a retail jeweler 
should keep separate accounts so far as practicable for 
his merchandise business and his repairing business, in 
order to be in a position to know whether each is con- 
ducted in a profitable manner or whether one is carried 
as a burden by the other. 


ROM the accounting viewpoint, in securing compar- 
able figures it is necessary to have as great a degree 
of separation as possible. In some retail jewelry stores, 


particularly those with a comparatively small volume of 
total net receipts, it is by no means uncommon for the 
repairing receipts to constitute from 25 per cent to 50 per 
cent of the entire volume. 


On the other hand, there are 





Fig. 1—Form for repair job card 


dising and repair- 
ing departments. 


Figures of a typical jewelry store 


One retail jewelry store in 1927 had net merchandise 
sales of $50,000 and had repairing receipts of $7,000, the 
repairing receipts thus amounting to 12.3 per cent of total 
receipts. Taking the figure for repairing as 100 per cent 
in the computation, the following table shows the percent- 
age for repairing expenses and profits: 


Item Percentage 
REN GUE WON 5 ios ccedvecssccdved 61.5 
Supplies and Other Direct Expenses ...... 18.0 
RNG SD evecrccacevwdvaseiasee 14.7 





Total Repairing Expense 94.2 
Net Profit 5.8 


HUS of the $7,000 received by the repairing depart- 
ment of the jewelry store cited an illustration, $4,305 
or 61.5 per cent was required for salaries and wages. 
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Know Profits and Losses in J ewelry Repair Department 


(Continued from page 112) 


Supplies and other direct expense of the repairing de- 
partment amounted to $1,260 or 18 per cent. 

Overhead expense charged to the repairing department 
in direct ratio to the proportion that repairing receipts 
bore to total receipts amounted to $1,029, or 14.7 per cent. 
These overhead items included rent, heat, light, power, and 
water, taxes, insurance, repairs and depreciation of equip- 
ment, miscellaneous expense, and losses from bad debts. 

Total repairing expense amounted in this instance to 
$6,594 or 94.2 per cent of repairing receipts. 


Records for small store’s repair department 


The repair jobs of the retail jeweler are usually of 
two kinds, those 
which are made at 


Department Supplies.” Cost of repair department ma- 
terial such as gold and silver used in repairing, and 
supplies such as oil, diamond dust, emery, etc., should be 
entered in a special column called “Repair Department 
Costs.” All costs are proportioned in the proper ratio 
and charged to the repair department. At the end of 
the year, an inventory is taken of the repair department 
materials and supplies so that the cost of maintaining 
the repair department and the gross profit or loss incurred 
during the year may be known. After inventory has been 
taken at the end of the year, the next step is to find the 
gross profit and net profit of the repair department. 
This is done as follows: 

(1) Inventory of 
the repair depart- 





















































the premises and Jeieney 760 Mens ven me on iii FOC ee ment was taken at 
those which are the beginning of 
let out. On _ the ame [ee pame Laois Laos aes Tt one the year. 
latter, of course, ORDERIomDER| NAME AND ADDEESS WORK To BE Dowe PRoms-lFimish-|Delwed Cost | cHaeeED (2) Purchases of 
keeping accurate repair department 
costs is simple supplies were seg- 
enough. gregated from 
To keep an ac- merchandise  pur- 
curate record of chases. 
each repair job, (3) Wages of 
some sort of card the repair depart- 
or slip should be ment help were 
kept (see Fig. 1), kept separate from 
on which is en- other wages. 
tered the name of (4) The proper 
the customer, the share of “Over- 
article to be re- head Expenses” 
paired, the nature Fig. 2—This record gives information about jobs taken in was charged to 


of the job, ma- 
terial and supplies used and their cost, labor performed, 
ete. 

Although it is not always possible to determine exactly 
the overhead charge that applies to each particular job, 
the jeweler can, through experience, estimate it fairly 
accurately. The record (Fig. 1) shown can be kept con- 
veniently in a box, filed alphabetically. In addition, a 
repair tag can be used, which is attached to the article 
when it is received, a stub of the tag being given to the 
customer, which he returns when he calls for his article. 


/ N recording purchases, all repair department supplies 
are entered in a_ special column, called “Repair 


“Repairs.” 

(5) The total of the four items above are added. 

(6) From this total is deducted the inventory at the 
end of the year. This gives the total cost of the repair 
department. 

(7) The total cost of the repair department subtracted 
from the “repair department earnings” gives the net 
repair profits. 

(8)If the “repair department earnings” are less than 
the “repair department costs,” the repair department 
earnings are subtracted from the repair department costs 
to find the loss from the repair department. 

Note how all this is figured out in the following 


list : (Continued on page 114) 
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Fig. 3A—Form for job envelope for jewelers who send their work out 
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Know Profits and Losses in Jewelry Repair Department 


(Continued from page 113) 


Earnings during year $41,120.15 
(1) Inventory at beginning of year .... 817.10 
(2) Purchases during year ............ 2,314.15 
(3) Wages paid repairmen ............. 1,184.00 
(4) Overhead expenses ................ 210.00 
Ne ee Eee Te eee Tee ee eee 4,525.25 
(6) Inventory at end of year .......... 614.00 
(7) Total cost of repair department .... 3,911.25 
(8) Net profit from repair department... $208.90 


Repair department accounting 


cial order and repair work, and provides for the taking in 
of such jobs; the giving of a claim-check to the customer, 
which serves as a receipt and also as a means of identifi- 
cation when the job is called for; also for the sending of 
the job to the shop and a record for the jeweler’s own 
files while the job is in the hands of the trade shop and 
thereafter. 

It will be noted that the envelope does not in this in- 
stance carry the name and address of the customer, or the 
price of the job, as this would not be desirable, and only 
such data appear upon the envelope as may consistently 
and with advantage be sent to the trade shop. 

Attached to the envelope (but 
perforated or readily detachable) is a 





of larger stores 





O R M S—a careful, accurate 
record should always be main- 
tained of all jewelry repair jobs 


“Use Records Wisely” 


card, the same size as the envelope 
which carries, on the front side, the 
name and address of the customer; 
the price, with deposit (if any) and 


taken from customers for repair. Benes problems of the repairing de- balance; and all other data required 
Fig. 2isa simple form that records, partment are more nearly those of Raa . . 
manufacturing than of merchandis- for the present and the permanent 


in numerical order, all jobs taken in, 
together with the date promised. 
When jobs are returned from the 


ing. In the repairing department the 
jeweler sells proficiency and service 
instead of an article from his shelves 


use of the repair department. These 
cards are filed alphabetically, while 
the envelopes, when the job is com- 


shop, or workman, the date of com- 
pletion should be entered upon this 
form. The envelopes containing the 
jobs may then be filed, in numerical 
order, ready for delivery on demand. 

Reference to this record will in- 
dicate whether the job is ready for 
delivery. It affords a ready means 
of following up the completion of 
jobs from day to day, in accordance 


that he has bought previously from a 
wholesaler or manufacturer. 

In the repairing department ap- 
proximately 50 to 75 cents of the 
consumer’s dollar on an average is 
paid out in salary. With these differ- 
ences it is understandable why a re- 
tail jeweler should keep separate ac- 
counts for his merchandise business 
and his repair business in order to 
know whether each is conducted 
profitably or whether one is carried 
as a burden by the other. 


pleted and they are returned to the 
department, are filed numerically, ac- 
cording to the job number, for they 
do not carry the name of the cus- 
tomer. 

A claim-check is attached to the 
card, also perforated, and this check, 
which bears the corresponding job 
number, the clerk number, date 
promised, and amount of charges, is 
handed to the customer, if goods are 





with the promised date of delivery. 
When delivered, the date of delivery 


to be called for. It must be presented 








should be recorded there by complet- 
ing the final record of each job. 

Great care should be exercised in securing full and cor- 
rect name and address from those leaving jobs for repairs, 
or special order work, for which full payment has been 
made, in order to assist in locating such parties when 
jobs remain uncalled for. A cash deposit should be re- 
quired for repairs to be made on cheap or plated jewelry, 
or articles of little value, to insure the department against 
loss. 


HE repair job envelope, shown in Fig. 3A and Fig. 3B, 
is for the use of those who do not maintain their own 
repair shop but are dependent upon trade shops for spe- 


by the customer, when goods are 
claimed. 

If goods are to be delivered, or shipped, the claim-check 
is ordinary repair work, as it eliminates all disputes as to 
time promised, or amount charged. 

On the reverse side of the card, spaces are provided for 
complete shipping instructions, in case the article is to be 
shipped or delivered. There is a space for indicating if 
the customer’s card is to be inclosed, also a space for 
the amount of the shipping cost and if to be charged, 2 
space for the name and address of the party to whom the 
charge is to be made. 

Forms of envelopes used by jewelers maintaining their 
own repair shops follow: 
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Fig. 3B—Reverse side of envelope gives forwarding instructions, ete. 
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IG. 4A and Fig. 4B is a repair job envelope for the 
use of retail jewelers who maintain their own manu- 
facturing and jewelry repair shop. 

In this case the envelope includes the name and address 
of customers and other data which in the case of forms 
3A and 3B were omitted by reason of the envelope going 
to the trade shop. 

Attached to the envelope is a card which remains at- 
tached to the envelope until the job is completed and is 
used in the shop by the different workmen through whose 
hands the job passes. 

This job ticket also furnished a record of any of the 
material used and constitutes a complete record of cost, 
which is detached, where perforated, when the job is com- 
pleted, and ca be used for determining the price to be 
charged (if not already given) or for keeping a record of 
the margin of profit. 

The claim-check is identical with that of forms 3A and 
3B, and, in both instances, the statement relative to the 
protection afforded goods in the jeweler’s possession must 
be governed by the measure of protection which individual 
circumstances provide. 


Financial Statements and Their Interpretation 


HE rendering of financial statements and the ability 

to properly analyze them are of great importance. The 
importance of financial statements lies in the fact that, if 
properly constructed, construed and compared with previ- 
ous statements, they furnish the best criteria of the con- 
dition of the business, its management and its tendencies 
over a period of time. From the financial statements can 
be ascertained what the profits are; what the financial 
position of the concern is; and whether there are any de- 
fects in conducting the business. 

Financial statements consist of two statements; one is 
known as the “Income, Profit and Loss” statement; the 
other is known as the “Balance Sheet” statement. 

The Income Statement—The “Income, Profit and Loss” 


THE JEWELERS’ 


CIRCULAR 115 









OEPT. ' dePr 
1 Ne. 
CLERK No. 












UNIT CosT ! 





















hb GoLd Seweceas PRomiseD 

2 PlaTinem ” 

3 REPAIRERS Ss 

4 SETTERS 

5 PLaTerRs SiuTH B&os 
6 PolisHens, JEWELERS 
7 ENGAavERS 100 Boao way 












TOTAL 


Mo Govos 
Swithourtnis <Hecn 






Card 
Fig. 4A—Envelope for use of jewelers who do their own repair work 


statement may be properly defined as an analytical sum- 
mary of the income derived from the business transactions 
of a commercial enterprise over a definite period of time, 
such as annually, semi-annually, quarterly or monthly. It 
is a classification in brief form of all the items entering 
into and affecting the income, its sources of derivation, 
its cost of procurement, and finally its disposal. 

Although differing in many minor respects, because of 
the lack of uniformity in the accounting field, all income 
statements are similar in the main divisions. The follow- 
ing is a skeleton “Income, Profit and Loss” statement 
showing the essential divisions: 


Gross Income from Operations................. 
Ree Cat wl Cp ss 5 5 oon. ove ces sew eescn 
Net Income from Operations............... 
DR Be Ce FI, ooo bok ce ove cecceeceess 
NS ies Ske kta seo ewen ad sd eee bias 
pg ee er 
GSS Sn th cncrnsereederanuekGuee 


On Income,” or “Operating Income,” as it is some- 
times called, is the income derived from the con- 
cern’s principal line of business. Income derived from 
other business sources is not included in gross income, 
but comes under the caption of “Other Income.” 

The “Cost of Operations” or “Operating Expense” is 
the total cost and expenses incurred in obtaining the oper- 
ating income. The gross income, less the cost of opera- 
tions, gives us the net income from operations. Under the 
operating expenses are included such items as the follow- 
ing: cost of materials, selling expense, administrative 
expense, general expenses, etc. 

“Fixed Charges” are those payments which must be 
made to keep the concern intact. Such usually are interest 
on mortgages, bonds, and taxes, etc. 

“Net Income” is the income left after all deductions of 
expense. From the net profits are usually deducted the 


(Continued on page 307) 
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Fig. 4B—Reverse side of envelope for use of jewelers who do their own repair work 
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W. E. Fritz, Quincy, Mass., has ample window space and uses it intelligently 
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(Costume Jewelry Sales—$50 Per Day 


By Harry B. Terhune 


a small town jeweler, a man who refused to be tied 
down by the more or less hidebound traditions of his 
own well respected trade. 

When arranging his present corner store a few years 
ago, William E. Fritz decided to make this shop of his a 
bright attractive spot in which the people of Quincy, Mass., 
would take a real delight in trading. 

By getting away from the staid thought that a jewelry 
store must be arranged along the stiff, formal lines that 
dim antiquity ruled was conventional, Fritz has developed 
a business that has paid him more than the average returns 
for the time spent in planning. 

While Quincy, Mass., is rated as a city of 70,000 people, 
it is figured that a good 60 per cent of its trade in all lines 
of businesses goes to the big town of Boston, which is only 
8 miles away. It is therefore plain that Fritz is in direct 
competition with the big stocks, the big advertising and 
the lure of buying in town which the city stores offer. 

There are two outstanding phases contributing to devel- 
opment of this suburban jewelry store other than the obvi- 
ous ones of having a first-class location: of handling stand- 
ard goods; of possessing a good sense of merchandising 
knowledge—and using it, thus insuring a constant flow of 
new goods, so vital in maintaining the proper volume; of 
keeping the shop before the public through a good adver- 
tising policy, and, of course, seeing the store is spic and 
span at all times. These reasons are the kind of fixtures 
and the arrangement of the store’s stock. 


Tas is just a page out of the book of experience of 


ACW to let Mr. Fritz explain the line of reasoning 
, that led him to break away from the conventional: 

“Just why should so many small town jewelry stores be 
patterned on the same lines? To see one is to see many. 


There is the usual arrangement of windows, of work bench 
just inside the door, a row of unlighted show cases and a 
row of wall cabinets. Why should we jewelers always 
paint our stores in dull, drab colors and always specify 
dark wood in all our fixtures and other woodwork? Is 
there an unwritten law compelling us to show the most 
enticing things a person can possibly buy in dull, dreary 
surroundings? And under such conditions is the customer 
valuation of the articles to be purchased enhanced or not? 

“It only takes a comparatively little amount of time and 
mental energy in planning out a store so that it will have 
a new, pretty and charming appearance. So why have 
‘just another jewelry store in town’? 

“Too long have we sold ourselves the idea that a small 
town store must be a thing of cheapness. Why not build 
with an eye-for beauty and harmony as well as for sta- 
bility ? 

“Instead of having the conventional mahogany in our 
new store, some very pleasing effects were worked out in 
the newer and lighter toned gumwood finishes. Instead of 
having a solid wall on the side street, a double-faced win- 
dow was worked out. This gave us a wonderful place in 
which to show the finer pieces of glassware. When a cus- 
tomer sees the daylight shining through a piece of rock 
crystal or reflecting the colors of a Venetian goblet, the 
desire for ownership is immediately aroused. Lights in 
these cases help immensely in the attractiveness of them, 
too. 


66 HE accompanying sketch shows the floor plan of our 

store as it was when we first moved in. Today the 
layout is practically the same, save for the removal of the 
repair bench. There is a big change in what is in these 
cases, however 
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William E. Fritz, 
Quincy, Mass., had 
a real problem to 
keep trade at home 


Quincy’s population 

is 70,000, and the 

jeweler figured 60 

per cent traded in 
Boston 


73 IRST, let’s go into the changing of the work bench. 

As I figured it out, it is only natural for the men 
working on the bench to size up every woman that enters 
the front door. Even if they only look up, it does not 
have a very good effect on the trade. When considering 
the results of putting the bench in the rear room, everyone 
consulted was unanimous in condemning the thought. 
Well, the watch and repair work was transferred to a well 
lighted back room, just the same. 

“All customers, male and female alike, spoke in the 
highest terms of the improved appearance of the store 
after the change. As for the cash register reaction, re- 
ceipts since the change have been greatly in excess of what 
they were previously, so the moving around not only bene- 
fited the physical looks but sweetened the song of the bank 
balance. 

“Now about the second phase, that of rearranging the 
stock in the cases. Originally Case A had silver; Case B, 
watches; C, rings; D, odds and ends; E, hollow ware; F, 
glass; G, flat ware. At the present time, Case A is full of 
novelties and some rings; Case B, costume jewelry; C, 
watches and rings; D, cuff links, chains, etc.; E, F and G 
remain as before. A table, H, has been added for the dis- 
play of the fine china ware. 

“The one big reason for the change came after reflecting 
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An inviting store 

with popular wanted 

merchandise has 
brought success 


Regular advertising 

keeps this store con- 

stantly before the 
public’s mind 


on the way the department stores got their foothold in the 
jewelry business. To me, it seems it can be traced back to 
the introduction of the many interesting little novelties 
which people are so prone to pick up. When a watch or a 
fine stone or any item calling for an expenditure of major 
importance is under consideration in a home, a ‘family 
conference’ is usually called before the purchase is made. 
People seem to have got in the way of thinking of 
jewelry stores as places that sell only expensive things. 
“The less costly things are often bought on the spur of 
the moment. They have the elements of newness and 
prettiness, so the average woman always has a place for 
them in her present-day scheme of dress. Department 
stores, by featuring these items, get women in the habit 
of coming to their jewelry departments, so it was only a 
logical step to gradually work into the better things. 


66 AKING this premise as a working basis, it appears 
plausible that the average run of smaller jewelers 

are missing some real business through not properly 
merchandising the less expensive articles. In this 
instance, the sales of our costume jewelry jumped from al- 
most nothing up to $50 a day and has averaged that figure 
ever since we moved it to Case B. On the other hand, by 
(Continued on page 307) 
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S / 50, OOO Business 
Done in Space 20x30 


Reply to Out-of-Town Jewelers Inquiry 


ILL the jewelry store of the future be of large ex- 

tent, following the trend of other lines of business 

toward larger premises, or will the trend be in 

an opposite direction and toward smaller establishments? 
The answer to this problem is of vital importance to 
every jeweler today. Rising rental costs, and increases in 
other costs of doing business threaten the jeweler’s very 
existence. How can he meet them best, by expanding or 
by concentrating on fewer items? 
It is altogether probable that 
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on the wane,” he said recently. ‘The customer prefers the 
cozy atmosphere of the smaller establishment.” 

Asked about our friend’s problem, he said: “I would 
advise this jeweler to have a partition across the store 
about 22 feet back of the windows to reduce the size of the 
salesroom. The store can then be made more attractive 
and inviting to exclusive patrons.” 

Mr. Popkin advises burglar-proof safes placed under the 
wall cases. These are to be hidden by sliding panels in 

order to make the store attractive. 





If this is done the stock will al- 





there will be in the future, if the 
classification is not already well 


ways be available when customers 


defined, two classes of jewelry es- 
tablishments. One class will han- 
dle exclusive jewelry lines, the 
other will enlarge their stocks by 
the addition of an increasing num- 
ber of side-lines. In the first 
class of jewelry stores there will 
be a more intensive merchandising 
of precious stones and metals, 
while in the latter class the stock 
may become as varied as that of 
the modern department store, or 
its near competitor, the drug 
store. 

Jewelers who follow both trends 


Store Space and Profits 


ITH increasing high rent, adequate 

store space is becoming a real problem 
with many jewelers. The economization of 
store space is an important fatcor in business 
success. Many believe that the jewelry store 
of the future will be better departmentized, 
better arranged, better systematized and con- 
sequently designed to transact business in a 
much smaller amount of store space than is 
used at the present time. 

A Detroit jeweler last year did a business 
of three-quarters of a million dollars in a store 
20 x 30 feet. The business could not have 
been done in this space if the store were not 
attractive to the public. Much thought will 
undoubtedly be given to store space economy 
in the future. 


demand it. 


S the store has a height of 

14 feet, it is possible to pro- 
vide offices, and one or two private 
booths for customers desiring 
privacy, and for selling the more 
expensive items, on a balcony run- 
ning across the back of the store. 
Indeed, it would be possible to 
build the balcony around one side 
of the store, above the wall cases. 
If, the salesroom was reduced as 
Mr. Popkin suggests, there would 
be space for the repair department 





behind the partition, provided ven- 





may become equally successful, for 





all men are not fitted for the ex- 

clusiveness of the former. Those jewelers who have more 
fitness for merchandising in its broader sense will find their 
sphere in the wider line of merchandise carried in the lat- 
ter type of store. 


JEWELER in a small city of 8500 inhabitants has 
an opportunity to move to a very favorable location, 
but the store is small. He is anxious to know whether he 
can make such a store desirable. The store is 17 feet 8 
inches wide by 38 feet in depth. Can this size of store be 
made attractive to the public by the use of modern fixtures? 
Experience is a good teacher. Sallan’s, Detroit, Mich., 
did a business of three-quarters of a million dollars last 
year in a store 20 by 30 feet. This business could not have 
been done in this space if the store was not attractive to 
the public. It could not have been done if the size was not 
adequate to house the merchandise necessary for such a 
large business. 
S. A. Popkin, manager of Sallan’s, is sold on the small 
store for jewelers. His experience entitles his statements 
to respectful consideration. “The day of the large store is 


tilation is made possible. 

A store of this width can be made attractive externally. 
The exterior may be made as elaborate as desirable. There 
is ample space for the display of merchandise. We are 
presenting three plans for an entrance that will give the 
jeweler a maximum space for displaying his wares. Plan 
1 is much like the standard type of window found in vari- 
ous stores, and provides the maximum amount of floor 
space possible with a suitable entrance. Plan 2 reduces 
the floor space in the window considerably, but not too 
much, because of the increased number of people who will 
see it. This type of window makes it possible for people 
passing the store to see into the window before they are 
directly opposite the store. 

In Plan 3 the floor space of the windows is only slightly 
reduced, because the necessary space is taken off the in- 
terior, but as this is only done at the center of the front 
where an aisle will be located in the store it does not lessen 
the interior space materially. In fact, the slant of the 
glass inward toward the entrance might be even more pro- 
nounced, and less depth shown at the entrance. The advan- 
(Continued on page 121) 
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nard Your ‘Eo ifits 


Safe Method Is to Figure on the Selling Price 


Editor’s Note—In the storekeeping department of The Jewelers’ Circular there have been published a number 
of articles on the right way to figure profits. These articles aroused much interest and elicited considerable 


correspondence. 


Several inquiries have recently been received in reference to this important side of storekeep- 


ing and hence the reason for reprinting the following elucidation of profit figuring by H. Victor Wright, well 


known as a contributor to this journal. 


of doing business to speak of a given percentage 

upon sales, as, for example: If the net sales of a 
given year were $75,000, and the cost of operation was 
$25,000, we would refer to our cost of doing business 
as 33 1/3 per cent—that is, 33 1/3 per cent of the net 
sales. In determining what margin of profit to place 
upon our goods, it has become an equal custom to speak 
in percentages, but unfor- 
tunately, in the latter in- 
stance we have almost 


i T has become a custom when referring to the cost 


Schedule No. 1 as 


is 


these three advantages, we would say in the first place 
that dealing with smaller percentages of profit will 
often serve to disabuse the mind of the retailer who 
questions whether he is justified in adding to his laid- 
down or invoice cost a percentage which is really essen- 
tial to his existence, and it will similarly correct the mis- 
taken conception in the mind of uninitiated employes 
—extending often times to the general public—who re- 

gard the percentage added 

to the cost of goods sold 
unreasonably large, 


4 3/4 per cent on selling price while ignoring the fact 


invariably spoken in per- 5 per cent added to cost 
centages upon the cost of —_/' 1/2 per cent po saa 
per cent added to cost 

goods | to be sold, rather 12 1/2 per cent added to cost 
than in percentages upon 15 per cent added to cost 
the retail or selling prices. 16 2/3 per cent added to cost 
For example: If we have P 1/2 per cent added to cost 
purchased a bill of goods —33.——— Percent othe per 
for $1,000 we say that we 30 per cent added to cost 
will add a profit of 50 per 33 1/3 per cent added to cost 
cent and obtain $1,500 for 35 per cent added to cost 
this particular merchan- 37 1/2 per cent added to cost 
di : 40 per cent added to cost 
1S€. 45 per cent added to cost 
50 per cent added to cost 

“HIS custom has been 55 per cent added to cost 
the cause of endless 60 per cent added to cost 
Susten sat teemenelite 65 per cent added to cost 
contus q : 66 2/3 per cent added to cost 
much loss upon the part 70 per cent added to cost 
of those to whom account- 75 per cent added to cost 
ing methods and the prob- 80 per cent added to cost 
lems of good merchandis- 85 per cent added to cost 
Se arg “i 90 per cent added to cost 
ing are unfamiliar. 100 per cent added to cost 


is ; -saenllpeasen dian — price that the invoice cost of 
is per cent on selling price - fe 

is 11 1/8 per cent on selling price merchandise is only one 
is 13 per cent on selling price factor in its cost, and that 


is 14 1/4 per 
is 15 per 


cent 
cent 


on 
on 


selling price 
selling price 


the cost of doing business 
must all be covered in the 


is 16 2/3 per cent on selling price er 

is 20 per cent on selling price percentage which wy added 
is 23 per cent on selling price to the invoice or laid-down 
is 25 per cent on selling price cost. 

is 26 per cent on selling price 


is 27 1/4 per 


cent 


is 28 1/2 per cent 


is 31 per 
is 33 1/3 per 
is 35 1/2 per 
is 37 1/2 per 
is 39 1/2 per 


cent 
cent 
cent 
cent 
cent 


on 
on 
on 
on 
on 
on 
on 


selling price 
selling price 
selling price 
selling price 
selling price 
selling price 
selling price 


N the second place, we 
believe that dealing 
with a smaller percentage 
—the percentage upon 
selling price rather than 
the percentage upon cost 


is 40 per cent on selling price : 
is 41 __ per cent on selling price © —Will greatly encourage 
is 42 3/4 per cent on selling price the determination to con- 


is 44 1/2 per 


cent 


on 


is 46 


per cent on 


is 47 1/2 per cent on 


is 50 


per cent on 


selling price 
selling price 
selling price 
selling price 


stantly know the actual 
cost of doing business—in 
order that it may be ade- 





Indeed, it has frequent- 
ly been assumed that if 
the volume of sales was $75,000 and the net cost of do- 
ing business only $25,000 (33 1/3 per cent), that a mark- 
up of 50 per cent upon cost would insure a very com- 
fortable margin of net profit—and many a jeweler has 
operated upon this assumption to his lasting sorrow. 
It is, therefore, in the hope that this confusion may be 
destroyed, and at the same time as an inducement to a 
constant knowledge of the cost of doing business that 
our Bureau is placing at the disposal of the trade at 
large, schedules which indicate percentages based upon 
selling prices rather than upon cost. 


MONG the advantages to be derived from the 

general adoption of this revised method of mark- 
ing goods we would include: (1) Dealing with smaller 
percentages of profit; (2) The elimination of much 
guesswork in establishing retail prices, through a bet- 
ter acquaintance with the cost of doing business which 
this revised method would encourage; (3) A quicker 
realization of the net profit involved. Briefly discussing 


quately covered and a rea- 
sonable percentage of net 
profit remain. 

The third advantage is explained by the fact that 
when the cost of doing business is known, which is al- 
ways expressed in a percentage upon sales, for instance, 
35 per cent, and we are dealing with percentages of sell- 
ing prices rather than percentages added to cost, for in- 
stance, 45 per cent, then the net profit applying to every 
transaction is readily recognized as the difference be- 
tween the two percentages employed—as for example, 
10 per cent net profit on sales in the instance quoted. 

Probably the incorrect pricing of merchandise is as 
responsible as any one factor for the surprises and dis- 
appointments which the end-of-the-year showing so fre- 
quently occasions, and this incorrect pricing of mer- 
chandise is largely attributable to errors in computing 
profit percentages. 


ANY a retailer has been misled by the state- 
ment, which is in itself entirely correct, that 
goods purchased at $10 per dozen which will sell for 
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Sterling Silver Tableware—The Granado Pattern. Smartly modern in its straight 
lines, slender handles and splendid weight, yet authentically correct, and most 
appropriate for American homes, in its interpretation of Spanish-Colonial design. A 
pattern of unusual charm and distinction, which is receiving an enthusiastic welcome by 


leading jewelers. Orders are now being accepted for March delivery. 


ROGERS, LUNT & BOWLEN CO. o Silversmith o GREENFIELD, MASS. 


(} ITH justifiable pride Rogers, Lunt & Bowlen present their new creation in 
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$15 per dozen, will yield a profit of 50 per cent, and has 
assumed that since his cost of doing business is prob- 
ably around 33 1/3 per cent, there is very substantial 
margin of net profit involved. The fact that the 50 per 
cent profit referred to is a percentage upon cost, and the 
33 1/3 per cent referred to is a percentage of sales, is 
lost sight of—the fact being that 50 per cent upon cost 
would yield $5 per dozen, whereas 33 1/3 per cent of 
$15 is also $5, so that even assuming that the retailer 
knows his cost of doing business to be 33 1/3 per cent 
and no items of expense such as depreciation, rent of 
store that is owned, salary for self and family, etc., have 
been overlooked, the sale of this merchandise has been 
without profit. 

The selling price will take care of the cost of doing 
business and will give you the net profit on sales which 
you are seeking, and while the percentage which pro- 
duces this selling price might—if based upon cost— 
seem large, when based upon sale price it will appear 
more conservative, and what is of infinitely greater im- 
portance, will be readily seen 
to be essential if the cost of 
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Example.—If the annual gross sales amount to $25,000, 
and the overhead expense amounts to $4,000; what is the 
per cent of overhead expense? 

One per cent of 25,000 is 250; 4000 — 250 = 16. Proof; 

16 per cent of 25,000 = 400. 

2. To find the selling price, including any desired per 
cent profit, based on the cost of article, where there is no 
overhead expense. 

Rule.—Multiply the cost of article by 1.00 plus the per 
cent of profit. 

Example.—If the cost is $3.00, and 40 per cent profit is 
desired; what is the selling price? 

3.00 & 1.40 (1.00 + .40) = 4.20. Proof; 40 per cent of 

3.00 = 1.20; 3.00 + 1.20 — 4.20, the selling price. 

3. To find the selling price, including any desired per 
cent profit, based on the selling price of article, when there 
is no overhead expense. 

Rule.—Divide the cost of article by 1.00 minus the per 
cent of profit. 

Example.—If the cost is $3.00, and the profit desired is 
40 per cent; what is the selling 
price? 


doing business is to be covered 


Schedule No. 2 


3.00 — .60 (1.00 — .40) = 5.00. 


and a reasonable percentage of i : . ora price is — = ue " = _ Proof; 40 per cent of 5.00 = 
* of selling price is equivaien oO Oo e cos - = 
net profit remain. 1/5 of selling price is equivalent to 1/4 of the cost 2.00; 3.00 + 2.00 = 5.00, the 
1/6 of selling price is equivalent to 1/5 of the cost selling price. 
F we are marking a product 1/7 of selling price is equivalent to 1/6 of the cost 4. To find the selling price, 
at 70 per cent upon cost, ie < aaa Price is oe fi = cost which includes the per cent of 
: * . of selling price 1s equivalent to of the cost re ‘ 
then this will be equivalent to 1/00 ol elle: Galew te aeaieaiat 00179 of Gin cnet overhead expense, and the de 
41 per cent profit on selling 2/5 of selling price is equivalent to 2/3 of the cost sired per cent profit, based on 
price—which is surely not un- 2/7 of selling price is equivalent to 2/5 of the cost the cost of article. 
reasonable if the cost of doing . ae Price is pr to . — cost Rule.—Multiply the cost of 
a a 3/8 of selling price is equivalent to of the cost 20. 
business is over 30 per cent. S) & ella gulee io suede to 3/4 of dhe ene article by 1.00 plus the per cent 


of profit, then divide the prod- 





We cannot lay too great em- 
phasis upon the desirability of 
using the selling price rather than the cost as a basis 
for the figuring of profit percentages. 

To those who are interested in the relation which per- 
centages of selling price bear to percentages on cost, 
Schedule No. 2 may also be found helpful, as the equiva- 
lents are xeceedingly easy to grasp. 


VERY retail jeweler should thoroughly, familiarize 

himself with the following fundamental rules for fin- 
ing the selling price. These rules are published through 
the courtesy of C. Ropp, author of “Ropp’s Price Marking 
Tables,” which show selling prices to realize the per cent 
profit desired and cover all overhead expenses. 


Simple Rules for Finding the Selling Prices 


1. To find the per cent of overhead expense, based on 
the gross sales. 

Rule.—Divide the overhead expense by 1 per cent of 
the gross sales. 


uct by 1.00 minus the per cent 
of overhead expense. 

Example.—If cost of article is $1.00, the overhead ex- 
pense is 20 per cent, and the desired profit is 40 per cent; 
what is the selling price? 

1.00 « 1.40 (1.00 + .40) = 1.40; 1.40 — .80 (1.00 — .20) 
= 1.75. Proof; 20 per cent of 1.75 = .40; 1.00 + .385 + 
.40 = 1.75, the selling price. 

5. To find the selling price, which includes both the per 
cent of overhead expense and the desired per cent proft, 
based on the selling price of article. 

Rule.—Divide the cost of article by 1.00 minus the 
sum of the desired per cent profit and the per cent of 
overhead expense. 

Example.—If cost of article is $1.00, the overhead ex- 
pense is 20 per cent, and the desired profit is 40 per cent; 
what is the selling price? 

1.00 — .40 [1.00 — (.20 + .40] = 2.50. Proof; 20 per 
cent of 2.50 — .50; 40 per cent of 2.50 = 1.00; 1.00 + 
1.00 + .50 = 2.50, the selling price. 


$750,000 Lusiness Done in Space 20 x 30 fi. 


(Continued from page 148) 


tage of such a plan is that the window is seen from a dis- 
tance, as one approaches the store, and if the display is 
followed, the prospective customer finds herself practically 
at the door of the store, making entrance easy. 


HE fixtures would have to be planned for compactness. 
There should not be a foot of waste room. It is ad- 
visable to have stock drawers fitted under the window 
floors, adequate protection from the exterior being pro- 
vided. 
No jeweler should undertake to plan his fixtures without 


the assistance of a capable architect and store engineer. 
Fixture houses are always ready to cooperate with jewelers 
in planning the fixtures and wall cases. The jeweler can 
present his ideas to the expert, who will be then in a posi- 
tion to carry them out satisfactorily in the completed plans 
presented. 

Some of the expenses saved in renting a small store can 
be invested in advertising to advantage. Jewelers seldom 
do enough advertising to secure adequate returns. Space 
taken is inadequate and the copy presented is unsuited for 
the clientele. 
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Miladys Jewels for 1929 


WO parallel themes are torun 4 Worecast of the new designs 


through the coming designs 


Some of these variations include 
the newly accepted realistic carvings 


for fine jewelry. These themes and a word about the impor- of fruit, flowers, birds and animals; 


are contradictory in aspect, but both tant factors that will determine 


are founded upon the ultra simpli- 


they show the encrusted motif, the 
use of the engraved gem in the 


city of the purely classic in decora- the trend of jewelry styles dur- necklace plaque, the newest handling 


tive ornament. The first mode keeps 
the flavor of its classic background 
throughout with an abundance of 
rich detail and the second turns to 
the socalled modernistic manner. 
Upon these two types of design all = 
the advanced models in fine jewelry 
for 1929 are now being constructed. is 

The forms in these two groups eS 


follow definite contours. Necklaces, ‘2 
for instance, in the first handling ‘Do 














take the full rounded plaque or the 6 
regulation pendant form. They are O° 
shown in detail in the first illustra- ee 
tion. The necklaces of the second BN 
list, those with modern interpreta- § 
tion, have their own way of tracing ™ 
angular outlines controlled by the wt (as 
rules of dynamic symmetry. They SS \\ — 
adhere to the geometric form in its 8a 
most severe type. It will be so with 


all of the favorite jewelry forms this “hte 


year. Brooches, ear-rings, bracelets, 
each jewelry form will echo this 
double trend, tracing through num- 
berless variations of these two themes, a tremendous 
range of individual patterns, contours and details of 
construction. 

Of all the pieces in the whole category of fine jewels, 
perhaps no other one piece exhibits these contrasting fea- 
tures to such a thorough degree as the necklace. Certainly, 
the newest design for both long and short necklaces include 
every possible phase of this new designing. There are ex- 
hibited in these jewels the best of the classical manner and 
the very latest in modernistic pattern and between these 
two extremes in style there are subtle deviations in both 
directions, making the list of pattern forms exhaustible 
in variety. 


ing the coming year. 


By Isabelle M. Archer 





The new slotted necklace 


of the open work motif and the last 
word in the combining of massed 
diamonds and colored gems. 

In the accompanying illustrations 
picturing necklaces of various pat- 
terns and contours, we see these 


= new style phases carried out in ad- 
Ss vance designs for the coming year. 
& There are here the very new neck- 
Ou lace with the open slot running 
wey ‘ 
Jav On 
j 8% 
& me 
% 
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we 
i crosswise in place of the more usual 
s. gem-encrusted plaque; necklaces 
fi with exceedingly heavy chains, gem- 
pa encrusted and an inch or more in 
see width; necklace pendants which are 
se so wide they become an integral 
Oe \yy part of the jewel, and the very latest 
oF Yo" in choker designs running the whole 
Nh EYE gamut of new patterns. 
er 
Ws N detail, the four necklaces shown 


in the first illustration are ex- 
tremely new. In fact, such necklace 
contours as these have been seen be- 
fore Snly in special order work. 
Those few examples, however, proved so successful, pleas- 
ing and becoming to their wearers, that it was decided to 
continue the idea with some of the finest materials in neck- 
laces intended for wear with the handsomest type of eve- 
ning ensemble. 

This new necklace contour is on the collar form, widen- 
ing at the front but keeping quite a good width also at the 
back. The open space or slot, the special feature, crosses 
the necklace plaque with a decorative line, sometimes mak- 
ing the background for pendant gems but generally left 
with an unbroken border. 

At the left is a design carried out in baguette diamonds, 
rose diamonds and pearls. This has a large pear-shaped 
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pearl drop to further decorate 
the open spaces. At the up- 
per center is a necklace car- 
ried out in marquise diamonds 
and small pearls in a trellis: of 
mille-grain platinum wire. Be- 
low this long narrow diamond 
sticks make up the composi- 
tion with two large aqua- 
marines placed at the center 
of the front plaque. Extreme- 
ly large pearls together with 
numerous small diamonds are 
used for the composition of 
the necklace shown at the 
right-hand side of this first 
illustration. Here the open 
spacing is left between the 
necklace and a row of pearls. 


CT HIS open spacing is a 
mode that will be seen in 
brooches, earring pendant and 
bracelet plaques as well as in 
these new necklaces. It is a 
repetition of the formula, new 
necklaces making the inspira- 
tion for the smaller jewels. 

The regulation gem-studded 
collar, the necklace shown in 
the third illustration has two 
new details for the coming 
year. The plaque itself has 
gained in length and is tipped 
to make a slanting collar of 
gems while the fastening at the back of these 
necklaces has been elaborated to make a secondary 
plaque on these handsome necklaces. 

This gem-studded collar design differs from the 
regulation neck-chain and pendant in its keeping 
to the plaque design for the entire necklace circle. 
There is noticable a repetition of the necklace 
plaque sections the entire way around this jewel. 

A mosaic design carried out in faceted gem- 
stones with a ground of pavé diamonds is the com- 
position used for the first of these collar necklaces 
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Variations in necklace pendants on heavy chains 
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shown at the left of the third 
illustration. This is a color- 
ful design in _ pale-tinted 
amethysts, beryls, rose quartz 
and zircons cut to fit the cen- 
ters of the separate necklace 
sections repeating the outline 
of these details in each of the 
gem-stone contours. The effect 
is of a well managed mosaic, 
a setting of the colored gem- 
stones in box mountings of 
platinum wire, with the wire 
tracing lines across the dia- 
mond pavé to give the design 
the effect of a mosaic window. 


SECOND type of inlay 

is used in a black onyx 
outlining the group gems and 
gem stones for the sections of 
the second necklace. This is 
a striking arrangement, which 
is to be repeated for complete 
parures of fine gems for wear 
with handsome evening cos- 
tumes. Although the black 
onyx will give the character 
of the jewel and the scheme 
will be one featuring black as 
the predominating note, yet 
the inclosed emeralds, topazes 
and diamonds will bring fire 
and color to these new pieces. 
Baguette emeralds are used 
as the finishing touch to the third necklace collar, 
sketched at the right-hand side of the third illus- 
tration. Here, pearls are inlaid in a fine mesh of 
platinum grosgrain wire to make a lace-like jewel 
of unusual and clever design. Brooches, earrings, 
finger-rings bracelets and hair ornaments are 
being designed now after the styles shown in 
these collars. They use the patterns and the color 
schemes in appropriate contours and gem sizes to 
meet their particular reguirements, but they keep 
the general tone and mode of these new jewels in 











Advance models in gem-studded collars 
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their construction and color schemes. 

Such jewels as these will be used with 
day-time costumes only when the neck 
line of the accompanying gown is shaped 
so that this necklace collar will not inter- 
fere with the neck edging. These gowns 
must be collarless, of course, and with- 
out interfering trimming or drapery 
about the shoulders. Carried out in gold- 
mounted gem-stones, these collars will 
look well on an afternoon gown of ivory- 
tinted faille or straw-colored, rough-sur- 
faced tussah. In their designing, this 
limited use must be considered for the necklace with the 
long chain and the large pendant is the correct type with 
the colored band. 


ohh a 


8 


T is the necklace with the wide chain and the handsome 
pendant, shown in the second illustration, that will be 

used where length of line is required. Such jewels as these 
are carried out in the classic manner, with the new realis- 
tic carvings for their gem-stones or in the modernistic 
mode when they are carried out in inlays of gem-stones. 

Six of these necklace and pendant combinations are 
shown in this second illustration. In the top row, the first 
one has calibre emeralds and marquise diamonds for the 
gem mountings, with a huissar for its banding for its neck- 
lace section. This newly popular arrangement of gem- 
studded sections and open chain work is also seen as the 
neck chain for the center necklace in the second row. Here, 
pearls and diamonds are used to carry 
out both the chain and the pendant. 
Pearls again are used in the third de- 
sign but here carved jade gives color to 
pendant and chain. 

These pendant necklaces have been 
chosen as representative of three differ- / 
ing necklace styles. The first two have (\ 
large pendant plaques hanging from 
smaller motifs. The third design and 
that shown below are typical of the neck- 
laces having the chain and the pendant 
drawn together as one integral de- 
sign. 

The third group is represented by the 
two remaining pat- 
terns, the first and 
second pendant de- 
signs on the lower 
row in this third 
This 
form is the sautoir 
which is varied ac- 
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The coming modifications 
of the choker 
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Prominent designs in earrings 
and hair ornaments 
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cording to the designer’s wishes, but 
always includes a separate motif and 
added chain above the main gem-studded 
pendant. 

Large deep-toned amethysts and dia- 
monds make up the chain work and the 
accompaniment for two large carved 
pieces of rose quartz. This pale pink 
gem-stone makes the large carved ter- 
minal at the lower extremity of the pen- 


si 
7 
rz 


ii dant and as the central motif in the sec- 


ond sautoir section. Carved emeralds are 

used in place of the rose quartz for 
the mounting of the second sautoir design. These are 
joined by a chain-work of diamond-studded decorative 
sections in three-cornered contours. The last pendant 
necklace repeats the pattern form of the one above it. 
Here we have neck chain and pendant plaque running into 
one another to make a complete jewel. This is a plaque 
carried out in baguette diamonds, in a construction that 
makes it a flat lace-like jewel with lace for the neck chain. 


7 fourth necklace type represents variations in the 
choker design. Here in the next two groups are a half 
dozen patterns, newly planned for wear during 1929. In 
the upper row there is one with central plaque motif in 
three large disc-shaped pieces of cabbage-green jade. The 
second design in the upper row has the overlapping scales 
carried out in platinum and gem mountings. The third 
design is a classic motif in separate sections which keeps 
the same width of the entire necklace 
circle. 
At the top of this page there are 
} Shown in this group of three a choker 
) necklace at the left-hand side having a 
large central gem with smaller gem- 
M stones on either side and two rows of 
Uf box-set diamonds for the necklace cir- 
cle. The highly favored chain work ap- 
pears for the second design with a pen- 
dent line of gems added, while the third 
in this same row tends toward the mod- 
ernistic mode, with squares and circles 
carried out in gems and gem-stones. 
For evening wear these necklaces re- 
peat the construc- 


\ tion of the other 
4 necklaces illus- 
<A) trated in their 
D handsome mount- 


ings of millegrain 
platinum wire or 
invisible platinum 
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Your 
Deltah Pearl 
Show Gast. 


Description 


This Deltah Show Case is 
made of genuine birch hard- 
wood, in dark walnut finish, 
with plate glass and crystal 
glass combined for strength 
and beauty, and is rein- 
forced with metal brackets 
and tie pieces. 


Narrow gold inlays heighten 
the attractiveness: of the 
show case. Sliding rear 
doors, which can be locked, 
are an added advantage. 


The size is 3514” long, 42” 
high, and 12” deep; a very 
practical show case for dis- 
play purposes. 


The case can also be ob- 
tained in special finishes of 
light walnut, light mahog- 
any or dark mahogany, at a 
small additional cost. 


Your necklace business becomes more and We have made it easy for you to secure 
more important each year. This hand- one of these show cases. Your whole- 
some show case is designed to form the saler has full details. Ask him to show 
centre of your evergrowing department of you the 1929 Deltah line and our most 
Deltah Pearls and Deitah Fashion Neck- remarkable show case proposition. 

laces. 


The Heller-Deltah Co., Inc. 


Division of 


L. Heller & Son, Inc. 
8 West 30th Street, New York 
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settings, incrusted 
with large diamonds 
and pearls, with em- 
eralds, sapphires, 
rubies, topazes, ame- 
thysts and _ peridots 
or with the carved 
I jade, carnelian and 
( crystal that has been 





accepted as an appro- 
priate accompaniment 
for the finest gems. 

For day wear these 
choker necklaces show 
the popularity for the 
modernistic motif and repeat the use of the opaque 
gem-stones, faceted black onyx, pearls and small colored 
gems in their make-up. They are favored for necklaces in 
the costume ensemble where, of course, they take the gem 
cutting and color in a choice to match the rest of the pieces. 

Featured among the new necklaces are the three tiers of 
pearls with the carved emeralds for the decorative note 
used at either side of the necklace form and for the fasten- 
ing at the back. The one-tone jewel is also shown carried 
out in necklaces where cabochon sapphires, carved emer- 
alds, faceted rubies, amethysts or topazes are used to fol- 
low the line of the choker or the longer 
single necklace string. 

There is a variation of this long-line 
necklace that is shown carried out in 
platinum-mounted diamond sections to 
make a flat ribbon, finished for two sepa- 
rate ends with decorative details holding 
colored gems in their platinum mount- 
ings. This necklace form is a combina- (| 
tion of the new wide band that holds Jq& 

Q 
( 
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Ribbon and chain ear pendants 


most of the pendants and the regulation 
long pearl rope. This necklace may be 
fastened together where the colored gems 
are placed, but it is often worn with the 
two ends crossed over and entwined. 


OLLOWING closely the lead of the new necklace pat- 

terns come the latest designs in hair ornaments and in 
earrings. All three of these jewel groups are closely al- 
lied. They all frame the face and must necessarily be con- 
sidered with this factor in view. Shown in three groups 
on this page are three hair ornaments and six ear pend- 
ants. The hair ornaments include an elaborate fillet, a 
half circle and pendant for wear at one side of the knot at 
the back of the head and a small gem-studded clasp used 
to hold the front lock in place. 

The coiffe fillet with the gem-studded pinnacle shown at 
the center of this illustration is typical both in construc- 
tion and gem setting of many of the fine jewels being 
planned now as forerunners for 1929. This fillet shows a 
combining of gem-incrusted sections with platinum mille- 
grain wire for the almost invisible setting and diamonds, 
sapphires and emeralds for the gems. The gem cuttings 
include baguettes, triangles and diamond sticks, square-cut 
sapphires and emerald rectangles. This hair ornament 
trails off on either side into sharp points which reach just 
above the ears on either side of the head. Variations of 
this shape may be seen when the jewel continues into a 
harrow band quite around the head. 

Ornaments intended for wear at the back of the head 
recognize the growing popularity of the long-haired coif. 
These are made in several forms, but among them is this 
half moon to lead among the favorites. Parallel lines of 
box-set diamonds make the open loop with pearls and yellow 
topazes for the pendant detail. The little brooch shown in 
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the illustration next to this hair ornament is on the order 
of a barrette with a wider slot, through which the lock 
may be drawn. Diamonds, pearls, the colored gems or an 
open-work pattern in platinum wire work may be used for 
these new utility jewels. 


OR the earrings of the coming season we have three 
types, the ear-stud, the gem-incrusted half-moon to 
border the lobe of the ear, and a half a dozen variations of 
the ear pendant. In the accompanying illustrations, the 
latest variations of these pendants are shown. There is 
one, sketched at the extreme left-hand side, with a large 
pendant section in incrusted platinum and a fringe of 
gems hanging below. Next to this is an oriental pattern- 
ing in entwined lines and bands of caliber gems. Echoing 
the demand for length in the new jewels, is the next design, 
an ear pendant whose motifs are made up entirely of dia- 

monds and aquamarines in modernistic cuttings. 
Differing completely from the trio of ear-pendants 
shown at the center of the page are the following three 
designs sketched at the left-hand side. There is one in a 
new ribbon pattern, an advance model of many of the year’s 
fresh designs in diamond-mounted platinum pieces. This 
idea is carried out here in sections exhibiting a mild form 
of the modernistic motif. The fact that it keeps to one 
width throughout the pendant makes it extremely new. 
This is the feature that is bound to be 


o, repeated not only in ear pendants, but 
OSG for necklace decorations, for brooch pen- 


@ dants and in bracelet designs as well. 

Representative, again, of many forth- 
coming jewels is the ear pendant show- 
ing the flexible chain work in its make- 
hh up. This huissar patterning, as we have 
EN) seen in some of the new necklace pat- 
terns, is to be a 1929 feature. For this 
ear pendant, it is carried out in diamonds 
with baguettes of emeralds and topazes 
used to bring color to the finishing motif 
and the ear stud. The new frameless 
manipulation of large diamonds is the 
theme which lends character to the last 
ear pendant shown in our group. Here the cuttings are 
unusual and the grouping exceedingly effective. This 
using of broad facets for the diamonds and the hiding 
of the platinum mounting brings a wonderful shimmer 
and gleam to these pendant jewels. They have been lik- 
ened to tiny water-falls, to sprays of glistening water drop- 
ping in the sunlight. 

The exotic ear lobe trimmings in large sapphires, emer- 
alds and diamonds are worn alone by those who ean best 
carry off a startling effect in their jewels. Some of the 
leading opera singers 
of this country and 
Europe, a few among 
the social leaders and 
the few among our 
dramatic actresses can 
use such jewels with 
distinction. They are 
shown, however, in 
varying forms to meet 
the demand of those 
who will alter this 
jewel from its origi- 
nal large size to a 
slim line of faceted 
gems. Then they are 
carried out in small 
pearls, in gem-stones 
and in small diamonds 


A 
‘lassical diamond-studded 
ear-pendants 





Three new coif ornaments 
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and the colored gems. As far as the ear studs are con- 
cerned, the new ones repeat the patterns and gem settings 
of the studs used to top the latest in ear pendants and they 
will thus be shown to repeat such patterns as are sketched 
in the designs for ear pendants in the accompanying illus- 
tration. 


T is said of the modernistic forms and designs, “They 
exhibit the vogue of today and breathe the spirit of 
tomorrow,” and whether or not they please the personal 
fancy, it is true that this flair for the geometric and the 
use of dynamic symmetry as the basis for much creative 
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them their type and keep them true to the modernistic 
manner. 

This new manner is well exemplified in some of the 
latest brooch designs. These jewels are gaining in popu- 
larity with their wider use. They have outgrown their 
single usefulness as corsage ornaments and now appear 
worn on the shoulder, as girdle fastenings, hat trimmings, 
buckles for the gloves and the slippers and fastenings for 
the back of the dress. 

In the seventh illustration their latest contours and gem 
settings are shown. Throughout these designs we have 
repeated again all of the varying manners of patterning 
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Units and motifs of the modernistic mode 


modern work is bound to leave a telling mark on future ar- 
tistic endeavors. Already in jewelry designing, the force 
of this contemporary manner has been widely felt. If the 
result were alone the use of baguette cuttings for gems, 
this trend toward the simplification of lines and textures 
would be an important jewelry note. But it is not this one 
feature only that echoes the modernistic simplicity in 
jewels. The choice of materials, the manner of construc- 
tion, the geometric lines of the patterns, as well as the gem 
cuttings, are showing the influence of the modern mode. 

In the sixth illustration a group of units and combina- 
tions of lines and motifs are grouped together to give the 
general effect of this new manner and to analyze the make- 
up of this jewelry line. At the top of the illustration are 
shown what would be long narrow sticks, if they were cut 
from gems and gem-stones. There are squares, circles, 
triangles and rectangles in various forms and combina- 
tions. The third dimension appears in the intricate lines 
of some of the combinations of these units, while gems cut 
in the round follow the lines of cubes, triangles, cones and 
cylinders or rounded discs for button shapes and in full 
rounded globes. 

The lower lines of this sixth illustration include motifs 
showing the highly popular fluted detail. This is a reed- 
like motif formed after the manner of organ pipes in con- 
vex surfaces, cut from gems or gem-stones or carried out 
in the jewel’s basic material, silver, gold or platinum. Such 
details as are depicted here are used as well in textile de- 
Signing, furniture making and in architecture as well as 
in jewelry. It is a keeping to such motifs and units as 
these in the constructing of the new jewels which will give 





and gem-setting, that has been seen used in the necklaces 
already described. There are here the carved gem, the en- 
graved gem-stone, the combinations of jade and diamonds, 


the open spacing and the large gem with the invisible set- 
ting. 


T the top of the scattered illustration on page 133, at 

the right-hand side, are shown gems in the form of 
realistic flowers on a brooch finished on either side with 
cylinders of diamonds, banded in black onyx and finished at 
either end with small carved emeralds. Following are geo- 
metric forms carried out in diamonds and in diamond- 
bordered engraved crystal. At the left will be seen a group 
of handsome jade brooches. This featuring of carved jade 
combined with the finest diamond-mounted platinum work 
is a continuation from the winter’s favored jewels, but one 
that will exhibit endless variety during the coming year. 
Here pieces of jade are shown in the large brooch with the 
diamond motifs at either end, in the twin hollow squares, 
in the disc with the over-incrustation of diamonds and sap- 


phires and in the long narrow design where huge carved 
jade ovals are placed at either end of the design and the 
diamonds grouped to make the central detail. 

Carved emeralds, amethysts, carnelian and faceted to- 
pazes are used in place of the jade in some brooches featur- 
ing these designs. Further carvings are used for the 
built-up designs shown just below this group of four jade 
brooches. In one, the contour follows the angular form, 
but in the second it is rounded and topped with an inlaid 
circle of pearls and a large central diamond. 

At the center of the page are grouped some dress 
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ornaments which have taken their style 
and manner from the leading hat or- 
naments of the season. Here we have 
designs with hollow centers, realistic 


trees which are also changed to birds Ly 

and beasts, ships and even buildings, in yon 

their effort to keep this realistic idea wee 

foremost in their designs. 174 
Some modernistic bar pins are shown tay 

with these dress ornaments, and the il- AF 


lustration is finished with three pen- 
dant brooches patterned on advance 
lines. 


OR the year 1929 there are planned many variations in 
bracelet designs. There are narrow flexible diamond- 
set bracelets on the ribbon pattern following the lead of the 
long narrow necklace chains. Bangles are wider and 
heavily set with diamonds and pearls. There is the new 
cuff-like bangle that is intended for wear- 
ing at the top of the group on the arm. 
This design follows a contour that is nar- 
rower at the lower edge and widens into 
a crown-like ornamentation at the top. 

In the illustration at the top of page 135 [-«*—, 
are shown two of the ribbon designs at 
the top of the group. The first has discs of 
jade alternating with diamond-incrusted 
motifs for the bracelet circle. The second design is carried 
out in baguette diamonds with a huge upright oblong dia- 
mond for its leading motif. Carved gem stones and carved 
emeralds, sapphires and oriental topazes are used for the 
large octagonal gems which are set above the diamond- 
studded motif for the bracelet on the left-hand side in the 
second row. A wide bangle at the right is edged with a 
row of alternating diamonds and pearls, while baguette 
cuttings are used for the sapphires, emeralds and dia- 
monds, mounted at the center of this handsome jewel. 





Three bracelets in the modernistic manner are shown in 
the lower row of the eighth illustration. The first is car- 
ried out in sticks and squares of opaque stones. Such color 
schemes as combinations of black, red and white; green, 
blue and brown; red, brown and purple are seen in brace- 
lets after this pattern when the gem-stones are chosen for 
such exotic colorings. 
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When the gem-stones are separated by 
links of gold or platinum, these links 
may be plain, polished or carved in 
fine designs for flexible bracelets to 
complete the costume ensemble. Such 
jewels as these are grouped together 
on the arm to form a gem-studded 
banding, reaching almost from wrist 
to elbow. When the wider modernistic 
bangle is used, it is generally paired 
with a matching bangle for wear on 
the other arm. To make it exceedingly new, this 
second jewel may carry the same color scheme, but in a dif- 
ferent pattern design. One of these exceedingly wide ban- 
gles is pictured at the right-hand side of the eighth illus- 
tration. Here large sections of white gold are inlaid with 
triangles for the larger motif and with long narrow oblongs 
to give variety to the design. If such a bangle is carried 
out in jade and lapis for the triangles and sticks and for 
the rest jade and turquoise, then the twin 
jewel will use the turquoise and jade per- 
haps for the triangles and the lapis for 
the smaller sections. 

A row of simple solitaires and then a 
second row, where exceedingly large gems 
are chosen to be trimmed about with de- 
tails carrying smaller bands and colored 
gems, make up the ninth illustration, pic- 
turing the newest way with finger-rings. Perhaps it is 
simplest to say that the great majority of advance finger- 
ring designs will be on the solitaire order. They will be 
used as they are seen in the upper row, where squares, 
oblongs, ovals, the rest of the popular geometric cuttings 
and odd shapes in carved shapes are seen with very little 
of the ring mount showing. Then again, these large gems 
and gem-stones will hold the center of interest in other 
finger-ring designs, while small motifs heavily encrusted 
in diamonds will flank these large gems on either side. 





HE modernistic mode is seen here in combinations of 

discs and squares, in cross-over lines, in pavé grounds, 
in the typical step-designs and in built-up tiers of gems 
and gem-studded sections. All the gamut of classical, 
realistic and modernistic modes are repeated in these 
fascinating little jewels, while in their wearing it will be 
seen that a single large ring is worn on each little finger 
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and not more than one 
ring is worn with this 
pinky on the hand. 





N the illustration be- 
low are shown some 
designs for the larger 
watches. These watches 
may have seemed small 
in size until the new 
line of diminutive 
watches was put on the 
market. Now, with watches set as glove buttons, 
finger-ring bezels, inlaid in vanity cases and automatic 
lighters, built up into telescope cases for placing in the 
handbag, and in pocket pieces for men, these little fob and 
bracelet watches appear large. 
The fob watch takes two contours, one following the rib- 
bon form, with watch case and the carrying strap, both of 
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Flexible bracelets and bangles for day and evening wear 
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single colored jewels car- 
ried out for the one tone 
ensemble in sapphires, 
emeralds, amethysts or 
topazes. There are cos- 
tume jewels in the finer 
materials, necklaces of 
four new types, an or- 
nament for the back of 
the hair among the coif 
jewels; earrings which 
include the lobe edging 
and great pendant gems in their make-up. 
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ROOCHES to be new for 1929 will be designed with 
emphasis laid upon one or the other of several forms. 
There is the open-work brooch with the encrusted gems; 
the heavier mounting with the larger encrusted motif 
and the all-diamond brooch for evening wear. Carved 





The latest = in single-gem rings 


one width, and the second design with the wide brooch, the 
narrow chain and the wider watch. For the bracelets this 
same idea is paramount. There are two watch bracelet 
forms, one as it is shown in the first two designs, with the 
watch case an even width with the bracelet band, and the 
other where the watch is a separate unit and wider than 
the accompanying bracelet. 

The camouflage of the modernistic mode is seen to ad- 





brooches will come in forms carrying out the flat plaque 
through oval, octagonal, all-oblong forms, and they will 
be tiered to make step details at either end. Dress orna- 
ments are to be included among the brooches, but they 
range anywhere from the handsome diamond-mounted 
platinum pieces to the all-gold ornaments for daytime and 
sport wear. Barpins carry particularly the modernistic 
idea in their patterning. The new pendant brooches for 





Modified solitaires and modernistic patterns in finger rings 


vantage on some enamel bracelet watches for wear in the 
day-time. A highly ornamental design is shown where 
baguettes make the chain in alternating links, with rose- 
cut diamonds for the watch case and links to match. One 
of the new chord bracelets is shown where black onyx is 
faceted and combined with diamond-mounted platinum sec- 
tions to make the watch case, the side pieces and the orna- 
mental slides. Here again we have a repetition of the lead- 
ing 1929 motifs. The flower 
forms, the classic ornamen- 
tation, the modernistic 
manner, the diamond set 
with the opaque stones are 
shown with these fascinat- 
ing new watch designs. 

So we see advance models 
in the finest jewels, includ- 
ing besides these motifs 
just mentioned a combin- 
ing of pearls with carved 
gems, of faceted black onyx 
with diamonds; we_ see 





100 


“SES 


The favored fob and bracelet watches 








1929 are planned especially for use on the shoulder of 
evening dresses. In design they use two differing con- 
tours. The first of these new brooch shapes has the pen- 
dant falling in smaller and smaller details from the top 
solid brooch section to a single gem hanging three or four 
inches below. The second of these pendant brooches will 
have the solid section in a decorative form with a 
single row of swinging gems or a finishing fringe 
hanging below. 

Bracelets will be another 
1929 featured jewel. They 
a come, as we have seen in 

the detailed description of 
ey these jewels, in three ban- 
gle forms, in three flexible 
forms and in a tasselated 
variety. 

Finger-rings are to be of 
the single stone type or 
with a large single gem and 
smaller gems, or gem- 
stones, trimming their 
sides. 
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A Campaign of Education Should Build Up a Profitable Public Demand for These 
Beautiful Stones 


By Frank B. Wade 


MONG the gems which have not yet been made 
artificially and which have not even been closely 
simulated, we may number the “star” stones, 


moonstones, cat’s eyes and tiger’s eyes and the precious 
opal. Not only have these stones not been successfully 














FIG. 1 


At left; idealized form of rough ruby crystal. In center; po- 
sition in which the cabochon must be cut from the rough to cen- 
ter the star. At right; position of star when cut as suggested. 


reproduced or simulated as yet but furthermore there 
seems little likelihood that man will ever be able to form 
them in his laboratories. In their finer varieties they have 
ever been sufficiently rare so that they have always com- 
manded very good prices, yet there have been available 
commercial quantities of most of them, at least from time 
to time, as new sources have been discovered. 

With this background of inimitability, rareness and 
with the unquestioned beauty of many specimens of these 
peculiar gems, it would appear that the jewelry trade 
might build up a profitable business in the sale of them by 
conducting a campaign of education in regard to them 
among the people of this country. No one will buy things 
with which he is not acquainted, so the public must be 
taught to know of these beautiful gems, especially the star 
stones and the true chrysobery] cat’s eyes. The opal is, of 
course, well known and the moonstone has had its fash- 
ionable periods. Much can be done to undo the mischief 
in regard to the unfortunate notion held by some people 
that the opal is an unlucky stone. If every jeweler will 
tell each person who mentions the myth that only those 
are unlucky who cannot afford to own a fine opal, perhaps 
the prejudice will disappear. 

In order that those in the trade may have at their com- 
mand some technical knowledge about these phenomenal 
stones, the following brief article will take them up one by 
one and attempt to teach some of the fundamental facts in 
regard to them. 

STAR STONES 


While star stones are sometimes found in quartz of vari- 
ous colors and in tourmaline, the fine star stones of the 
high class jewelry store are of precious corundum, whether 
of sapphire or of ruby. We have practically the same min- 
eral in either case; only the color differs. Other things 
being equal, the deeper and more beautiful the color of 
your star stone, the more valuable it is, but the star itself 
must be well defined and well placed. A glance at the un- 
derlying cause of the effect may help to explain what is 
meant by “well placed.” 

Those sapphires or rubies from which star stones can 
be cut are never clear. They always have within them a 
fibrous structure that prevents the free passage of light 
through them. Moreover, this structure is regularly ar- 


ranged in accordance with the hexagonal character of the 
crystal itself. The “fibers” probably are tubular cavities 
of microscopic dimensions arranged in three sets of paral- 
lel lines, at equal angles to each other around a central 
axis, which is the principal axis of the hexagonal crystal. 
When the star stone is cut as it should be, its base is the 
base of the hexagonal prism of the crystal and its top is 
domed to a rather high cabochon shape. (See Fig. 1 and 
Fig. 3.) In this case the star will be as sharply defined as 
is possible with the given material and it will, moreover, 
be perfectly centered. The effect which we call the “star” 
is due to the regular reflection of light from the hosts of 
minute tubules within the stone, and as there are three 
principal sets of parallel tubules, we get three lines of light 
crossing each other symetrically at a common center, thus 
giving us a six-pointed star effect. 

If the general background is bluish, we call the stone a 
star sapphire; if red or reddish, we call it a star ruby. 
Many of the commoner specimens have no great beauty of 
coloring and may be had at rather low prices, but those of 
full deep color are very beautiful and are highly valued. 
In many cases we find native cut star stones which have 
been mistakenly cut to save weight and which have the star 
“over in the northeast corner,” so to speak. These should 
be recut to smaller but more valuable and beautiful stones 
with the star properly centered. 

In displaying a star stone it is necessary to have avail- 
able a single bright source of light. The sun is, of course, 
excellent, but any bright, but small, source of light is good. 


2S O 


FIG. 2 


At left; fragment of rough chrysoberyl showing the direction 
of the parallel tubules. In center; position in which the double 
cabochon must be cut to get the “eye” effect properly placed. 
At right; position of the “pupil” effect when cut as directed. 





A broad ground glass shade over a light spoils it for show- 
ing off a star stone, as the reflections are then dim and too 
much diffused over the surface of the stone to be pretty. 
Numerous sources of light should be avoided, as each of 
them will give a separate star on the stone and the confused 
mixture of reflections is unlovely. One way to display the 
star in the daytime when the sun is not available is to 
light a match and hold it in front of the stone while the 
observer shades his eyes from direct view of the match 
flame and studies the star-like reflection in the stone. An- 
other way is to close the fingers of one hand upon the tip 
of the thumb so as to make a sort of tube of the hand and 
then to hold the star stone at the bottom of the tube while 
letting the light from the window shine down the tube onto 
the stone. Parallel light from a narrow source is thus 
obtained and it can then be seen whether or not the star 
is well defined and properly centered. 

Doubtless, star stones have been regarded with super- 
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stitious awe in the past and cherished as talismans by the 
unscientific natives of those eastern countries where they 
are found, and even today they may be called “gems of 
fascination,” as one dealer consistently advertises them. 

The rough material from which star stones may be cut 
comes principally from Ceylon and Siam. 


MOONSTONES 


The true moonstone is cut from a variety of feldspar 
which has within its crystals numerous minute twin lamel- 


FIG. 3 


At left: idealized crystal of sapphire. In center; position of 
cabochon as related to the rough crystal in order to center 
the star. At right; placement of star when correctly cut. 


las. These flaky, thin layers reflect some of the light that 
falls upon the stone and send it back to give the beautiful 
gleams that are seen in the well cut moonstone. In some 
cases the reflected light is decidedly bluish and very beau- 
tiful. On holding the material up to the light so that the 
light has to pass through the stone to get to the eye, it 
will be noted that that portion of the light which comes 
thus to the eye is decidedly yellowish, although the ma- 
terial is white. This effect is doubtless due to the loss by 
reflection toward the front of some of the blue light in the 
white light that falls upon the stone. Those moonstones 
which thus give distinctly bluish reflections are to be pre- 
ferred to the commoner ones with white reflections. 

In cutting the material, care should be taken to get the 
base of the stone exactly parallel with the reflecting layers 
of lamellae. (See Fig. 4.) Then the reflection will be cen- 
tered on the top of the cabochon cut stone. As with some 
star stones, the native-cut moonstones are sometimes 
wrongly cut and have the reflections toward the side or end 
of the stone. Such moonstones should be properly recut 
before being offered for sale. Ceylon furnishes most of 
the raw material, but Madagascar and Brazil also have 
rough moonstone. 

The milky chalcedony pebbles that are found on some of 
the California beaches and that are sometimes called 
“moonstones,” should not, of course, go under that name. 


CAT’S EYES 


The fine gem cat’s eyes are cut from peculiar specimens 
of chrysoberyl which have a fine silky or fibrous texture, 
really consisting of a host of minute parallel hollow tu- 
bules. In the star stones we had a somewhat similar tex- 
ture, but in three sets of parallel lines, whereas, in the 
cat’s eye we have all the tubules parallel to a single direc- 
tion. When a cat’s eye is cut to a rounded cabochon shape, 
with the base of the stone in the plane of the tubules, 
there appears upon its surface a straight narrow band of 
light that resembles the pupil of a cat’s eye and this 
phenomenon gives rise to the name of the stone. (See Fig. 
2.) There is some iridescence to the line of light due to 
the effect of the hollow tubes, which not only reflect some 
of the light but also break up some of it into its constitu- 
ent colors. Hence, a fine chrysobery] cat’s eye is a beauti- 
ful object. The pleasing greenish color of the background 
with the white line of light crossing it and with the ac- 
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companying iridescence make the chrysobery] cat’s eye su- 
perior to the cat’s eyes of quartz. 

The quartz minerals which simulate the cat’s eye have 
a fine fibrous structure due to the presence of some as- 
bestos-like mineral which has been replaced by quartz. 
When cut cabochon they give an effect somewhat similar 
to that of the chrysoberyl cat’s eye, but as the iridescent 
effect is lacking and the color less pleasing, they are seldom 
of as great value as the others. 

In the tiger’s eyes we have a replacement of the fibrous 
mineral, crocidolite, by quartz, so that the product has the 
hardness of quartz but still retains the fibrous character 
of the crocidolite. When cut properly, that is, with the 
base of the cabochon-cut stone parallel to the plane of the 
fibers, we again get the effect of the pupil of a cat’s eye, 
but this time with a golden brown color for the background. 

Ceylon furnishes most of the chrysoberyl cat’s eyes, but 
Brazil also furnishes some. The tiger’s eye is mainly of 
South African origin. 

OPALS 


Last but by no means least of the “phenomenal” stones 
we have the precious opal, fine specimens of which are 
among the most beautiful of precious stones, and when 
of some size they are also very valuable. Although of a 
relatively soft substance, the finer opals possess such great 
beauty that they are to be classed along with the more 
valuable stones. In its composition the opal is a hydrous 
variety of silica, that is, it consists mainly of silica but 
with a certain amount of water combined with it. 

The beautiful rainbow colors that are seen in the fine 
opal are due to the effects of thin films within the material 
upon the light that penetrates the stone. These thin films 
are probably due to the previous shrinking of the jelly- 
like substance after its first formation, followed by crack- 
ing and then by a filling up of the cracks by an opal-like 
material of a slightly different composition and of different 


SS 


FIG. 4 
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At left; cleavage fragment of moonstone, showing placement 

of parallel lamellae. In center; position of double cabochon 

as related to the rough piece. At right; position of the gleam- 
ing moonlight effect when cut correctly. 


refractive index from the major part of the stone. Thus 
we have a phenomenon similar to the familiar one that ac- 
companies the spilling of oil on a wet asphalt pavement. 
The thin film of oil in that case gives beautiful rings of 
color, the so-called Newton’s ring effect. It is due to in- 
terference of light. A similar effect is seen in the opal. 
With variations in the thickness of the films we get differ- 
ing colors and there is also a difference in color when the 
films are viewed from different positions. Frequently one 
will get a fine green flash from a given area in an opal, 
only to have it shift to sunset red on tilting the stone so as 
to view it from the opposite end. Values vary in opal 
according to the fineness of the fire, its distribution, size 
of pattern, etc., and the character of‘the color of the back- 
ground against which the colored fires are seen also affects 
the price. Thus the fine “black” opals of Australia, most of 
which are dark blue in appearance rather than black, are 
among the loveliest of opals, as the fires emerge from such 
a dark background that they are well set off. 

Large pieces of this variety of precious opal are rare 
as well as most beautiful and sell for very high prices. 

When the precious opal occurs in tiny particles or in thin 

(Continued on page 307) 
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Treasures of the Sultans Await Dispersal 


Famous Green Vaults to Give Up Their Sparkling Gems and Golden Hoard to Finance 
the New Turkish Government 


By John Walker Harrington 


mighty monarchs made the world pour into the Golden- 
Horn treasures of the Sultans—are soon to be sold by 
the Turkish government. Gems which once gleamed above 
royal brows or studded the hilts of the curved swords of 
Osman are by modern magic to be changed to cash with 


T rsienis: of great price, the precious store which 

















which to found a national bank and strengthen the finances 
of the new Turkey. Riches of five centuries, these are to 
know the Green Vaults no more, but are to be scattered to 
the uttermost parts of the earth. 


HEY are going to sell even the seats of the mighty— 

such as that throne of gold like that on which sat the 
Sultan Mahmud, the “Allah breathing Lord” of old Omar 
who looted India. How the world has changed since the 
emblem of the Sultans floated over the Balkans, and coun- 
tries of Europe now free paid tribute to Constantinople! 
Then the Slavs were in bondage and they and many 





The throne of Bairam embellished with gold, rubies and emeralds 





like them were truly slaves to Sultans long forget. Over 
vast territories in Europe and Asia was the sway of the 
Turks. An obscure tribe from the East, fleeing before 
Mongol hordes, they came to Asia Minor in the 14th cen- 
tury and gradually took over an increasing domain. Per- 
sia, Arabia, Egypt, Palestine, Syria fell into their grasp. 














Greece became their vassal; Hungary was in their power; 
the Balkans blazed with their signal fires. When in 1453 
the conquerers won by storm the City of Constantine, the 
pride of the Greeks and the Romans, their power reached 
its height. No wonder, then, that the palaces of Constanti- 
nople were adorned with gold and gems, relics of the sack 
of cities and the ransoms of kings and princes. Now that 
Mustapha Kemal rules in the stead of Sultans, and the capi- 
tal of Turkey has been shifted to Angora across the Bos- 
phorus, the party which overthrew the old-time monarchy 
has decided to dispose of the costly reminders of centuries 
of conquest, of industry and of art. 
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HE culture of the Turks sprang from several 

sources. The collection of gems and art ob- 
jects which is shortly to be dispersed shows the race 
under the many influences which developed its taste 
and its ideals. The first emigrants from far Khor- 
assan, dwellers in tents, at first wanderers, had an 
innate love of color and beauty, as all Eastern peo- 
ples have. Long before they started toward the 
West, back in the seventh century, Mahomet, who, 
drawing from the wells of the religion and the civil- 
ization of Hebrews and Christians alike, had set up 
the faith of Islam. The Turks became his followers; 
their Sultans in time took over the rule of Arabia 
as successors of the caliphs of. Bagdad and became 
heirs of the Prophet himself 4s spiritual lords. In 
their ideals, in their thirst for knowledge and their 
love for science, the Turks were guided by the 
Arabians. In their delight in the artistic and the 
splendid they took still more from the resourceful 
people from Arabia, who as Saracens had established 
a great empire and had long held Spain in fee. The 
Turks’ great Sultan Alaedin was like the youth 
Aladdin of the Arabian Nights tale, wandering in 
the garden of gems. In their literature and phi- 
losophy the Turks were inspired by the Persia they 
had conquered. 


HE chief repository of the wealth of the Sul- 

tans was the Seraglio, that part of the great 
palace which was devoted to government affairs as 
distinguished from the Harem, which was numer- 
ously domestic. In the wall surrounding the struc- 
ture were 12 gates—the largest of which was known 
by its French name of the Sublime Porte or the 
High Gate and gave its name as the symbol of the 
Turkish Empire itself. In the Seraglio was the 
Hall of the Divan where the ministers and the 
Grand Vizier held their council, under the eyes of 
the Sultans themselves, who, separated from these 
meetings only by a grille, were able to see and to 
hear all the proceedings. In the Seraglio, also, was 
the throne room and beyond that the Green Vaults 
for the royal treasures. i 


ROM the fateful year in which Mahmud II took 

Constantinople until the end of the last dynasty 

of the Sultans, the court of the Sublime Porte was 

famous for its precious decorations. Knolles, an 

English traveler, who visited the Seraglio centuries 

ago, and one of the first Europeans, not an ambas- 

sador, to be admitted to the sacred precincts, gives 

us a vivid picture of the reception room of the Sul- 

tans. On a throne sheathed in gold and set with 

sapphires and rubies and diamonds sat the august 

monarch. His robes were of richly embroidered 

silk and ornamented with precious stones sewn into 

the fabric. On his head was a snowy, many-folded 

turban of white silk from which rose an aigrette. 

At the base of this exquisite creation of the plumes 

of the mating heron shone an enormous diamond 

from which darted rays of prismatic fire. A few 

: inches above the head of the ruler was an enormous 
A anon Ho toae Ny, emerald hanging by a rope of pearls from the bal- 
_ dachin above the imperial throne. The persons who 
Adbmatl ~~ Aah ag were admitted to the presence were graciously per- 
mitted to kiss the hem of that Sultan’s robe, while 

A he himself sat bolt upright, stiff as “his grandsire 

cut in alabaster” and not deigning to notice those 

who humbly bowed before him. All the furnishings 


Richly decorated throne of Sultan Ahmed III of the throne room were in keeping with the pomp 
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of the potentate himself, for even the rugs beneath the feet 
of the courtiers were ornamented with pearls. Near the 
Sultan, ranged according to the rank of their occupants, 
were chairs for ministers and advisers, inlaid with mother 
of pearl and adorned with gems. The nargileh or water 
pipe from which the ruler occasionally took a languid whiff 
had a gem-studded tobacco bowl and was of rock crystal. 
From lamps of gold the 
light of blazing scented oils 
stole through precious 
stones of varied hues upon 
this fairy scene. 





OR decade after decade 

the rulers of the Sub- 
lime Porte thus sat in 
jeweled state. Even when 
the fortunes of war went 
against them there was no 
lessening of Oriental splen- 
dor. Part of the old Sera- 
glio was burned in 1865 and 
even the stately Sublime 
Porte itself fell into ruins, 
but in the vast structure 
the treasures of the Green 
Vaults remained. Other 
abodes of royalty there 
were also when the Sultans 
ruled—summer palaces and 
pavilions all adorned in 
magnificence, with rooms 
which in themselves were 
like costly caskets for the 
showing of Orient gems. 
There, too, was the Yildiz 
Kiosk, kaleidoscopic, with 
precious stones gleaming in 
silver and gold, from which 
fled the last of the Sultans, 
Abdul Hamid, in 1909, 
when he was overthrown by 
the revolutionary party— 
the Young Turks. Much of 
his ill-gotten graft had 
been deposited in European 
banks against the coming 
of that stormy day, but 
$2,000,000 was the value of 
the casual leavings. 


O estimate the worth 
of the treasures of the 
Sultans held in vaults in 
Constantinople, or Stamboul 
as the Turks call the city, 
and also in Angora, was a 
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In form it resembles a grand piano, minus key- 
board and the mechanism of music-making. The ornate 
stool on which the Sultans stepped when they ascended to 
their glory is not unlike that at which players sit when 
they strike the vibrant wires to this day. Yet another 
throne is of marquetry with inlays of precious stones. Had 
the Sultans worn gem-set headgear of gold instead of tur- 
bans they would have had 
a great weight to sustain. 
Uneasy, indeed, would have 
been any heads which wore 
crowns as lavishly orna- 
mented as are the chairs of 
state in which the rulers of 
the Ottoman Empire once 





sat. 
ANY are the inti- 
mate belongings of 
the Sultans which have 


been preserved. There, 
for example, is the snowy 
turban of Mohammed II 
with its sparkling diamond 
and here, too, remains the 
gem incrusted sheath and 
hilt of the scimitar of 
Selim, the Grim. Yonder 
is the jeweled armor of 
Murad IV; his sword with 
its handle fashioned from a 
single emerald; his hookah 
of gold aflame with pre- 
cious stones. Among the 
vessels used at the feasts 
of the Sultans are many 
dishes in solid gold and 
there, also, is a drinking 
cup or tankard with its 
outside set with three 
thousand diamonds. One 
of the goblets is so pro- 
fusely ornamented with the 
green gems that it appears 
as though it were cut from 
a huge emerald. There is 
a toilet set very thickly 
studded with turquoise and 
diamonds. No object which 
the rulers of that proud 
empire which Othman 
founded seems to have gone 
without embellishment. 
The daggers of Damascus 
steel, exquisite examples of 
Arabian workmanship of 
themselves, are elaborately 
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most difficult task even for 
the expert European ap- 
praisers whom the highly 
competent Mustapha Pasha 
retained to make independent reports. It is said that one 
of the thrones alone, with its framework sheathed in 
beaten gold and set with rubies, diamonds and emeralds, 
has upon it a $15,000,000 valuation. Although this royal 
seat has an air of barbaric splendor, most of the gems 
which ornament it are not cut to show them to the best 
advantage. When they have passed over the lapidary’s 
wheel a more definite idea of their price may be gained. 
There, too, is a throne made by craftsmen of India set 
with pearls and other gems, with its legs ablaze with 


Beautiful reliquaries in gold 


bejeweled, as are also pis- 
tols once worn in the belt 
or carried in the saddle 
holsters of Sultans who 
were always on the alert for foes in war and assassins in 
days of peace. Canes and staffs, with heads of precious 
stones and inlaid in mother of pearl and gems are seen in 
the array. Some have within them keen, thin blades, made 
to leap into action at the touch of the hidden spring. 


N the collection of gems for themselves alone, those 
old lords of the Seraglio were enthusiastic amateurs. 
They left many stones, cut and uncut, with which they 
whiled away many an hour. Some of these they delighted 
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to have put in temporary settings and after a time re- 
stored them to their cabinets. Some new beauty of the 
harem who had captured the royal fancy had favorite 
gems for her rings and anklets during her often brief 
reign over the heart of a fickle master and then back they 
went into the guarded treasury. How many reminders 
of the fair in- 
mates of the 
harem there are 
in this assembly 
of the precious 
things from the 
sheltered courts 
of the forbid- 
den! Bracelets 
that slid over 
the smooth skin 
of rounded 
arms; anklets 
with pendant 
gems which tin- 
kled to the lilt 
of twinkling 
feet; sandals of 
gold and gem in- 
lay which once 
trod sequestered 
paths in gardens 
of the rose; 
pearls as large 
as cherries 
which hung in 
strands from 
shapely necks— 
all these are 
waiting to be- 
deck women of 
another age and 
other climes 
thousands 
of miles from 
where the Dar- 
denelles _ pulse 
into the azure 
seas. 





ND “What 

price 
glory?” we ask 
as we thumb the 
catalog of these 
treasures of the 
centuries and 
view them with 
the appraising 
eye. What will 
be the sum total 
of history and 
romance linked 
with so much of 
intrinsic worth? 
What will be the offering for that emerald reported to be 
as large as a man’s hand? What will be the yield from 
the sale of rubies of pigeon blood hue and of a size like 
unto that of the eggs of pheasants? Are the pearls as 
they were in days of old, or do they languish in the dank 
airs of the Green Vaults? How, after all these years, are 
the bejeweled watches the Sultans had from Paris and 
Geneva, and the stout clocks from Germany with their 
sparkling hands and shining faces? 
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Who knows but before many months we may see a ruby 
wrested from a Prince of India in a show window in New 
York? Perhaps the wife of a Chicago millionaire may 
wear a necklace of pearls from the strand which hung 
from the canopy above the turbaned head of Solyman, the 
Magnificent! In the fullness of time even the splendid 
trappings of the 
majesty that 
was, may be 
melted in the 
crucibles of 
American ring 
makers. 

Before this, 
crown jewels 
have gone from 
royal treasuries 
to the _ public 
auction block. 
Gems which 
rested upon 
the brows of 
autocrats of all 
the Russias, in- 
veterate foes of 
the Sultans, 
have been 
offered in the 
marts of Paris 
and New York. 
Diamonds 
owned by Dukes 
of France and 
grandees of 
Spain are in the 
collections of 
wealthy ama- 
teurs. Sceptres 
of the long 
dead kings— 
enameled and in- 
crusted with 
rough cut pre- 
cious stones are 
seen in museum 
cases; the pride 
of the Pharaohs 
in jade and lap- 
is lazuli grace 
the display 
cases of the 
antiquares. But 
these monarchs 
of the Crescent 
made themselves 
heirs of the 
glories of 
Greece; the 
riches of Persia, 
the splendors of 
Egypt; they 
thundered at the gates of Vienna, bound the Balkans to 
their rute; vied with Venice for world trade and all but 
made Europe an Ottoman pawn of power. 
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AKEN all in all, this scattering of the riches of the 

Sublime Porte will be an event of absorbing interest 
to those who have seen the dispersal of so many collections 
of the objects created by the goldsmiths of the world since 
the first Sultan drew his whirlwind sword. 
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SLA gitrom 
— Chas... Crossman and Co. 
THE: OLD MINE: DIAMOND HOUSE 
at 3Maiden Lane ~inthe City of Méw York 


February 21, 1929. 

Greetings: 

We are proud to be able to lay claim to the title 
of ‘‘the oldest house in the antique diamond jewelry business.'' 

Since 1880 we have sold jewelry of the "manufactura-— 
tive" days that have gone--the kind that makes you think of 
‘*those good old days''--the kind for which the demand is con- 
stantly growing greater. 

So when you want an antique piece or a reproduction, 
try us first. You will save time as well as money. 














The picture shows Mr. Crossman, the first and only man in the American diamond trade who has visited the Golconda 

Diamond Mines of India, standing behind the bullock cart in which he is traveling. He is stopping to rest on a sand 

bar in the middle of the Kristna River, which he is crossing by a ford near the mines. The river here is about one 
mile wide but very shallow. 
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Styles in “Fine Jewelry in 1928 


Handsome necklace pendant in the new manner 


REVIEW generally means a looking backward, 
wi but this particular review will emphasize the 

forward march in the arts of jewelry designing 
and presentation. No need this year to rehearse all the 
little differences between the output of 1928 and the 
jewelry of the year before; no need to consider all the 
petty moves of a brilliant 12 months, for the big changes 
have been numerous enough to hold our attention. 

This swing into a fresh stride has been made through 
the consolidation of newly introduced methods of jewelry 
design and construction and of work of quite a different 
character, the acknowledgment by a majority of the 
leading jewelers of the greater, the glorified jewelry store. 





BOX 


A review of some of the most 
striking examples of the year’s 
trend in gem set platinum crea- 
tions illustrated by designs sup- 
plied by leading manufacturers. 
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Perhaps the last mentioned 1928 factor should come 
first, for it has surely colored the whole year and added 
interest and force. This movement toward the glorifica- 
tion of the jewelry store came first through the demand 
of the public for worthwhile objets dart for the gift 
beautiful of recognizable intrinsic: value. The result 
of this demand, seen during the past year throughout 
the country, is emphasized by the big jewelers in their 
showing all types of articles having beauty and inherent 
value as their reasons for inclusion among the fine jewelry 
stocks. 

The new art of the jewelry designer comes second in 
our list of consolidated improvements in the line of fine 
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A clever use is made of baguette cuttings 
in this choker design 


jewelry for 1928. This theme covers such a tremendous 
field that it must be dealt with in detail. The modern 
presentation of these new designs is our third particularly 
interesting point. Here we have the ensemble idea for 
the nucleus in a tremendous forward stride. The costume 
jewel is one that has reached, during 1928, a new standard. 
It has reached a place of distinction among fine jewels. 
There is significance behind these three important notes 
of the past year. All of them indicate that there has 
come to fine jewelry and its setting greater respect for 
the art of the jeweler, for the beauty of platinum 
mounted diamonds and an acknowledgment that its cor- 


rect wearing is of utmost importance to the woman of 
today. 

In detail the developments throughout the designing of 
fine jewelry during 1928 included the wider use of ba- 
guette cuttings, the new management of colored gems, the 
greater use of gem stones in fine jewelry, the new way 
with invisible mountings and the new combinations of 
pearls, diamonds and colored gems. 

In themes and patterns, 1928 saw the introduction of 
many design types that will influence jewelry for the com- 
ing year. The modernistic mode, the classic tendency 
and the realistic form in jewelry design have all had their 
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Sapphire and diamond pendant 


beginnings during 1928. New jewelry forms, which have 
made interesting the innovations for the year, have in- 
cluded the short pear! necklaces with the triple front rows 
of pearls; the greater use of ornaments and brooches; the 
continued grouping of numerous bracelets on the arm; 
the one-toned colored jewel and the grouping of pieces 
into the jewelry ensemble. 

Throughout all of these 1928 features, it is seen that 
the jewelry designers have kept a closer watch on costume 
fashions than was the rule heretofore. Colors, fabrics 
and silhouettes have been watched with the keen appre- 
ciation of their effects on jewelry designs and jewelry 
forms. Just as the year turns we see this regard for 
costume fashions showing a direct influence on the length 
of necklaces. The choker takes its place now, not as the 
leading necklace form, but as a jewel with acknowledged 
appropriateness for wear with certain costumes. The 
leader among necklaces is now the elongated neck-chain 
with the handsome pendant. This is a conspicuous result 
of a jewel following the lead for length and grace in the 
costume silhouette and it is one that will have growing 
influence on the necklace designs for the coming year. 

Predictions forecasted in the Anniversary Number of 
THE JEWELERS’ CIRCULAR for 1928, included the greater 
use of the modernistic design, the shift from the choker 
to the longer necklace, the change from the simple brooch 
to the ornamental jewel, the ribbon theme in jewelry 
design, the popularity of the fob-watch and the use of 
the decorative solitaire in finger rings. 

Glancing through the accompanying illustrations we 
see each of these ideas and themes taken up and enlarged 
upon. A look at the various designs will show the greater 
use of the baguette cuttings, the addition of rondels and 
cylinders to the new gem shapes, the use of colored 
gems as the main feature, instead of a running accom- 
paniment in calibre settings and the featuring of brace- 
lets, the new necklaces, dress ornaments and shoulder 
jewels among the pieces specialized in during 1928. 

The classic theme is shown in many of these pieces. 
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The grouping of numerous rose-cut diamonds in decorative 
sections and ribbon form to make heavily encrusted 
brooches, earrings and necklace pendants gives this recog- 
nized form to many of these 1929 jewels. The dinner 
ring also features this heavy encrustation, but with the 
single large gem at the center of the group. 

These jewels showing the classic motif have an interest- 
ing leaning toward the antique. They echo in their 
various designs themes from the Empire period and from 
the jewels of such different patterning as those using 
Egyptian, Greek and Roman forms and pieces after 
Colonial jewels and those of the Victorian era. Their 
one related attribute is the heavy encrustation, typical 
of their type. There are large central gems in the designs, 
but these are heavily outweighed by the numerous small, 
round diamonds, pearls and regulation cuttings for their 
colored gems. They show tiers of pendant plaques for 
their earrings and necklaces, raised plaques on their 
bracelets and built-up bezels in their finger rings. All 
of the leading pieces are included in the list of these 





New necklace with wide chain 
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jewels of classical style which have been given prominence baguettes and instead of the separate plaques for their 
in the march of fashion during the past 12 months. pendant jewel they show that the fringe form is highly 

Remarkable in the contrast of texture of these pieces favored. Earrings on the modernistic theme show large 
come the 1928 designs on the modernistic theme. These’ ear-studs carrying gems of fancy cut, and pendant below 
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A necklace, a bracelet, brooches, earrings and a finger-ring in the contemporary style 


jewels are flat of surface, tiered in steps instead of the these, a fringe of long narrow diamond sticks or oddly 
encrusted raised designs on the classical theme. They shaped gems in waterfall tiers. Necklaces are built up 
are accented in design through the use of grouped of baguettes fringe or double rows of baguette-cut gems, 
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Colored gems and diamonds used effectively in some typical 1928 jewels 


run in ribbon formation to make a necklace with an un- 
usual length of chain and a pendant repeating the idea 
expressed in the modernistic earring. This arrangement 
has been seen often in the finer creations during the past 


year and has received considerable favorable comment. 

The brooches with this modernistic tendency show also 
the prevailing popularity of the fringe form. They are 
ornamented with this flexible finish hanging below the 
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Baguette cuttings combined with the regulation round-cut diamonds 
for two brooches, a bracelet and finger-ring 


regulation oblong or oval shapes. They are made with 
hollow centers or smaller open spaces in their designing, 
and their surface is either completely flat or tiered in step 
formation to make a rectangle, square or triangular shaped 
jewel. 

The realistic, picture-like jewels showing flowers, fruit, 
trees, birds, animals and such objects as pagodas, vehi- 
cles, sailing ships and pyramids in their design have 
gained in popularity during the last months of 1928. 
These cleverly constructed pieces show many intricate 
carvings among their gem-settings. Emeralds and peri- 
dots are used to indicate grass and green leaves; rubies 
and pink-tinted tourmalines are used for roses; beryls, 


sapphires, aquamarines and lapis carry out pavé settings 
for the sky or they becomes birds and baskets or bows of 
ribbon at the will of the designer. 

Without an exception, the accompanying illustrations 
carry one or more of these themes in their jewelry groups. 
The year’s output can be traced throughout these pic- 
tures, for they include in one piece or another the whole 
range in gem-cutting, pattern design, method of construc- 
tion or favored theme paramount during 1928. Follow, 
for instance, the handling of the baguette cuttings as it 
is shown in these jewelry designs. They will show in 
the illustrations of Mr. Mehrlust’s work clever arrange- 
ments in the rounded form through the gem-studded 
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globes he has used in the bracelets and necklace designs. Texture and a distinctive character have been added to 
There are here also the open spacing used at the top of the jewels shown in the illustrations of pieces from the 
the necklace pendant, the band of baguette cuttings just house of Walter McTeigue, by the original use of these 
below this and the fringe used as a finishing touch. These fancy cut diamonds. The basket pattern shown in the 








OO | 


7 
ee 


wo 
eee 
& 


“ar re: 
. . 


i ne 


—— 
Getee 


§ 

» 

% 
J 
e > 
De 
o, 


SF 


= 











Enamels and colored gems effectively used according to the new mode 


jewels are typical and advanced in their choice of gems, _ strap-like earring pendant design and the uneven placing 
their construction and their designs. of the baguettes on the necklace are noteworthy. 

Watch the use of the baguette cuttings in the pieces The designs for wrist watches feature baguettes on the 
illustrated. We have groups of the baguettes for the sides of the watch cases. They make up the principal 
center of the fashionable 1928 brooches. Baguettes again gems in the necklace with the flat spaces as shown by 
form the fringe and the central plaques for the longer W. P. McTeigue. Another jewelry group showing ba- 
necklaces. Long narrow sticks are cut from diamonds  guettes as a pavé background, but emphasizing a particu- 
and the colored gems to make up sections for flexible larly interesting air-line in the narrow open spacing that 
bracelets and broader baguettes are used as solitaires runs zigzag or in geometric outline, are those pieces shown 
for the new ornamental finger rings. by D. D. Brokaw & Sons. 
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Litwin & Sons show two groups of interesting baguette 
mounted jewels. The necklace illustrated depicts well 
the introduction of the fringe and the new necklace 
form in its design. A bracelet shows the introduction of 
marquise diamonds to give a good texture to the piece, 
and there is a nicely used fringe motif on one of their 
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CIRCULAR 165 
necklace pendants. The examples of the workmanship of 
this concern which appear on pages 173 and 179 show a 
group of popular 1928 jewels with the new cuttings seen 
in some of the gems. One of the wide bracelets, a dainty 
necklace, a new bar pin and two finger rings of popular 
form are seen in the illustration on page 179. 
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Interesting texture given to some handsome jewels through the clever manipulation of baguette cuttings 
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Marquise cuttings are also shown in some of the other 
illustrations. This gem form has a character all its own 
and gives an interesting play of light when it is properly 
handled. Grouped, marquise-cut gems give an unusual 
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difficult to blend with other gem forms, but rightly han- 
dled it gives a jewel enviable distinction. 

In the photographs, the use of the colored gems and 
the gem-stones is clearly shown as it was featured during 














Intricate open-work patterns in gold wire for a brooch 


amount of light and faille to a jewel. Used separately, 
they become at once the point of interest in the design. 
Ranged in a row, they outweigh in attraction any central 
plaque of gems with which a piece may be adorned. Of 
all gem-cuttings, the marquise shape is perhaps the most 


necklace and pendant and an enamel cuff-link design 


1928. The designs show ‘color as it became a main motif 
in the jewel. Calibre and box settings were relegated to 


the background and used only for special emphasis in a 
design for the characteristic colored jewels of the year. 
Mellon cuttings and cone shaped finials were used on 
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single stone rings and the modern touch given a wrist watch case 
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necklaces, finger rings, brooches and ear pendants. Button mounted platinum jewel. All the green, brown and blue- 
shapes and broad-tabled baguettes were cut from the tinted gems and gem-stones promise to hold their 1928 
colored transparent and opaque gem stones. Jade, during popularity and to gain during the early months of the 


The new cylinder form appears in this bracelet plaque and choker necklace design. Three excellent brooches 
and some amusing ornaments are shown in the illustration 


the year, became a recognized accompaniment for dia- coming year with the prospect that their popularity will 
monds and pearls. Topazes gained a higher place in the continue to grow as the year advances. 

estimation of the jewelry designer. Carnelian is still And still, with all of this color in the year’s jewels, 
holding its own as a color introduced in the finest diamond- there was a predominance of all-white in the pieces for 
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Baguette cuttings are grouped with round-cut gems for the mountings of these watch bracelets 


evening wear. Brooches built up complete of diamond 
baguettes, necklaces showing pearls with baguette- 
mounted ornament slides, huge diamonds for solitaire 
finger rings and diamond-studded coiffe and dress orna- 
ments made this all-white feature an emphasized 1928 
note. 

To make the costume jewels, the ensemble and the eve- 
ning parure, the designs for the year showed patterns 
which kept through ear-pendants, necklaces, shoulder 
brooches, flexible bracelets and hair ornaments, such 
themes as chainwork as their important motif, grouped 
baguettes, bands. or clusters of colored gems, carved 
colored gem-stones and etched crystal in their designs. 

Costume jewelry has also included in its grouping the 
utility pieces of the year. Hat ornaments, slipper buckles 
and bag mountings have been designed to match. Color, 
variety, sparkle and life have come to our jewels, to their 
new arrangements and to the jewelry store settings in 
which they are exhibited. Carved gem-stones are shown 


mounted in diamond-set platinum jewels, in mountings 
for vanity and smoking pieces or as clocks, picture frames 
and desk sets. Enamels are seen in objects for the bou- 
doir, as mountings for pocket pieces and as motifs for 
some of the finest diamond jewels of the past year. In 
design, it is the same, and the classical theme, the realistic 
form and the modernistic motif will be found divided in 
popularity between the finest jewels, the utility pieces and 
the innumerable art objects now found regularly included 
among the stocks in the leading jewelry stores. 

Aside from the realm of fine jewelry designing, the 
year 1928 has been one of great activity. 

Looking all the way back to the first month of 1928 and 
retracing our steps through the successive months, we find 
the beginning of the big demand for modernistic motifs 
and new gem cuttings in fashionable jewelry. From this 
start it is interesting to watch the growth of this contem- 
porary trend. 

During the first quarter of 1928 jewelry designers spe- 
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cialized in two distinct lines: the evening jewels with the 
baguette-cut diamonds and the colorful pieces intended 
for southern wear. The evening jewels brought out for 
the first time what has since been recognized as the typical 
1928 type of design. Baguette diamonds in these new 
jewels made the center and important detail of the pieces, 
while the regulation cuttings and the colored gems were 
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used merely as an accompaniment. This was a reversal of 
the then usual form. Instead of great round diamonds 


torming the central gem with the baguettes used as bor- 
ders and the colored gems in calibre settings, the flat table 
and new geometric cuttings during January, February and 
March last year began their vogue, and held the limelight 
as the largest gems in the new jewels. 


LITWIN AND SONS 


A group of popular 1928 jewels using the new cuttings for some of the gems 
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There was tremendous curiosity shown regarding the 
new manner in all lines of art besides jewelry designing. 
Exhibitions were held and many articles and write-ups 
printed describing this new artistic manner. The theme 
was one of extreme simplicity. Decorative detail was rele- 
gated to a minor part in the general make-up of various 
artistic endeavors. Open spacing, flat undecorative sur- 
faces were generously used. 

Since the beginning of the year, this modernistic art 


JEWELERS’ 


CIRCULAR 175 


has gained acknowledgment as a representative contem- 
porary gesture, but then it was a matter of much specula- 
tion. The modern mode was seen in new paintings and in 
original sculpture both here and abroad. In the art crafts 
it was accepted as the correct thing in textile designing, 
in furniture, glass and silverware; it was used in interior 
decoration and, of course, in architecture, for the leading 
architects of France, Germany and this country have been 
the chief advocates and exponents of what is now known 
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Marquise diamonds set as the central gem for a handsome bracelet, a new brooch, a short necklace and twe. 
watch designs 
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as modernistic art. 

In gowns, dress ac- 
cessories and jewels, 
this new mode was first 
brought to special no- 
tice in the designing 
and planning of things 
for the South. In Feb- 
ruary, 1928, a host of 
these pieces was offered 
by the principal jewel- 
ers of the country as 
forerunners of spring 
and summer stocks. 
Then, besides the all- 
white jewels for eve- 
ning, there were offered 
large pieces in bold de- 
signs carried out in 
smooth-cut gem-stones 
and multi-colored. 

The pieces most high- 
ly favored for the use 
of the all-diamond de- 
sign were the new 
short necklaces, the 
large brooches and the first of the now popular dress orna- 
ments, the first of the new ribbon form ear-pendants, the 
new fob watches, the first of the elaborated solitaire finger- 
rings and the great array of handsome bracelets. 

The necklace forms were changing during these first 
three months of 1928, from the regulation pendant form 
to the decorated choker. This new choker had a large 


Clustered dia- 
monds separated 
by air-line used 
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plaqué/ &t=-the>center 
front, but fitted tight 
around the base of the 
neck. It differed from 
the new day-time chok- 
er in the form of this 
added plaque. In the 
year’s forecast of new 
jewels which appeared 
in THE JEWELERS’ CIR- 
CULAR, issue of Feb. 23, 
1928, these short neck- 
laces were featured, 
and during the year 
these designs achieved 
their promised popu- 
larity. 

The second quarter 
of the year brought in 
costume fashions, dress 
accessories and appro- 
priate jewels for wear 
during the spring and 
summer, with special 
emphasis placed on 
black-and-white motifs, 
pastelle shades and, of course, the newly modish geometric 
forms. Then it was that the modernistic patterns ap- 
peared on all sport costumes. Jersey dresses, silk scarfs, 
handbags and tailored jewels carried these geometric 
patchwork patterns in brilliant colors or in startling ar- 
rangements of the then most popular black-and-white. 
There were two fashion edicts originating in Paris, 


for two brooches 
and a finger-ring 
design 
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The new gem shapes, octagonals, kites, marquise; rectangles and triangles used for two dress ornaments, a 
bracelet and a necklace 
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Hand made, in exclusive designs cre- 
ated by ARAX artisans. Includes the 
brooch, earrings, ropes illustrated— 
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design. 
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Colored gems and diamonds grouped to make modernistic patterns for two brooches and a bracelet 


which showed a direct and startling influence in this coun- 
try during these early spring months. The first was the 
acceptance of more color in fashionable costume and the 
second was the passing of the flapper type. With the en- 
suing months of the year these two characteristics of 1928 
fashion have become so much a part of the new mode that 
their passing is almost completely forgotten. It is inter- 
esting for that reason to look back now from this point 
where the highly graceful new fashions are stabilized to 


the time during April and May, last year, when the longer 
skirt was questioned and the boyish type still a large part 
of the mode. 

~The garcon styles then included tailored pieces of a 
mannish air. They showed the heavy strap or the plain 
mesh for the bracelet of the wrist-watch; they included 
pocket pieces of severe design and naturally they fore- 
swore the display of such feminine jewels as earrings, long 
neck-chains, heavy brooches and hair ornaments. 
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Wide bracelet, necklace, a new bar pin and two finger- rings of popular form 
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REAL BUYING POWER 


for Jewelers who buy from 


THE GREAT AMERICAN CATALOG 





EWELERS who realize the importance of buying as it relates to profit 
margin ... appreciate ordering from our catalog. It gives a wide oppor- 
tunity— illustrates our divers stocks of Jewelry, Diamonds, Watches, Clocks, 
Hollow and Flat Ware, Sterling Ware, Leather Goods, Ivory Goods, Lamps, 


Cut Glass, Novelties . . . in fact a complete jeweler’s stock. 


To buy in one place is economical and time-saving at least. Divided ship- 
ments, divided deliveries, divided billing—divided profits—long on the 
merchandise from one house—short on goods bought of another. Uniform 
service, prompt delivery, quality of merchandise—are yours when you buy 


from the Great American Catalog. 


Each floor replete with new stock, modern demand items, staple items in practically 
everything a jeweler stocks. All listed in this great catalog, with description and 
price. Truly—this book is a SALES AID for the jeweler. 


What to buy—a glance at potential profit-pullers—timely suggestions . . . all come 
to you when you have this catalog. 


Send for the new 1929 
Great American Catalog 


It will help your sales for 1929. It will reduce your overhead and costs of mer- 
chandise. Thus it will widen your net profit. It’s worth your while to get this 
book. Write for it on your letterhead. 





THE OSKAMP NOLTING COMPANY 


26-30 West Seventh Street 
Cincinnati, Ohio 
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The modernistic mode last spring was at its height in 
these tailored pieces. The opaque gem-stones were used 
with a lavish hand to carry out designs in geometric hat 
ornaments, choker necklaces, bar-pins, bracelets, finger- 
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rings and the mounting for utility pieces. Jade, carnelian, 
jasper, lapis-lazuli, smoked amber and coral with black- 
and-white carried out in faceted black onyx, ivory and 
white jade or in carved rock crystal and black onyx. 
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Large gems and modern motifs used for two pendants, a necklace, a wide bracelet and two brooches 
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CORBETT & BERTOLONE, INC. 
Manufacturers 
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A brooch in 
picture form 


Emphasis was then placed on the designing of choker 
necklaces, hat ornaments and bracelets for day-time wear. 
Evening jewels repeated the popularity of the choker neck- 
lace, added a little ornamentation to the day-time bar-pin 
and turned it into the first of the diamond-mounted shoul- 
der brooches. The first of the fob watches to meet with 
popular approval in this country appeared during the 
spring of 1928 in two guises: diamond-mounted brooch, a 
mesh strand and a diamond-mounted watch case for the 
evening with the accepted modernistic note for the day- 
time jewel. 
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and two cluster 
finger-rings 


With the turn into mid-summer the jewels took upon 
themselves an altered form and the first of the longer neck- 
laces, the highly decorative brooches, the long ear-pendants 
and the diamond-studded bracelets arrived from Paris. 
These were the forerunners of a galaxy of jewels with 
added grace in their designing to meet the  acanene lines 
appearing in the French evening dresses and costumes for 
formal day-time wear. Over here they were not thoroughly 
accepted until later in the fall, when the gowns themselves 
began to arrive. There was still a vogue for the choker neck- 
lace, the chain bracelet and opaque gemstone finger-rings. 
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Strapwork in pleasing patterns used for a bracelet, a brooch and a pearl necklace 
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Perfect Diamond 


RINGS 


The trend in buying is toward stand- 
ardized named merchandise backed up 
by a guarantee of merit- 

De Milo Rings are made up with 
perfect diamonds only. The mountings are varied and the finest 
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obtainable. 
ADVERTISING Sell exclusively perfect diamond rings with a registered advertised 
HELPS name stamped in the article and watch results. It is a profitable 
pleasure. 
given to all Communicate with us or your Advertising Agency. 


De Milo Jewelers 














JACOB SEGAL & CO. Metropolitan DETROIT, MICH. 
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SEND US YOUR JOBBING STONE 
ORDERS, LARGE OR SMALL. 
THEY WILL BE PROMPTLY FILLED. 


OUR PRICES ARE THE LOWEST. 
STONE SEAL ENGRAVING, 
ENCRUSTING AND LAPIDARY 
WORK. 


HEADQUARTERS { 


ASIATIC ART JEWELRY CO. Inc. is 
22 West 48th St. New York t 
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The arrival of the first long-skirted evening gowns 
caused quite a flutter among costume designers in this 
country and made the leading fashion houses look to their 
stocks with a greater amount of speculation than for sev- 
eral past seasons. Up to this time, and for many a season 
before the summer of 1928, there had been only slight 
modifications of the then prevailing boyish mode. It was 
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quite a shock to the fashionable world to see such a drastic 
change offered by the French houses. To be sure, some 
hints of this coming change had been dropped during the 
previous winter, but no such wholesale shift from the man- 
nish mode to the grace and sumptuousness of the new 
feminine styles has been anticipated. 

Color and grace now made the style running. Color in 


The new short necklace with the large pendant is carried out in baguettes and clustered diamonds; an all- 
diamond choker 
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EMERALD CUT MARQUISE BAGUETTES 


PARAMOUNT BUILDING 
1501 BROADWAY NEW YORK CITY 


Tel. LONgacre 9791 

















LEE BACH 


INCORPORATED 


Importers of 


MARQUISE AND EMERALD CUT 


DIAMONDS 


FINE EMERALDS, PEARLS 
AND PEARL NECKLACES 


527 FIFTH AVENUE | NEW YORK 
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costumes meant high colors for day-time wear, for the 
sheer evening frocks, a variegated coloring for many day- 
time dresses, the new small patterns for evening wear and 
large splashes of color in the taffetas and printed chiffons. 
Rose tones, deeper reds, greens and yellows led these new 
fall tints and tones. In September the beige note was still 
the background for many of these colorful costumes, but 
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at the back. One-toned velvet costumes held drapery in 
place by gem-studded ornaments at the hips and were de- 
signed for both day and evening wear. The metal bro- 
cades, beaded gowns and dresses of paillette materials also 
displayed this added length of line. 

The sumptuousness and elegance of the fashionable eve- 
ning modes came to a climax in the offerings for the open- 


A trio of characteristic bracelets and a diamond mounted choker necklace 


there was also a strong leaning toward the silvers and gray 
tones. These new grays appeared in all-gray costumes, in 
combinations with black-and-white and in the paler tints 
in place of the white in costumes emphasizing silver and 
black for their schemes. 

Grace, elegance and the long line made the evening mode 
a thing of great curiosity when the Paris houses held their 
fall openings. Tulle evening frocks showed side draperies 
of satin ribbon or self material; formal gowns of Pompa- 
dour taffeta showed long trains hanging from the shoulder 


ing of the opera. October had been a month of original 
conceptions of what this new mode would be. In both 
jewels and gowns, this was a time of much original de- 
signing to meet the new demands. When these new fash- 
ions appeared it was seen that all the promise of a season 
of extreme elegance had been attained. The gowns were 
cut with unusually low bodices and jewels were used in 
consequence in more lavish array than ever. Gemmed 
shoulder straps, elaborate shoulder ornaments, corsage 
pendants and elongated necklaces were the immediate re- 
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J.L.WARNER CQ., INC. 


Importers, Dealers and Cutters of 


PRECIOUS STONES and CALIBRE 
BRACELET LAYOUTS 
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Pearls 
Pearl Necklaces 
Black Pearls 
Gem Fancy Cut Diamonds 
and 
Rare Colored Stones 


PARIS, ARTHUR & CO. 


Successors to 


Dx JAN W. PARIS, Inc. 
527 Fifth Ave. New York 























February 21, 1929 


5 


“ fac: fees braietliteen ieeeneeetiomninea! 
~iy tTarsar * 


~ 


sult of this demand for fine jewels. 

This is such a recent turn of the 
fashion that we are still in its throes, 
and it promises now to be a mode re- 
maining with us over into another 
year. The jewels, with designs in- 
augurated for the opening of the opera 
season, and still holding sway in the 
fashion world, include elaborated hair 
ornaments, ear pendants of magnifi- 
cent design and tremendous size, the 
longer necklaces with the heavy 
chains, the large pendants and heavily 
gem-studded dress ornaments. The 
array of handsome bangles and brace- 
lets and the large-size solitaire finger- 
rings are also keeping their popularity 
through these present winter months. 

As for the tailored costume and the 
formal gown for day-time wear, it was 
at the Horse Show in November that 
these fall fashions for 1928 had their 
first showing. Then were seen the 
new length for the day-time coat, the 
draped formal gown, the new graceful 
fur collar, and the finer materials used 
in tailored costumes for day-time 
wear. Jewels with these tailored cos- 
tumes meant a new line of modern- 
istic design carried out now in the 
faceted gems and gem-stones as well 
as in the opaque colored gem-stones. 

The designs, including the round 
necklace with the front plaque, and 
the rest of the costume jewels, were in keeping with the de- 
sign of this necklace. In these parures there were often a 
matching hat ornament, a pair of ear-pendants, a fob 
watch, a pair of bracelets and perhaps a utility piece, either 
a handbag or a vanity case. This popularity of the cos- 
tume jewel in blending sets is still gaining and it is easy 
to see that its peak will not be reached until the designs 
for next fall are being planned in accordance with what- 
ever may appear in costume fashions from Paris next 
August. In fact, the excellence of the mode will carry it 
on to new heights and further successes. 

This carrying over many of the new modes devised and 
meeting with approval of the modish woman during 1928 
is perhaps the keynote of the year. It leaves the art of 
the jewelry designer in excellent condition for it means 
that the elaborate designing and sumptuousness of fashion 
seen during 1928 will hold over into the styles for the 
coming year and take its jewels along on a wave of gladly 
welcomed interesting color and fascinating modern mode in 
design and decorative form. 
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Design for classical necklace 
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Note by the Editor.—The review of 
the jewelry styles of 1928 given here- 
with, exemplifying the best work of 
American designers, has been possible 
only through the co-operation of 
many of the leading producers of 
diamond jewelry of the country and 
we wish to take this opportunity to 
thank all who have supplied us with 
illustrations. We regret that it is 
impossible to reproduce all of the 
designs received, some of which 
reached us after this article had gone 
to press. 

These designs typify jewelry of the 
finest character type that has been 
put out by the American manufac- 
turer during the year 1928, with 
special emphasis on those tendencies 
which are carrying over to the cur- 
rent year. They are not illustrations 
of pieces actually made but more 
particularly an idea of the tendency 
in fine jewelry work that could be 
obtained in no other way. 

The gem settings are representative 
of the new manner of using the geo- 
metric cuttings, the baguettes, tri- 
angles, kites and the other fancy 
cuttings now so popular. They com- 
bine the round cut diamonds with 
these baguettes where the regular 
cuttings are mounted in flat pavé 
sections and the baguettes are fea- 
tured as the central gem groups. In many of these designs 
the marquis shape has been especially emphasized. 
It is used in some of the bracelets as a running border 
and in the necklaces it makes the point of interest through 
its use of the large sized gems. Many pleasing creations 
have resulted from this treatment. 

Square cuttings are featured in finger-rings as the 
central motif in brooches and as the pendant -drop for 
ear pendants and necklaces. The baguette shape, the 
long narrow rectangle, is effectively grouped in many 
of these typical designs in twos and threes of varying 
lengths. 

Among the designs are included excellent examples of 
the classic style, of the realistic motif and of the modern 
manner. Leaves and tendrils carry out the classical 
theme. Clusters of fruit and flowers, decorative tree 
designs and naturalistic figure subjects are carried out 
in colored gems for some of these new jewels and the 
modern manner is well represented throughout these new 


designs. 
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PINKERTON’S NATIONAL DETECTIVE AGENCY, Inc. 


(FounDED BY ALLANPINKERTON 1850 ) 


A ALLAN PINKERTON, NEW YORK. 
POLICE 
OFFICES 
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February: 21, 1929 


The Ruby Mines of Burma 


Cr-HE ruby mines of Burma are at Moyok, the capital of 

the ruby mines district, sixty miles distant from the 
river Irrawaddy. They are operated by an English com- 
pany which has been working them on scientific methods, 
having paid the Government of India for the privilege. 
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trucks to washing engines on the hill. The earth is emptied 
into a trough and water is turned onto it. The clay and 
gravel part company, the clay to descend with the water 
into a pool, whence it is hoisted away to the river. The 
gravel is now handled by various machines, and during 
the different processes of sorting the rubies are picked out. 
The ruby bazaar in Moyok is situated in a very little 


Ribbon and cord bracelet watch, a finger-ring, brooch and bracelet in 1928 designs 


After having experimented in boring into the bowels of 
the mountains, it turned to washing for rubies in the soft 
soil of the valley. It was found that in every truck of 
earth sent up from the alluvial pits there was, on an aver- 
age, a certain percentage of rubies. 

The company begins by taking a slice of several acres 
off the surface of the valley. This upper layer is valueless. 
The ruby-bearing soil is then attacked by an army of 
diggers. As the pit deepens, masses of limestone stand 
out in plain sight. The masses of earth are carried in 


space off the main street. The visitor finds this space 
crowded with men, the sellers and buyers of rubies. In 
the center of each group there is a shining brass tray on 
a stool. By it sits a buyer. A miner soon arrives who 
strides up to a tray and squats on his haunches. 

There is a little cloth bag in his hands, tied very tightly 
round the neck with a string. He unwinds the string and 
the mouth of the bag is turned down to admit of pouring 
out the red stream of stones. Then the buyer separates 
the good and bad stones from each other and a discussion 
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Fancy Colored Diamonds All Stones of Rarity 
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48 West 48th Street, New York 
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Melees in Straight Sizes—One Stone or a Thousand! 


Also Fancy Shapes in Pairs or Lots 


Direct Importations Insure Lowest Prices—Always 
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follows regarding their value. There is a score of these 
trays in this cluster of men and the same sort of procedure 
is going on at all of them. 

In the little streets near the market-place, the ruby- 
cutters toil. Each man sits before a slab of gray stone, 
with a pile of little sticks a few inches long beside him. 
In the head of each of these a ruby is embedded in hard 
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black paste, and the cutter, taking it up, rubs the face of 
the ruby slowly up and down on the surface of the grind- 
stone till attrition wears away a facet. A wheel and pedal 
supplement the process in some of the larger shops; the 
method, however, is the same. 

Near the pits where the diggers are at work is the ruby 
market proper. Here every morning a hundred brass trays 
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Calibre settings, baguettes and bands of round-cut gems combined in some new designs 
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LOVE’S DREAM JEWELRY 
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WEDDING RINGS 












Walsh Bldg. Cincinnati, Ohio 














BAYARDI BROS. 


FINE PLATINUM JEWELRY 








57 East Jackson Blvd. 542 5th Ave. 
CHICAGO NEW YORK 
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Fresh designs in solitaire and cluster rings, a brooch, necklace and bracelet 


of rubies are tended by men seated near them. There is or the men who come to purchase them. Near each group 
very little said by the men who have charge of the rubies there sits a broker whose business it is to advise and 
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Well-used color theme and pané-mountings for brooches, rings and bracelet 
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negotiate a sale. He acts as a kind of arbitrator and as 
a brake on excessive demands. No one seems to be in a 
hurry. This is characteristic of Eastern people gen- 
erally and has often been commented upon by tourists 
who have visited the section where the sales are made 
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A Word About Australian Pearlers 


HE town of Broome, which is situated on the north- 
western shores of Australia, is the headquarters of the 
pearling industry. Pearling is chiefly carried on in what 
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The new gem cuttings for three wrist watches and a huissar necklace 


id have given more than passing attention to the 
tituation. 

Tourists have also remarked regarding the quaint cos- 
mes worn by the workers and about how they discuss 
isiness transactions with the broker in their native 
inguage. Such a place is an interesting sight. 


are termed “proved grounds”; but if a good haul be made 
at any time elsewhere, the pearler is not averse to pros- 
pecting in that locality. The commanders of the luggers 
are white men, but the crews are composed of Malays and 
coolies. The divers are intelligent, trained Manilamen or 
Filipinos. 
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© HE success of the Wesselton 
Diamond Co. is due to their 
rigid adherence to the principle 
of standardized quality, initiative, in- 
genuity plus cooperation with the re- 
tailer. 

When the Wesselton salesman calls 
on you and presents the “1929” line, 
you will see an assortment of rings un- 
excelled for style, beauty, craftsman- 
ship and low prices that will enable 
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you to overcome the keenest competi- 
tion. 

Our new window display stand will 
help you sell more Wesselton rings. 
It is second to none in attractiveness 
and beauty and will make your store 
stand out prominently above any other 
store in your community. 

Wesselton rings are tagged at the 
factory, modestly priced, from $25 up- 
wards. 


Wesselton Diamond Co., Inc., 527 Fifth Ave., NewYork 






























Precious and Semi-Precious 


STONES 


from all four corners 
of the earth 





T WO hemispheres supply us with precious and semi-precious stones. We import them 
from the markets of Europe, Asia and South America. From far off India, from Siberia, 
Ceylon—from the four corners of the earth—come these stones. It will pay you to deal with 





BLACK OPALS 
AMETHYST 
TOPAZ 


WHOLE PEARLS 
HALF PEARLS 
CALIBRE ORIENTAL 


an established firm like ours. We solicit your patronage—when it comes to any of the follow- 





GARNETS SYNTHETIC RUBIES 
AQUAMARINES SYNTHETIC ZIRCONS 
AGATES SYNTHETIC SAPPHIRES 


WE SPECIALIZE IN CHINESE JADE 


SMALL ROUND STONES FOR FRATERNITY WORK 


THE LASSNER COMPANY 


6 Maiden Lane, New York 


Providence Office: 212 Union St. 
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PEARL NECKLACES 


Loose Pearls for additions 




















in all sizes 


Goodfriend Bros., 542 Fifth Ave., New York 
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are many. In the early days the shells were torn apart 
with a knife, and if no pearls were found after a brief 
search the carcass of the oyster was scooped out and left 
to rot on the sand until the tide washed it away. A more 
recent method is far more satisfactory. The shells are laid 
on a slightly inclined bench, at the lowest edge of which 
is a carefully constructed ledge containing some water in 
the angle formed. After two 
two days the oyster in this 
position “gapes” and “spits” 
out the pearl—if any—rolls 
down the beach until it is 
caught in the angle, from 
where it is gathered by the 
attendant coolies. When the 
pearls have been collected, 
the molluscs are cleaned out 
from the shells and either 
buried or otherwise de- 
stroyed. The shell is an im- 
portant part of the industry 
and finds a ready sale.— 
L. C. B. 


Jewelry from Ancient 
Ur of the Chaldees 


DAZZLING array of 

gold, silver and other 
jewelry soon will be placed 
on display for the edification 
of Philadelphia jewelers in 
the museum of the University of Pennsylvania as the 
result of recent excavations on the site of the famous old 
city, Ur of the Chaldees in Mesopotamia, noted in the 
Bible as the birthplace of Abraham. 

The discoveries, by the joint expedition of the Uni- 
versity and the British Museum, continue to arouse 
archeological interest all over the world and among jewel- 
ers as showing that the workers in gold and silver of 
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Rondels and globes make this choker necklace 
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5000 years ago were expert craftsmen. The most. recent 
discoveries, which are to be divided between “the two 
museums, were made as were the others in the death 
pits where the Kings and Queens of those days were 
buried with their slain retainers. In all cases the jewel- 
ery of the victims was worn to the sacrifice. 

In the death pit just excavated gold and silver work 
of a high order was found. 
There were the remains of 
34 women, evidently harem 
favorites of the king. All 
wore headdresses of gold 
and semi-precious — stones 
while gold hair ribbons, 
wreaths of gold leaves and 
flowers, simulating nature, 
inlaid pendants, lunate -ear- 
rings, silver combs inlaid 
with flowers, and necklaces 
of gold and silver and lapis 
lazuli, silver and gold pins 
also were found. 

Other finds were canopy 
poles of silver adorned with 
bands of gold, several harps 
of silver with lapis and a 
mosaic of colored stones, and 
two .statues of rampant 
rams with heads and legs of 
solid gold and the bellies of 
silver. Each is twenty inches 
high and stands next to a 
tall plant whose stems, leaves and flowers are of solid 
gold, the rams being attached to each plant by bands of 
silver. C. Leonard Wooley, director of the expedition, 
says the workmanship is remarkable. 

The expedition has unearthed many other remarkable 
finds in the ancient cemetery at Ur of the Chaldees which 
include chains of gold, lapis and carnelian beads, gold 
vessels and other objects. 
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Ribbons of diamonds and colored -gem baguettes contr asted in some striking jewels 
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BROOCHES BRACELETS 
NECK CHAINS 


MOUNTED WITH PEARLS OR DIAMONDS 


CROSSMAN COMPANY . 


3 Maiden Lane New York 
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Burma's “Pearling Town’ 


G ERGUI, Burma, is called “The Pearling Town,” 
¢ and pearls of great price have been found. Almost 
every dweller there believes he is destined to find others 
like them. The search for pearls is carried on by both the 
natives and the Europeans. The former enter the business 
on a small scale; they buy a boat and a pump or two. The 
European has his schooners, his men and many pumps. 

Occassionally pearls are found that bring great prices. 
An Australian found one which he sold for 17,000 rupees. 


THE JEWELERS’ 


CIRCULAR 203 


above, displaying a faint series of concentric rings. It 


was not yet sold, but the owner had received an offer of 
17,000 rupees. 


The Pearl-Fishery of Ceylon 


HE pearl-fishery of Ceylon is an important industry. 

Its supervision, however, is a very onerous duty of the 
police, as may well be imagined. A few years ago a 
traveler visited a huge camp of upward of 10,000 persons 
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Representative wrist-watches featuring baguettes and modern motifs 


Very soon afterward this pearl was sold for 23,000, and 
three times later on in Bombay, each time at a higher 
price. 

The pearls are a speculative asset. The diver brings up 
a shell, and the question is, Does the blister contain a 
pearl? If so, is the said pearl matchless in color and 
form? Furthermore, is it of great size—or is there none 
in it? After a shell is found, the finder sometimes feels 
disposed to part with it unopened to some speculator, pock- 
eting a moderate price in its sale. 

A traveler visited the home of a Burman who had found 
a pearl worth 18,000 rupees. In one of the rooms was a 
table with the open shell of the oyster in which the pearl 
was found displayed upon it. The treasure was produced 
from a small ointment bottle filled with pink cotton and 
deposited on the table. It was a large gem, the size of a 
man’s thumb-nail, almost flat-bottomed but spherical 


on the arid sea-beach, to which daily millions of oysters 
were brought to putrefy in the burning sun. The presence 
of about 60 police was required for about 80 days, dur- 
ing which they had charge of everything. 

They were required to guard the only available drinking 
water; they were responsible for the orderly and punctual 
start of all the boats, numbering about 200, and for seeing 
that each was escorted by a member of the civil boatguard, 
who must never sail twice with the same boat and crew. 
The boats start at midnight and return the following after- 
noon, when the oysters are carried ashore in baskets. The 
police then have to keep close watch of the unloading and 
are obliged to wade out in all sorts of weather to the boats 
and search them carefully to see that no oysters have been 
secreted. : 

They must also guard the enclosure within which the 
precious shells are stored, for when an uncomfortable 
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oyster “gapes” and reveals a tempting pearl, there are 
coolies ready to snatch it if there is a chance for doing so 
unobserved. 


Opal Mines of New South Wales 


HE opal district of New South Wales is situated about 

60 miles from Wilcannia, a town on the Darling 
River, and surrounds a town named White Cliffs, which, 
aside from the “workings,” is quite a small place, the 
principal inhabitants being gem-hunters and shopkeepers. 
The methods employed in searching for opal consist 
in sinking a shaft, or if the claim is situated on a slope, 
tunneling into the ground until a gem-carrying matrix is 
encountered, from which the opal is separated by means of 
a small “gouging” pick or other tool. These layers exist 
at various parallel levels from the surface down to 40 
feet, but no “paying” opal has up to the last advices been 
struck at greater depth, but later on, it is understood, 
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there will be further .sinkings of shafts and the digging 
of tunnels. 

The matrix in which the gem is found consist of a hard, 
silicious conglomeration, usually thickly impregnated with 
ironstone. The opal is embedded in this material in the 
form of thin sheets which, however large they may be 
while in formation, can only be removed in divisions of 
the size of a coin. Opal is of all colors and shades, but 
unfortunately for the miner, a piece of exquisitely colored 
blue, green or red stone is considered absolutely valueless 
if not accompanied with the vivid scintillating flash which 
denotes its “lifeness.” Tons of this worthless stuff, 
“potch,” as it is called, are daily thrown out of the shafts, 
but the gem or “live” opal is very rare. Nevertheless for- 
tunes are made and the miners continue to search for 
them. 

There are no surface indications to guide one in search- 
ing for opal, and the most experienced “gouger” knows no 
more where the gem may be than the new worker. 


Geometric forms and realistic motifs effectively combined for necklace and 
bar pins 

















Striking store 

front of Spencer 

Jewelry Co., Day- 
ton, Ohio 


The new _ store 
was opened last 
fall, equipment 
cost being about 
$40,000 


An increase in 
business is re- 
ported by the 
firm for 1928 
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This jewelry con- 
cern uses about 
4000 inches of 
advertising space 
per year 


Direct by mail 

advertising is 

done about eight 
times a year 


Manufacturer's 

literature is dis- 

tributed regularly 

with much suc- 
cess 


~Snviting Store Front 


‘Brings em In 


Spencer Jewelry Co. Now Conducts Four Attractive Stores 


VERY progressive concern in the retail jewelry 
ofA industry is that of the Spencer Jewelry Co., Day- 

ton, Ohio, whose attractive store is illustrated. 
The furnishings are of American walnut. The interior is 
embellished with craftex plaster in cream with mottled 
blue panels. The silverware department is situated at the 
right in the center of the store. 

In the rear at the right side of the store is a radio de- 
partment which is conducted with much success. An 
optical department is located at the left side, in the center. 
The general offices and shipping department is in the ex- 
treme rear of the store. Above the general offices and the 
shipping department are the executive offices, the adver- 
tising and wholesale departments. 

This firm showed an increase in business for 1928, and 
the best sellers were strap watches. The Spencer Jewelry 
Co. uses about 4000 inches of advertising space per year, 





running at least one ad a week and three to four ads per 
week during the holidays. 


¢ IRECT by mail advertising is done about eight times 

a year. Four color pieces, including manufacturers’ 
literature, are usually sent out. With these are enclosed a 
discount coupon. The firm does not conduct any special or 
clearance sales. Stores are also conducted by this concern 
in Springfield, Middletown and Cincinnati. Although in 
business only 12 years, much progress is reported. An in- 
crease is reported in the sale of gold and platinum jewelry. 
The firm does only a small business in costume jewelry, of 
which it carries a small stock. The window displays are 
changed regularly every Friday night. When asked, “How, 
in your opinion, can manufacturers best help retailers 
through dealer cooperation,” the reply was, “By not sell- 
ing retailers who cut prices.” 
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At the right is a view of the at- 
tractive interior of the new store 
of the Spencer Jewelry Co., Day- 
ton, Ohio, which was opened last 
fall. The firm has had a successful 
business career extending over a 
period of 12 years. The business 
was started in a modest way in 
the year 1913 


are | Te. a+ 


it? 
o-_~ 


St., Dayton, Ohio, last October. The formal 

opening attracted a large number of patrons who 
were regaled by popular music by a well-known orchestra. 
Souvenirs were distributed to men and women. The store 
front is exceptionally ornate and inviting, the firm re- 
alizing that today the public is attracted by beauty and 
up-to-dateness. The store front was modelled after a 
famous jewelry house in Paris. Surmounting the win- 
dows is a decorative semicircle of Cathedral glass. In 
the evening the glass presents a beautiful effect when 
flood lights installed in back of it are turned on. Soft 
vari-colored tints then visible present a most alluring 
sight. 

The firm makes a special endeavor to carry only 
diamonds of the highest quality, believing that the pur- 
chaser then gets the most for his money, that is, stones 
which may be most readily turned into cash. All the 
better grade watches are carried and a well-known electric 
clock is featured. The members of the firm, J. W. Gold- 
berg, and E. S. Daneman, bégan business in very small 
quarters in 1913. When the business was started the 
city was just recovering from the effects of an over- 
whelming flood and courage was required to begin business 
under such circumstances, but the untiring energy, intel- 


T store illustrated was opened at 39 South Main 
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At the left is shown a recently in- 
stalled department devoted to ra- 
dios. This is a side line which the 
firm finds quite successful. The 
Spencer company now operates re- 
tail jewelry stores in Springfield, 
Middletown, Cincinnati and Day- 
ton with much success 


ligence and progressive methods of the jewelers caused 
a gradual increase in business which resulted in the 
opening of the recent attractive store. 

In fitting up this new store the sum of $40,000 was 
expended. The entire organization of the concern in 
the various cities in which stores are operated comprises 
about 85 individuals at this time, a striking contrast 
to the staff 15 years ago which consisted of only the two 
partners. 


OWADAYS more than ever the retail jeweler needs 

_, an inviting store front. The store should be made 
very inviting not only in the interior but the exterior as 
well. This jeweler has realized the selling and prestige 
building value of all this. No detail has been overlooked 
in making the Spencer establishments desirable places in 
which to shop. The arrangement of the stock has been 
carefully thought out and the location of the different 
lines of merchandise in the interior has also been decided 
upon after careful thought. An attractive floor also con- 
fronts the visitor and neat floors are more important than 
many realize. The flooring of this store which is 165 feet 
long and 20 feet wide, shows up attractively in the per- 
spective. The Spencer Co. concentrates on the sale of 
diamonds, watches, fine jewelry and silverware. 
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6 elebrating a “Dirthday 




















= ma Big Way 


One Sale a Year Conducted by This Washington Jeweler 


BIRTHDAY comes around but once 

a year, and to be in business over 
40 years is an event worth celebrating 
in a big worthwhile way, at least so 
believes Charles Schwartz & Son, jewel- 
ers of Washington, D. C., when on a 
certain Friday the public gaped in 
amazement at eight pages of jewelry 
advertising, something never before 
heard off in the annals of Washington 
newspaper publicity, 
and rivaling the huge 


Tens of Thousands of Washington’s 
Jewelry Buyers” who awaited the pleas- 
ure of serving the public’s jewelry needs 
during this stupendous anniversary sale. 

Then there was an open letter to Sam 
Schwartz from far-off San Francisco 
from Granat_ Bros., manufacturing 
jewelers. At the top of this letter was 
a basket of flowers done in a unique 
way, with a diamond ring in the center. 


HERE was one whole page devoted 
to diamonds alone, containing a re- 
production of a cablegram from a firm 
in Amsterdam where the company 
bought its diamonds, also an open letter 
direct from Amsterdam, together with 
an actual photograph of some imported 
gems, just one of several parcels re- 
ceived. 
This page also brought out the writ- 
ten Guarantee Bond 
given with every soli- 





displays of the mam- 
moth department 
stores. 

The store is thor- 
oughly departmental- 
ized, and each depart- 
ment had its separate 
spread, or combina- 
tion of spreads, with 
the headlines “Forty 
Years of Service.” A 
feature of the pub- 
licity was the clever 
arrangement of the 
whole layout in the 





advertising program. 

The advertising be- 
gan close up front in 
the paper opposite 











reading matter, sand- 
wiched in with two, 
three and four col- 
umns of live news, 
and this ran for four 
solid pages, when the 
whole page ads began 
with four more full 
pages of advertising, 
but each page was 
broken up very nicely 
with different border 
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“Perfect Diamond” Event—Starts Tomorrow 


‘Special re eed or Cr ran et This great 


taire by Schwartz & 
Son, which assured 
satisfaction and full 
trade-in value at any 
time on a_ larger 
stone; also an insert 
about the Schwartz 
“Grow - A - Diamond” 
Club Plan, a prac- 
tical, convenient 
method of acquiring 
a large _ diamond, 
with two clever illus- 
trations one of a plant 











nt ir 40th Bir fib 





























$35, $50, $75 to $300 Up 


tordle ber oe Spopeler 
theft tee gem semen Bat ckipeen nobel be te 
z= wage event 


a DramanaSet 
Wedding: Rings 
$16.50, $25, $35 to $200 


Crelers of Obit. mite gold, beemsilaty 




















arrangements and 
different stories told 
on each page. 

For instance, the 
first thing that greet- 
ed the customer’s eye 
was a gallery of 27 
pictures of all those 






It's Like. Putting the 
“Change” Into a Bank 


A Few Words About Our Practical. Convenient 
“Grow-a- Diamond” Club Plan 









88 $35, 350, 


“Marvel” 











connected with the 


Schwartz enterprise, _— ror dons 


including Charles 
Schwartz, founder 
and president, and 
Samuel T. Schwartz, 
general manager, 
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We Can’t Reduce the Price 
On “Perfect” Diamonds 


Select Xmas Rings 


Now—On Terms 
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ingly popular—you 
simply select a small 
diamond, say $35, 
$50 to $100, pay for 
it on the budget plan, 
then trade it back at 
full purchase price 
in exchange for a 
larger stone—it is 
such an easy way to 
save—it’s like putting 
small change into a 
savings bank—in fact 


$125 
$200 « Week 













ore $75 ° 2 a 
‘nop —aaptens wate Wek —_Radovad the Terms it’s like opening a 
; Sra me tray her We savings account.” 





This page also 
stressed the fact that 
now was the time to 
select Christmas dia- 
monds during this 
| sales event, with 
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“Familiar Faces to 


Special anniversary sale featured by C. Schwartz & Son, Washington, D.C. 


only 14 weeks be- 
fore Christmas. The 
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display contained cuts of diamond dinner 
rings, wedding rings, bar pins, rings, 


flexible diamond bracelets, etc., with 
the slogans, “The Home of Perfect 
Diamonds,” “To Know Diamonds 


Better—Know Charles Schwartz First.” 
An effectual bid was also made 
for remounting diamonds. “It’s really 
the thing to do now,” the headlines ran. 
A liberal allowance was featured on the 
old ring for a trade in on the new styles 
of $10 and $25 up. 

Another whole page was devoted to 
the various types of watches carried by 
the store, featuring nationally known 
merchandise, and stressing the double 
guarantee offered by Schwartz on every 
watch bought, with the slogan, “It must 
be right or we make it right,” and 
“Schwartz Service Satisfies.” The dis- 
play included all the well known strap 
and wrist watches, some neatly boxed, 
others shown in striking presentations. 
Here also a bid was made to have the 
customer trade in his old watch on a 
new one, and stressing the fact that 
the store never sold second hand 
watches. The watch repair department 
was also featured. 

Other pages were devoted to clock 
displays, silverware, watch chains, neck- 
laces, watch bracelets, toilet wares, etc. 

The optical department, modernly 
equipped with every modern instrument 
for the proper correction of defective 
eyesight, was also featured, with the 
headline “You Cannot Afford to Neglect 
Your Eyes,” with three registered op- 
tometrists in charge. News items used 
on another page also still further elabo- 
rated on these optical parlors. 


UNIQUE feature of each advertise- 

ment was the heading, “40th An- 
niversary Sale,” with a blue ribbon on 
a medal, with the words “40 Years of 
Service” and the slogan “Look for the 
Gold Schwartz Clock.” 

One solid page was devoted to a news 
arrangement combined with small ad 
inserts, another unique feature of the 
eight pages of advertising. Here also 
appeared a picture of the entire store 
front from ground floor to roof, with 
the figures “1888” at the top and “1928” 
at the bottom, with the heading “Wash- 
ington’s Family Jewelry Store—Where 
Grandfather Bought Grandmother’s En- 
gagement Ring,” with photos of grand- 
father, grandmother, auntie, uncle, nep- 
hews, nieces, father, mother, sister, 
brother and grandchild, with the state- 
ment “they all meet here. It’s more like 
‘Going Home’—the fact is: It’s a 
Jewelry Home.’” 

In these news columns the Schwartz 
“Budget Plan” was fully described, the 
importance of truth in advertising fully 
brought out, the reason for selling na- 
tionally advertised and nationally known 
merchandise discussed, and the story 
told about gathering together this enor- 
mous stock of pre-holiday merchandise. 
The Schwartz family circle was also de- 
scribed, that is of how the store sold 
the daughters and granddaughters of 
yesteryear. 

Several inserts told the story about 
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Schwartz merchandising policies and 
the importance of the jeweler knowing 
diamonds, stressing the fact that the 
art of diamond merchandising was the 
result of a lifetime study of the gems, 
also featuring the fact that the true 
value of any trade mark depends upon 
the confidence established by the house, 
and that the phrase “The Home of Per- 
fect Diamonds” was more than a mere 
slogan or trade mark. 


66 HEN I first started in business,” 

says Charles Schwartz, the foun- 
der, “I had the idea that what the 
public desired most was dollar-for-dollar 








A Letter to Sam Schwartz 
from Far-off San Francisco 


By Jay Hatcur 
“Vace Prendent Granat Bros, Jewelers 


ELL, Sam, how are all the = you? But in November we are send- 

folks back in Washington? ing you our real champion—Herbert 

Must be pretty hot back there = Hoover. There's a man for you, Sam! 

about now, isn't it? Or does it begin And maybe you think we are not 


Funny thing, you know, July and Au- country” surely en ia he 
serpent Wie Soe Hare grapenfnn 
time we. leave San Francisco to get ee ee 
warmed up. Fifty-two is about the av- gion to live in the Whine House I 

sama Sasa a cadena believe the voters of this country will 
lita y mighty soon be convinced they've 
So you are ee made the best possible choice. 
wrav hare somthing on te alle, 122 of god luck to you, Sam, on 
remain in the jewelry business for hesistagdonareremy ras 4 
forty years. You must hive plenty on tions to your father and good wishes 
the ball, at chat, from what we hear °° Charley Owen and all the boys. 
about you I'll venture the folks in ¥ u've got a business to be proud of 
w shi nington wi Il be surprised to ama en 
know the Nation 
pecan sep cee Capital. Give them a good run for 
Francisco. With the Eastern markets their money. Remember that jewelry 
atyour door f the broth- 
pr a pe en ers in our industry mistakenly con- 
pa ieee cp sider it, but a luxury, and therefore 

try when they are pro- quality, artistic merit and lasting sat- 

isfaction should be your guide in its 
selection. 








in the 
pesripaen (upon irglion 
pected quarter. 
Scill and all, you folks back East © And thank you for your nice orders 
ought to be getting used to the idea _of the past several years. We are glad 
ofc nar carga spl ba kas comm eee ei 
time. There's the Californ: di dring gsseven 
jut wea ovr wo the Opp ges Sdaydoearyensicaoe Whe 
d’scham- —hadgr th them, Sam, be- 
it aaaaahee And of course cause the really conscientious jewelers 
know Stanford's track team that of the country see in them a quality 
oa ies Haas oh the of work h d finish th 


last evo yeu. We ci Sanford equaled 
and Cali 











anywhere. Call upon us for 

universities as partof rush orders.-It’s only 30 hours to 
San Francisco, of course, since they Washington now, by airmail, and we 
are within our commuting distnct. ave « hundred skilled craftsmen at 
And I guess you all know Hiram —_your instant service when you need 
Johnson and Sam Shortridge, don't something unusual. 


Granat ‘Bros; 
Maorfacturing~ Jewelers 
San Francisco:U.S.A. 
P.S. No Matter Where lt Is Made—THE BEST | s Always Found At CHAS. SCHWARTZ and SONS 


Pacific Coast manufacturer congratulates 
Washington jeweler 




















value for what they purchased, plus an 
assurance before they bought that the 
goods would be made good in case any- 
thing went wrong. After forty years 
of public service, I know that this honor 
of public confidence cannot be purchased 
with money. No doubt that is why the 
phrase, ‘Schwartz Service Satisfies,’ is 
more than a slogan—more than an idea 
today—it is a living fact. 

“Well do we realize that our success 
has been possible only because of the 
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loyal patronage and support of our cus- 
tomérs «in recommending us to their 
many friends. And in order to show in 
a substantial way our appreciation of 
this service we are offering many spe- 
cials in watches, diamonds, clocks, silver- 
ware. and jewelry at money-saving 
prices. We feel that we owe this op- 
portunity to our tens of thousands of 
friends and are glad to render this 
added service to them. 

“It is most gratifying to have our 
thousands of friends keep coming back 
to us year after year. It makes us 
realize that the stranger today may join 
our ‘Family Circle’ tomorrow and thus 
to know that all who come through our 
door is our ‘guest’ and is treated as 
such. Words can never convey the debt 
of gratitude we owe to our loyal ‘Family 
Friends.’ ” 


SPECIAL window display, trimmed 

for the event, contained a magnifi- 
cent array of gorgeous blue white per- 
fect diamonds in all the latest white 
gold and platinum settings, as well as 
the modernistic effects in watches and 
jewelry. These compelling window dis- 
plays attracted considerable attention, 
some people reporting having heard 
about them and having walked blocks 
just to see them. 

The entire store front of Schwartz & 
Son is done in gold finish to match the 
gold clock on the sidewalk, with a neon 
light installation flashing the name and 
slogan, both day and night, of “Chas. 
Schwartz & Son—Perfect Diamonds” in 
living fire across the store front. This 
neon light installation is worthy of 
further mention. It will penetrate the 
densest fog—and Washington has plenty 
of fog. The sign can be seen and read 
by day, without obliteration by the 
brightest sunlight. Neon is a rare inert 
atmospheric gas which, when electrical- 
ly excited, produces a flame of singular 
fluidity and effectiveness, which may be 
adapted to any typographic style or 
color scheme. In Schwartz’s case it is 
flaming red on a gold background. 

This up-to-date store-front is simply 
a part of the general scheme of 
Schwartz to attract customers, for they 
realize that the store-front and the win- 
dow displays play a most important part 
in attracting customers into their very 
doors, and once they are inside again 
Schwartz merchandising steps into play, 
for here one finds a large central aisle 
laid with linoleum giving the effect of 
marble flooring, with beautiful show 
cases in black and gold, in which dia- 
monds are displayed on the right hand 
side, with attractive silverware as a 
background for the entire length of the 
store in the wall cases, while on the left 
hand side are watches in the floor cases, 
with the wall cases divided into cutlery, 
clocks, small silverware such as vases, 
candlesticks, etc., necklaces, novelties, 
etc. 

And one feature of the Schwartz store 
is that it is always well lighted, even on 
bright days, for store atmosphere is 
what counts in the Schwartz merchan- 

‘dising plans. 
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GEM of FASCINATION 


_ TY The STAR SAPPHIRE 
{ o ‘S 























7 A gem so rare, what more 
Ladies’ Star Sapphire fitting addition to your stock? si on Baerga 
Rings set with fancy monds in Platinum and 
shaped diamonds in White Gold 
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RUSSIAN ANTIQUE JEWELBY 


BLACK PEARLS ODD PEARLS (large size) 
PRECIOUS STONES 


OLGA TRITT 


730 FIFTH AVENUE, NEW YORK 
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LETTERS 


‘That Get Business 


Timely Copy for Direct by Mail Advertising 


By RoBerT F. NATTAN 


them personally. Rubber stamp signatures are not effective as they lack the personal touch. Suggestions 





oA GOOD letter sent to a well selected list is bound to bring results. Have your letters neatly typed and sign 


for business letters which may be helpful during the next month or so are printed below. 








To Stimulate the Sale of Easter Gifts 


DEAR FRIEND: 

Easter is dress-up time when we 
all appreciate something fresh and 
new. For your new gown you will 
probably want a piece of new jewelry 
—something that is just right to har- 
monize with that gown. We have 
a beautiful assortment of costume 
jewelry—chokers, necklaces, sautoirs, 
earrings, etc. which have an _ indi- 
viduality all their own. You will be 
delighted with them. The prices are 
very modest. 

An extra piece of costume jewelry 
is always acceptable, especially when 
it is something exclusive. 


To Stimulate the Sale of Diamond 
Rings 


DEAR FRIEND: 

An appropriate time to present that 
engagement ring is at Easter, or per- 
haps a wedding ring is needed for the 
occasion. We have gone to great 
pains to secure a collection of fine 
diamonds at the popular price of $150. 
Every stone has been selected with 
scrutinizing care on our part, because 
we want to retain existing good will 
and build up new good will. These 
specially priced rings, we feel quite 
sure, will make many new friends for 
our establishment. As the number of 
rings is limited, we would request an 
early visit to our store, so that you 
may be among those favored by get- 
ting a beautiful diamond at a mod- 
erate price. Diamonds, as you know, 
never deteriorate. 


To Increase the Sale of Watches 


DEAR FRIEND: 


We have an assortment of dainty 
little wrist watches at moderate prices 
which we would like to show you. 
The cases are of white gold and some 
are studded with diamonds. They are 
specially priced as Easter gifts, and 
this is an opportunity to make a very 
worth-while purchase from a concern 
whose name stands for reliability and 
responsibility. 

A wrist watch in one of our boxes 
bearing our name will gladden the 
girl friend’s heart on Easter morning. 

Drop in and see us, and let us help 
you select a gift that will be appre- 
ciated. 








To Stimulate the Sale of Silver 


DEAR FRIEND: 

A gift of silver is especially appre- 
ciated at Easter-tide, the dress-up time 
of the year. Some new silver for the 
home on this occasion will be espe- 
cially appropriate. Several new pat- 
terns have just been received by us, 
and we are anxious to have you see 
these, for we know they will be ad- 
mired by every guest at your dinner 
table. This is what is known as the 
pattern, and the following special offer 
is made for one week only: 


1 doz. knives, $——. 

1 doz. forks, $—. 

1 doz. spoons, $——. 

1 doz. dessert spoons, $——. 

This new pattern is on display in 
our show window. Drop in and let 
us tell you all about it. 

Whether for your own use or as a 
gift to a friend, you will find this 
offer especially timely. 











To Sell Graduation and Wedding 
Gifts 


There is a real thrill in pleasing 
the girl or boy graduate with an ap- 
propriate lasting gift from your 
jeweler. 

For the girl, perhaps a wrist watch 
would be very acceptable, and we have 
them at prices to suit every purse. 
Fancy rings, necklaces, compacts, and 
costume jewelry are also here in large 
profusion. 

For the boy, a watch too will make 
an appreciated gift. He will treasure 
it throughout the years, and it will 
constantly keep before his mind not 
only the thoughtfulness of the giver 
but the value of time. The recipi- 
ent’s initials on such gifts enhance 
their personal charm. 

For those desirous of purchasing 
less expensive gifts we have a great 
variety of useful articles which will 
make the giver favorably remembered 
—pen and pencil sets, card cases, 
bridge sets, rings, cuff links, tuxedo 
sets, fountain pens, and a host of 
novelties at a wide range of prices. 








Letter Featuring Easter Wedding 
Gifts 
DEaR FRIEND: 

Wedding gifts are here in great 
variety, and whether you desire to 
give something for the home or a 
special “gift of love” which will be 
cherished for years as time rolls on, 
we believe we can be of real service 
to you. We want to help you select 
something which will be suitable and 
appreciated. A gift of silver is al- 
ways welcome, and we have some 
beautiful new patterns which will 
arouse the admiration of everyone. 
Our prices are modest, as we keep 
our overhead down in order to give 
our patrons the benefit of an advan- 
tageous price. 

Wedding rings are here in the 
conservative style or in the more 
modern type, embellished with designs 
symbolic of the nuptial occasion. We 
also feature inexpensive little gifts 
for the ushers as well as gifts for the 
bridesmaid and the best man. 

There is a real advantage in pur- 
chasing from your jeweler because 
of the personal service rendered. 
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Always Popular 


Cameos, are now one of the season’s biggest 
sellers. Fashion decrees cameos for 1929. A 
choice selection of the most exquisite carvings 
is ready for your inspection. 

Memorandum selection on request. 


SEPALS PALE 
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No. 60/63 D.E.B. 
Pat. Pend. 


SERPE BROS. 


Manufacturing Jewelers and Importers of Cameos 


64 Fulton St. New York 











No. 50/62 8S. 
Pat. Pend. 






















Matched Sets FINE EMERALDS RUBIES AND SAPPHIRES 


wer Unusual STAR RUBIES AND STAR SAPPHIRES 
re Single Pieces BLACK OPALS AQUAMARINES 
“ee Exquisite 


Direct importations of Imperial Chinese 
JADE from the BEST CUTTERS 


Carvings 
= and Other 
Rare Pieces 
=U” LUCIAN M. ZELL 
~~ 


522 FIFTH AVENUE - - - - - NEW YORK, N. Y. 


~—— See 
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MERCHANDISING 


CALENDAR 





Written expressly for THB JEWELERS’ CIRCU- 
by A. E. Edgar 


Birthstone—Bloodstone 
Flower—V iolet 


“‘Who wears a bloodstone, be life short or long, 
Will meet all dangers, brave, and wise, and strong.’’ 





Holidays and Anniversaries 


2. Anniversary of Texan Independ- 
ence, 1836. (Texas). 

15. Andrew Jackson’s Birthday. 

17. St. Patrick’s Day. 

Symbols: Shamrock, harp, Blarney 
stone, pigs, potatoes, shillelahs, stove- 
pipe hats, mortar hods, Paddies and Col- 
leens, green snakes, etc. 

Ecclesiastical symbols: Cross, Rosary, 
Crucifix, Altar and other church orna- 
ments. 

Symbolic color is emerald green. 

20. First Day of Spring. 

Symbols: Spring flowers, birds, 
butterflies, sundials, statuettes symbolic 
of music, love, the muses, Pan, etc. 

Spring flowers: Almond blossoms, 
apple and peach blossoms, pussy willows, 
wisteria, lilac, violets, poppies, tulips, 
hyacinths, daffodills and crocuses. 

22. Emancipation Day. (Porto Rico). 

30 Seward Day. (Alaska). 

31. Easter Sunday. 

Symbols: Chicks, rabbits, dove, Easter 
Lily, eggs, etc. 





Choose 


Easter 
Gifts” 


that last 
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Simplicity in showcards is desirable 


St. Patrick’s Day 


St. Patrick’s Day has been tradition- 
ally celebrated by the Irish since the 
year 1092 A. D. The Shamrock is worn 
to commemorate the doctrine of the 
Trinity, as taught by St. Patrick, when 
he used the three-leaved Shamrock to 
illustrate the Three-in-One character of 
the Diety. 

St. Patrick was born in Wales, 373 
A. D. His original name was Maenwyn, 
the name Patricius was bestowed upon 
him by Pope Celestine, by whom he was 
sent to Ireland to convert the nation 
from paganism. Tradition states that 
he not only accomplished his mission in 
converting the people to Christianity, 
but that he drove the snakes, that were 
a pest in the country, into the sea. 

St. Patrick’s Day is celebrated na- 
tionally in the United States, both by 
ecclesiastic services and social festivities. 

Window displays are usually installed 
with the more common symbols of the 
event. Green is, of course, the appro- 
priate color scheme for such windows. 
Green is often used with white, the color 
of innocence and purity, and is also 
appropriate in displays. 


General Activities in March 


Easter coming early this year the 
jeweler, as well as merchants in all lines 
of trade, will feature the event earlier 
than usual. The entire month of March 
will see Easter styles and Easter mer- 
chandise advertised and displayed in 
abundance. 

Spring and Easter themes will be com- 
bined in promoting new styles and new 
lines of goods. The public will be 
swayed with a desire to buy the new 
styles and new merchandise offered by 
merchants. Style has become a fetish 
with the American people. The Style 
appeal has a strength in securing pub- 
lic attention that is seldom equaled by 
any other. The Easter theme is another 
strong appeal, and by combining them 
in the selling campaign the jeweler 
should secure unprecedented results 
from his efforts. 

Easter, being the dress-up period of 
spring, affords the jeweler an oppor- 
tunity to play up costume jewelry as a 
style feature. The jeweler should pay 
far more attention to passing styles than 





(Continued on page 306) 
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Appropriate Selling Events 


Birthstone Campaign. 

Costume Jewelry. 

Spring Jewelry. 

St. Patrick’s Day Novelties. 
Religious Goods. 

Spring Style Exposition. 

Easter Gifts and Easter Jewelry. 
Jewelry for Men. 

Easter Wedding Gifts. 

Diamonds, Watches, Silverware. 


Advertising Themes 
Spring Styles, Spring Weather, 
Easter, Costume Jewelry, Spring Wed- 
dings, Replacements in Home Decora- 
tive Pieces, Art Moderne, Newness, 
Dress-Up, St. Patrick’s Day. 


Window Suggestions 


Style and Costume Jewelry displays, 
Easter displays, St. Patrick’s Day dis- 
plays, Easter Gifts, Easter Weddings, 
Decorative Pieces for the Home, Dress- 
Up Accessories, ete. 
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&3 ncouraging ()utlook for 1929 


Presidents of Our Organizations, Leading Manufacturers, Wholesalers, 


the Present Year—Some Valuable Suggestions for Improving Sales— 
standing Factors Which Will Have an 


George C. Lunt, President, Sterling Silversmiths’ 
Guild of America, Believes 1929 Will Be Our 
Best Silver Year 


I believe 1929 will be the best sterling silver year ever. 
Research shows three important factors: 

(1) There is a constantly widening distribution of 
wealth throughout the United States. 

(2) Much publicity and advertising on the part of 
the Sterling Silversmiths’ Guild and individual manu- 
facturers is producing results—people at large are 
becoming more solid silver conscious. 

(3) The sterling silver business is still almost 
wholly confined to the jeweler. 

I believe Mr. Jeweler will take advantage of these con- 
ditions during 1929 and I have already budgeted a sub- 
stantial increase in production and sales accordingly. 

GEORGE C. LUNT, 
Treasurer, Rogers, Lunt & Bowlen Co. 
%* * * 


Archibald Silverman, President, New England Manu- 
facturing Jewelers’ and Silversmiths’ Association, 
Looks for a Good Year in 1929 


My concern does not sell the retail trade. Therefore, I 
am in no position to make any suggestions on how to im- 
prove the retail business. 

Our business did not start off so well in the beginning 
of the year, but from the 15th on it began to pick up a 
little and looks much better than it did. 

I have every reason to believe that jewelers in general 
ought to have a fairly good year, because very little stock 
was carried over by either the jobbers or the retailers. 

ARCHIBALD SILVERMAN. 


* %*+ 


E. W. MacAllister, President, Manufacturing Jew- 
elers’ Board of Trade, Urges Competition Founded 
on Quality Merchandise Rather Than Price 
A ppeal 


I believe that the increase in the wealth and buying 
power in the country and the general prosperity which is 
definitely manifest will reflect itself in a real improve- 
ment in the jewelry business. 

You also ask me to suggest what the retailer can do to 
increase his business. To answer that question intelligent- 
ly, I would first have to know what the particular retailer’s 
problems were; his locality, his trade, his merchandise and 
his methods. In other words, the prescription must suit 
the patient and I am inclined to believe that by thoroughly 
analyzing their own business, and in addition making a 
scientific study of modern merchandising, the retailers 
themselves will prove their best physicians. 

Our industry is faced with a selling problem, and the 





retailer is the vital factor in its solution. We must regain 
lost ground in merchandising methods and we must prove 
that we have a service to perform to the community which 
entitles us to a share in its prosperity. To my mind, the 
jewelry store should choose the ground for competition in 
which it can best hold its own. I believe that ground to be 
quality of merchandise, character, design and workman- 
ship rather than the matter of price, for it seems to me 
that the jeweler cannot hope to compete with chain and 
department stores if the emphasis is placed on price alone. 
EK. W. MACALLISTER. 
* * * 


, 


Otto D. Wormser, President, National Jewelers 
Board of Trade, Grows Facetious 


Replying to your telegram asking for suggestions how 
retailers can increase their business during 1929, my sug- 
gestion would be for them to sell more jewelry. Can you 


think of a better one? OTTO D. WORMSER. 
* * * 


H. C. Larter, President of the Jewelers’ Security Al- 
liance, Sees Encouragement for Manufacturers of 


Gold Jewelry 


From very favorable reports that have reached my desk 
since the close of the last holiday season, we are impressed 
with the thought that the retail jewelers throughout the 
country had a very much more satisfactory holiday busi- 
ness than they anticipated, and the result is that their 
stocks on certain lines of goods have been materially re- 
duced. In view of that fact gold jewelry manufacturers 
should be very much encouraged as to the future, espe- 
cially this year of 1929, and if they watch the trend of 
times and styles and have the courage to produce new 
things such as there is now a market for, this year will 
produce a very much more satisfactory business as a whole 
than the one that has just closed, because there is a 
market for gold jewelry of the right kind, and manufac- 
turers with courage and vision and energy will reap a 
reward commensurate with the enterprise that they may 


display. HARRY C. LARTER. 
* %* 


A. C. Becken, Jr., President, National Wholesale 
Jewelers’ Association, Looks for an Outstanding 
Era of Prosperity 


I have never been more optimistic regarding the future 
of the jewelry industry than I am right now and I am 
confident that 1929 is going to be one of the outstanding 
eras of prosperity in our history. 

The new Federal administration will be progressive and 
constructive, our foreign trade will be developed to a 
degree hitherto unapproached, the solution of our farm 
problem will be underway and, all in all, everything points 
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Say Frwelry Trade eaders 


Importers and Retailers See Excellent Opportunities for Business During 
Discussions of Trade Conditions and a Short Synopsis of Some of the Out- 
Influence on the Trend of Trade During 1929 | 


to a year that will be entirely satisfactory to business 
interests. 

My suggestion to the retail jewelers is that they im- 
prove their turnover ratio by analyzing their sales and 
pushing those lines which are meeting with consumer 
popularity. By eliminating lines in which they are not 
getting proper turnover—even though they lose an occa- 
sional isolated sale—and by featuring well known, adver- 
tised lines of quality, I believe their statement at the end 
of the year will show considerable improvement. 

A. C. BECKEN, JR., 
President of A. C. Becken Co., Chicago. 


* + 


George C. Gambrill, President, Wholesale Jewelry 
Trade Association, Gives Reasons 
for Optimism 


I believe the outlook for business is considerably better 
than at this period a year ago. There is not as much un- 
employment. There is no political issue to be settled and 
a feeling of optimism seems to prevail among all classes. 
Barring the possibility of a debacle in the stock market, 
which might temporarily affect business, I see nothing 
on the horizon at the present time that will stop the 
forward movement. 

To take advantage of these conditions, it behooves the 
wholesaler to take an inventory of himself and his 
methods, that he may be an economic factor in the 
method of distribution from manufacturer to retailer so 
that the ultimate consumer may be served without any 
excess waste or lost motion. 

The retailer should create such an atmosphere about his 
store that chain store competition need not worry him 
should it confront him. GEORGE C. GAMBRILL. 


* & 


Henri Schwob, President, American Watch Importers’ 
Association, Urges Concentration on Quality 
Products 


Nineteen twenty nine, in my opinion, is going to be one 
of the most interesting and important years in the history 
and development of the jewelry industry. Improvement 
has already started during the year 1928, making for 
sounder and higher principled methods of conducting the 
jewelry business. 

The retail jeweler, to progress and prosper, must realize 
that it is more important than ever that his merchandise 
must fill a want; that it must fill it well; and that his cus- 
tomers must be favorably impressed by it. 

For better business in 1929, the jeweler should concen- 
trate on quality rather than price of merchandise. 

HENRI SCHWOB. 


C.T. Gustafson, President, Wholesale Jewelers Asso- 
ciation of Chicago, Sees Promising Outlook 
for Spring Trade 


The prospects for a satisfactory spring business are very 
promising and this opinion is based upon the information 
gathered from a great many of our customers as well as 
from our entire sales organization, who are greatly en- 
thused. These predictions are well grounded due to the 
fact that with conservative buying for some time past 
stocks are undoubtedly below normal. 

The retail jewelers, this year, will have the opportunity 
of offering the public a great many new and desirable 
items in jewelry, watches and novelties. The dealer, who 
during 1929 will make a careful study of what is being 
demanded by his customers, will find sales resistance is 
not nearly so great as he may think. It is only necessary 
to acquaint the public with the remarkable offerings of 
each new season to insure a very satisfactory business. 


C. T. GUSTAFSON. 
*% * * 


J. L. Art, President, National Jewelry Auctioneers’ 
Association, Stresses the Use of the High 
Grade Auctions 


The auction business has been very good during 1928 
and in many instances has broken all records. I look for- 
ward to a much larger season in 1929. 

The rapid introduction of style merchandise on the part 
of jewelry manufacturers has stimulated retail sales im- 
mensely, and, on the other hand, has increasingly piled up 
obsolete styles, which are quickly moved by a high grade 
auction. The retailer is aware of this situation, and in 
larger numbers has conducted auctions and used the money 
thus taken in to stock new up-to-date items, giving his 


‘ store a reputation for the latest. 


In the last few sales we have conducted I have noted the 
extraordinary high caliber of the purchasers, indicating 
that more and more better jewelers and their clientéle are 
responding to the reputable auction. 

J. L. ART. 
* * * 

H. C. Ostrander, President, The Association of Manu- 
facturing Jewelers, Engravers and Stationers to 
Schools and Colleges, Tells of Business to 
Be Had from Scholars 


We thank you for the opportunity you extend us to greet 
the trade during the early part of the new year and we 
extend to the retail jeweler the invitation to take greater 
advantages of the facilities of our organization to increase 
their opportunities during 1929. 

Many retailers are overlooking the possibilities in the 
school business in their locality.. The young man in school 
now, to whom the selling of a class pin or ring may be con- 
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BARAD: METZ 


CELLINE BLDG. 48 W. 48" STREET 
IMPORTERS OF STONES Rin 
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» ai Leadership 


Leadership — artistic, inge- 
nious, daring leadership in 
the craft of making exquisite 
rings has naturally resulted 
in an increasing sale for 


Goodman Rings. 


It is easier to follow than to 
lead, easier to copy than to 
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Various combinations of 


FANCY SHAPE DIAMONDS 


in semi and completely set mountings 


D. & L JEWELRY MFG. CO., Inc. 


Makers of FINE PLATINUM JEWELRY 
74: Lafayette Street, New York 
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sidered somewhat of an inconvenience by the retail jewel- 
er, is the future business man of that jeweler’s community. 
Usually a class pin and ring is his first jewelry purchase 
and the impression created by that sale is a lasting one, 
and oftentimes dominates his later buying habits. We 
urge the retail jeweler to take advantage of the business 
possibilities developing from the sale of class pins, rings, 
and invitations, and to give some thought to the advertis- 
ing his store will receive as a result of the distribution of 
the pins and rings over his counter. There is no better 
way to get the young people of his community acquainted 
with his store than the contact which the class ring sale 
affords. 

This association consists of the largest and most reliable 
manufacturers of school and college jewelry and whether 
the jeweler prefers to work direct with the school or have 
the assistance of a traveling representative, he will find 
each member willing to give him all the assistance possible 
in his efforts toward a development of a volume of his 
business. 


H. C. OSTRANDER. 
* * * 


J. P. V. Heinmuller, Chairman Watch Importers 
Tariff Protective League, Gives Suggestions for 
Increasing Watch Business in 1929 


Nineteen twenty-nine presents an excellent opportunity 
to all jewelers to increase their business in the watch field. 
With a settled political prosperity program in full swing, 
with the earning power of the average individual at a 
“new height” as shown by recent tax reports, there is no 
doubt that the buyers of the “better things in life” will 
enter the jewelry store in a larger number than ever 
and can be “sold” providing an intelligent merchandising 
campaign is used by the jeweler. 

A recent survey for the Tariff Commission shows that 
the total amount of watches, both domestic and imported, 
put into this market amounts to less than ten million 
watches a year. More than ten million people will become 
of age and will be in need of timepieces during 1929, and, 
ordinarily, the demand therefor should be greater than the 
supply. However, a large number of “imitation” watches 
have found their way into the pockets of prospective “good 
watch” buyers. A large number of these sales go to de- 
partment stores, mail order houses and cheap credit insti- 
tutions, which wrongfully take away the watch sales be- 
longing to the jeweler. 

The watch business has seen revolutionary demands for 
style and is now coming more and more to the “point” 
where the buyer wants to know more about the movement. 
Not “down to a price” but “up to a quality” is the slogan 
today. The jeweler must beware of “fake” price mark-ups 
in cheap watches, and feature quality watches which stand 
by him in the “long run.” 

Rather than to deal indirectly in generalities and repeti- 
tion of common sense methods which every jeweler has 
been told about, I would like to give you a few rules which 
should help the jewelers in selling watches. 

1. Advertise locally in your paper the “better service” 
and “individual selection” of watches and concentrate 
on products which are not available in chain and de- 
partment stores of your town. 

2. Use modern radio and direct mail facilities and tell 
your community where to find the “leading jeweler.” 

3. Keep stock control and purchasing budget up-to-date. 
Study turnover of watches and best sellers. Keep a 
full line on hand of watches in steady demand. 

4. Your window display must be up-to-date, attract at- 

tention, and should be changed frequently. 

. Use your spare time to educate your watch salesmen. 
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They must know the inside of the product, and look 
for new outlets and follow-ups. 

6. If your customer is dissatisfied—you are to be 
blamed. No watch is better than the firm which 
stands in back of it. Stay with your old reliable dis- 
tributors and do not be afraid to ask your suppliers 
for sales helps and their own sales policies. 

J. P. V. HEINMULLER, 
Vice-president, A. Wittnauer Co. 
Chairman, Witch Importers’ Tariff Protective League. 


* + 


E. A. Kirchner, President, Northwestern Wholesale 
Jewelers’ Association, Tells of Better Prospects 
and Urges More Advertising 


Prospects in this territory for 1929 appear a trifle 
better than they have been for the past two or three years. 
This territory depends entirely on farmers’ earnings. 
Everything else is secondary. It seems to us that the 
average retailer should do a little more inexpensive direct 
mail advertising, reinforced with a good assortment of 
movie slides. Newspaper advertising should be increased 
a little also. All retailers should get help from the Na- 
tional Jewelers’ Publicity Association, regardless of the 
financial support they give it. 


E. A. KIRCHNER. 
* * * 


W.H.Upmeyer, President, National Jewelers’ Mutual 
Fire Insurance Co., Predicts Continuous 
Improvement 


The year 1928 was better than 1927. January, 1929, was 
better than 1928. _We have good reasons to believe that 
we will have a good year. Retailers must ask a fair profit 
and get it. 


W. H. UPMEYER. 
* * * 


Some Good Advice from William G. Frasier, Presi- 
dent, American National Retail Jewelers’ 
Association 


It appears that sales in the jewelry store during the 
year just passed were about up to usual. In some in- 
stances an increase was enjoyed, while in others there 
was the disappointment of a decrease, but taken as a 
whole the volume, I believe, will take its usual average. 
My information is that the sales in kindred lines fell off 
considerably. Silverware was awarded noted prominence; 
watches and diamonds coming along about normal. 

The outlook from my viewpoint, and from the research 
I have been able to make relative to the future, seems to 
me to be very encouraging for a good year’s business. 
Any of us who may have had poor business for 1928 should 
not pursue the fallacy of brooding over the situation or 
“spilt milk” we may term it, but should use that effort 
and energy in making up any loss we may have sustained, 
bearing in mind at all times that motto which is about 
as true as it is old, “It can be done!” 

The watch factories are beginning to realize the many 
troubles of the retail jeweler, and they have now turned 
their full attention and consideration toward relieving 
our situation. This is most commendable and I am sure 
every jeweler in the country appreciates the efforts on 
the part of producers of watches. This is one of the chief 
products of the retail trade and they have to be serviced 
in the retail jewelry store. 

The jewelry business today offers a greater opportunity 
than any other mercantile line I know of. We have in- 
fringements and unethical practices to contend with it is 
true, but we should feel encouraged when we consider 
other branches of trade and commerce. There is no doubt 
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in my mind but that the intelligent buyer of jewelry is 
going to continue to look for the legitimate and dignified 
jewelry store to make his or her purchases. There is no 
use in destroying our vigor worrying about spurious 
merchandise of unknown manufacture and questionable 
quality passing out of the channels of our worthy indus- 
try—that kind of merchandise which is made on a basis 
of “how cheap” and not “how good,” in fact such goods 
were never intended for the jewelry store. 

The success of the retail jewelry industry lies in the 
handling of reputable goods of known value and known 
origin; products made on the basis of honesty and in- 
tegrity, which give our customer value received for the 
expenditure. Ethical distribution must be carefully ob- 
served by every jeweler. 

In conclusion permit me to say that I believe prosperity 
for the jeweler for 1929, and of succeeding years, depends 
upon careful merchandising, faithful and efficient service 
to his trade, the promotion of the right kind of goods, 
truthful advertising and a full cooperation with each other. 


WILLIAM G. FRAZIER. 


Edward Leininger, President, New York State Retail 
Jewelers’ Association, Says Jewelers Hold Fate 
in Their Own Hands 


If the jewelry business is to be better during the 
ensuing year, those engaged in it will have to make it so. 
In my humble opinion the jewelry trade as a whole has 
not kept pace with the rapidly changing methods of doing 
business and is confronted with a situation that demands 
serious thought and careful analysis. 


Just at present we face a buyers’ market, requiring 
entirely different and more aggressive sales effort than 
that which we employed during the war time boom. Yet, 
thousands of retail jewelers have not yet come to a re- 
alization that their merchandising methods are obsolete. 


Present day competition, not necessarily within the 
jewelry field but from other encroaching trades, makes it 
necessary that the jeweler take his business more seri- 
ously. He should know his cost of doing business, study 
his clientéle in order that he may stock readily mer- 
chantable articles, and avoid overstocking by resisting the 
temptation to purchase something “at a price.” 


Every jeweler can learn something by visiting other 
jewelry stores in his community, meeting the proprietors, 
and exchanging ideas of mutual benefit. The trade organ- 
izations, local, state and national, offer this opportunity 
as well and rightfully demand greater attention from the 
retail trade. 


It occurs to me that the wholesaler and manufacturer 
could materially assist in improving conditions by the 
exercise of discrimination in selecting his customers. Old 
established jewelry stores, who enjoy excellent ratings, 
are penalized by being forced to meet the competition of 
less scrupulous merchants. It is not my intention to 
attempt to dictate to jobbers whom they should sell. 
They should be guided solely by the ability of their cus- 
tomer to meet obligations when due. 

The trade in general will profit by the gradual curtail- 
ment of production through mergers and failures. Statis- 
tics show that there are too many jewelry stores per 
capita. If this is true, an increased demand for jewelry 
must be created or some of the poorer managed stores 
must fall by the wayside. 

EDWARD LEININGER. 
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Fred J. Cooper, President, Pennsylvania Retail 
Jewelers’ Association, Urges Jewelers Be “On 
Their Toes” 


The jeweler who is up on his toes will have a very 
satisfactory business in 1929. Every other industry is 
our competitor and unless the jewelry industry, as a 
whole, make their precious and lasting wares known to 
the world, many jewelry stores will fall by the wayside. 

“United we stand, and divided we fall” should be our 
motto this year. FRED J. COOPER. 

%* * * 


Emil W. Kohn, President, Retail Jewelers’ Associ- 
ation of Greater New York, Sees Prosperity for 
the True and Expert Jeweler 


In my opinion, the outlook is good for the jeweler who 
is well qualified as an expert in precious stones and in 
the kindred lines in which he deals and who is recognized 
as an expert in those lines by his community. 

The outlook, however, for the jeweler who regards him- 
self and is generally known as a dealer in standardized 
merchandise will be increasingly difficult. 

EMIL W. KOHN. 
* * * 


George H. Dyson, President, Connecticut Retail 
Jewelers’ Association, Deplores Competition of 
“Bootlegsins” Wholesalers 


There are so many elements entering into the jewelry 
business now that it is quite a problem to keep abreast of 
these rapidly changing conditions and to try to predict 
what the business will be for 1929, is going to take more 
of a prophet than the writer is, even to surmise what the 
possible results may be. 

I will speak for New Britain, and I presume the prevail- 
ing conditions here can be applied in other localities where 
there are so many chain stores of all descriptions and espe- 
cially where there are three or four chain cut-price jewelry 
stores. 

We maintain a high grade establishment, carrying fine 
quality merchandise of standard product and are among 
the only jewelers in New Britain who do not advertise 
cut rate or discounts. The chain stores, and there are 
three or four in town that have come in within the last 
year or two, advertise to the extent that the people of New 
Britain have been paying altogether too much for their 
diamonds, watches and silver. “Come to us (the chain 
stores) and we will prove it to you.” This condition can- 
not be regulated by local or state organizations. The 
remedy will have to come through national legislation. 

When manufacturers of standard products, particularly 
watches, will state on form letters to jewelers throughout 
the country that they are selling direct to Sears-Roebuck, 
Montgomery-Ward and others and they, in turn, advertise 
from 20 per cent to 30 per cent reductions on these stand- 
ard watches and other standard lines, what earthly show 
does a respectable and legitimate jeweler have in face of 
these conditions? The jeweler no sooner is rid of one evil, 
and I refer to the auctions and the bootlegging jobber, 
than the conditions appear that I have spoken of above. 
Personally, I have given a great deal of my valuable time 
and service to try and better conditions in the jewelry 
business, but it seems almost to be in vain, and I am get- 
ting to a point where I don’t care a hoot what does happen. 
Do not get the impression that I am pessimistic—far from 
it. 

There are diamonds coming to New Britain right along 
from a jobbing house in New York who are advertising 
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themselves as “Diamond Cutters for the American People.” 
“Why pay high prices?” I have had several of these stones 
brought here for appraisal in the original papers. If it 
were possible to get rid of the bootlegging wholesaler and 
jobber, we may be able to predict what the conditions 
would be for the legitimate jeweler in the future, but as 
long as these conditions do exist, and I am afraid they are 
going to be even worse than better, no one is going to 
prophecy business conditions in the jewelry line for the 
future. This is the way I feel at the present time. Per- 
haps it may be the effect of the weather or my liver. 

GEORGE H. DYSON. 


*% % 


E. C. Mayo, President and General Manager, The 
Gorham Mfg. Co., Sees Nothing Unfavorable on 
Business Horizon 


As far as I can see from a review of the present situa- 
tion there is nothing of an unfavorable nature in the 
picture for the first six months of 1929. 

What we can expect of the last six months is too early 
to forecast, and as the profits of all jewelers depend more 
on the last six months than on the first six months, it is 
apparent to me that it is at this time impossible to say 
what business may expect in the way of volume and profits 
for the year 1929. E. C. MAyYo. 


* &¢ 


C. R. Gardinor, President, International Silver Co., 
Expects Year to Show Large Volume and 
Better Profits 


I believe the year 1929 will be a year of large volume 
and better profits. Conditions, in my opinion, were never 
better for good business. There is a decided trend to 
step up in quality and prices, which should be of interest 
to the retailer, but to have business, we must get it. 

C. R. GARDINOR. 


* * * 


De Forest Hulburd, President, Elgin National Watch 
Co., Tells Why Reputable and Enterprising 
Jewelers Will Have a Profitable Year 


It is our opinion that the watch business should be 
good this year. We are looking forward to a good general 
business and if this proves to be a fact, the watch and 
jewelry business should prosper also. There does not 
seem to be any indications—at any rate right now—of 
anything which would harm business; and on the other 
hand, political and social developments are favorable. 

I would hesitate to make suggestions to retail dealers, 
since not being a retailer myself I do not pretend to know 
their business as well as they do. Looking at it from an 
outside standpoint, however, there are two or three things 
which seem rather apparent. For one thing, I would think 
it would pay retail dealers to connect up their local 
advertising with the national advertising done by manu- 
facturers of proved integrity and world-wide reputation. 
It has also been rather noticeable that the retailers who 
have made the best success are those who have attended 
strictly to their own business and not spent a large amount 
of time criticizing and complaining about the business 
methods of others. 

In the retail jewelry business more so than in almost 
any other business, a reputation for alsolute integrity, 
fairness and the highest business principles is essential; 
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and the dealer who adds to these things real ingenuity 
and aggressiveness in selling and advertising will surely 
have a profitable year. DE FOREST HURLBURD. 


* + 


Charles F. Miller, President, Hamilton Watch Co., 
Lancaster, Pa., Sees Great Opportunity for 
Enterprising Jeweler 


My opinion as to the prospects for trade in all lines for 
1929 is this: There never was a time when the enter- 
prising jeweler could push his business with more assur- 
ance of success than the present. In the watch line he 
can build up a business in American watches with a 
positive guarantee of quality which, together with fair 
profit, make up the foundation for permanent business. 

CHARLES F. MILLER. 
* * * 


Rawson L. Wood (J. R. Wood & Sons), New York 
City, Offers Some Advice for Success 


The next few years, it appears to me, are destined to 
be years of greater prosperity for all of us. The new 
administration is heartily in accord with business and will 
do everything possible to stimulate it. It is the work of 
the jeweler to take advantage of this opportunity and to 
make for himself a greater and finer place in the world 
of business. To every jeweler I wish the full measure of 
success in the years to come. 

The problems of the jewelers are the same problems 
which confront the other merchants of the country and 
they must be met in a forceful and intelligent way. There 
are quantities of business to be had but each man must 
put his shoulder to the wheel, and realizing the needs and 
the conditions of his own community, work to bring him- 
self greater business and greater success than ever before. 
He must realize that the competition of today is not so 
much with his fellow jeweler as it is with hundreds of 
other fields and other interests and that he must, as other 
interests have done, make his community “jewelry con- 
scious” if he is to succeed. In a general way, I should 
like to point out what I feel are the important problems 
in establishing this jewelry consciousness. 

Advertising is one of the essentials, and by this I do 
not mean newspaper advertising only, but everything that 
tends to bring the voice of the jeweler to the public ear. 
A place should be found for this advertising in the budget 
of every jeweler and used intelligently, the expenditures 
will reap a harvest many fold. I believe it should include 
newspaper advertising, direct mail pieces of various kinds, 
attractive window displays—in a word, everything tending 
to attract attention to jewelry. Style makes an excellent 
theme for advertising. The use of these various mediums 
over a period of time cannot help but establish, to some 
degree at least, a jewelry consciousness, the importance 
of which cannot be over-estimated. 

Finally, much importance may be attached to proper 
buying by the jeweler. Style and quality are difficult to 
over-emphasize, and for these the jeweler should look to 
the reliable houses whom he knows to be his friends and 
who will help him make friends in his community. 

In the final analysis, the jeweler must be dependent on 
himself. He must face his problems boldly and bravely. 
Experienced aid is always at his right hand, and he must 
use it to the best advantage. 

Again, I wish high success to every jeweler and to THE 
JEWELERS’ CIRCULAR. I am pleased to extend the con- 
gratulations of J. R. Wood & Sons and to add my warmest 
personal congratulations on this your 60th anniversary. 

RAWSON L. Woop. 
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Sydney Y. Ball (Norris, Alister-Ball-Bridges Co.), 
Chicago, Urges Jewelers to Follow Example of 
Automobile Trade 


During the past 30 days you have all read many résumés 
of 1928 business . . . and predictions on 1929 . . . from 
men outstanding in national affairs. The figures that im- 
pressed me the most were given in Arthur Brisbane’s syn- 
dicated column, indicating that the 1928 income of the 
people of the United States was substantially $20,000,000,- 
000 in excess of expenses! . 

This large margin of “spending money” is the financial 
basis for our present unprecedented stock market activity, 
record-breaking automobile sales, better living conditions, 
more travel and education, greater sums in savings banks. 

Each one of these large money factors evidence that we 
have more money to spend than ever before. Our jewelry 
trade problem is, how to secure a more representative 
share of the public’s spending money. 

The best general suggestion that can be offered our trade 
is to take its sales inspiration from the most dramatically 
successful industry in our history—that is, from the auto- 
mobile business. Automobile trade shows and tremendous 
advertising campaigns have prepared the way for the auto- 
mobile salesman to go out after the business aggressively 
and continuously. These people have been able to educate 
the present generation to pay spot cash for repair work. 

Now the jewelry trade conducts shows, and many of its 
important manufacturers are carrying on magnificent ad- 
vertising campaigns, with every kind of dealer help offered 
for the asking. The jewelers must cooperate with the 
trade leaders as whole-heartedly as the local automobile 
man works with his people, if the jewelry business is to 
figure in the competition for the “American dollar’! But, 
cooperation with manufacturers’ efforts is not enough. 
The retail jewelers need to go out after business same 
as salesmen for automobiles, radios, washing machines, 
ice boxes, etc. Installment watch dealers have in the past 
few years demonstrated that the modern generation can 
be sold jewelry store merchandise by adopting and adapt- 
ing the methods now so successfully used in the conspicu- 
ously profitable industries. 

The people have the money to spend in 1929. The jewel- 
er’s best slogan for the year is “GO OUT AFTER IT”! 


SYDNEY Y. BALL. 
* * * 


Melville Untermeyer (Untermeyer-Robbins & Co.), 
New York, Sees Big Opportunity for the 
Progressive Retailer 


I am firmly of the opinion that there is no better way 
of merchants keeping themselves before the buying public 
than through good and judicious advertising. The fact 
that certain articles in the jewelry line are in demand at 
different periods of the year gives the retailer the oppor- 
tunity of properly presenting these items to their custom- 
ers through varied forms of advertising. 

Another encouraging sign for the future of this indus- 
try is that jewelry is being worn more extensively at 
present than for some time past. I cannot help but feel 
that the genera! prosperity of this country will be reflected 
in this industry, but it will depend upon the individual 
retail merchant to get his share of it. 

MELVILLE UNTERMEYER. 
+ * * 


Harry Wachenheimer (Wachenheimer Bros., Inc.), 
Providence, R.1., Gives Brief Formula for Success 


The following is what we believe are the conditions that 
may be applied for business for this year: 
The prosperity of the jewelry business which has been 
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so evident in 1928 will continue indefinitely for those 
manufacturers, wholesalers and retailers who have made 
themselves efficient. 

Each one in our craft must appreciate that jewelry, ir- 
respective of the quality, should be properly designed, 
properly executed and properly priced, to which the con- 
sumer, who is the only judge, will respond. 

Only by preparing ourselves to render service to meet 
conditions of turnover of merchandise and cooperating 
with those with whom we desire to do business, may we 
expect to participate in the unprecedented indicated de- 
mand for jewelry. 

We have advertised for many years to the trade in gen- 
eral “Buy as you need. Reorder as you sell. But—always 
be prepared,” which policy we believe, if properly followed, 
will be of assistance to everyone in our craft. 


HARRY WACHENHEIMER. 
* * * 


E. A. Kiger (C. A. Kiger Co.), Kansas City, Mo., Sees 
Bright Outlook in Middle West and Urges 
Emphasis on Styles 


The outlook for 1929 throughout the mid-western sec- 
tion of the United States is particularly bright. We 
believe that most jewelers cleaned out their stock un- 
usually well at Christmas time. This was done in spite 
of the “flu” epidemic which was so prevalent throughout 
this section last December, and according to reports we 
get, December would have been the biggest year since 
war times had it not been for this epidemic, and even in 
spite of it most jewelers enjoyed a mighty nice Christmas 
trade. 

This we believe is but the forerunner of an unusually 
nice business for the next two years. The unusual amount 
of snow which this territory has had during the past 
six weeks is assuring farmers of large crops this summer, 
and as this section is primarily agricultural, large crops 
mean big business. 

In our opinion, therefore, the middle or the latter part 
of 1929 will show fine results for the jewelers who are 
on their toes. 

You ask what we would suggest that retailers do to 
increase their business during 1929. Our answer to this 
is STYLE, STYLE, STYLE. If the jewelers will only 
clean out their old stock through the mediums or sales, 
melting pots, etc., and keep up with the change of fashions 
and style, they will do a big business. 

In the old days, jewelry did not change much and styles 
were not important. Today, however, the jeweler has to 
be just as much of a style merchant as does the clothier. 
His windows must be “classy,” his store must be classy and 
the merchandise in it stylish and new. This means that 
he must purchase in smaller quantities and more often 
and, above all, he must be on the alert and keep up with 
the fashions and to see that his jewelry reflects the 
newer styles. 

E. A. KIGER. 


* + 


N. J. Stern (Stern Bros. & Co.), New York, Suggests 
Proper Financing for Retailers’ Expansion 


In my opinion, the main problem at the moment of the 
diamond importers and cutters is to eliminate smuggling. 
The problem of the legitimate retailer is to have an organ- 
ization similar to the General Acceptance Company or 
other important finance companies, who will finance their 
customers’ paper on diamond merchandise from $500 
and up; allowing the retailer to compete thereby with the 
automobile, talking machine and other well organized 
industries. 

N. J. STERN. 
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PATTERSON & STARKE 
65 Nassau Street New York 


SAPPHIRES EMERALDS 
BOUTON PEARLS SEED PEARLS 
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Jf JEWELRY SAMPLE CASES 


Now is the time to anticipate your 
requirements in Traveling Equip- 
ment for the coming year. 






We have illustrated here two of the 
most practical and reliable cases for 
Jewelry Travelers. 





No. 2121-S Two Stack Case . . 
Information and prices on request. — 
Equipped with Sesamee Lock f P : No. OA Leather Telescope 


RUECKERT MANUFACTURING CO. 
162 CLIFFORD STREET PROVIDENCE, RHODE ISLAND 








THE BALTIC AMBER CO. 
Finest Genuine Amber 


Necklaces Largest Line 


and of 
Chokers Cigarette Holders 


Handsomely Boxed 
Finest Faceted Amberlite 
105 WEST 40th STREET NEW YORK 











yA Complete Line of Colored Stones » 


For Jobbing Purposes 


E can supply all of your colored stone require- not “turning over” fast enough .... set one of our 
ments, giving your order every attention as to stones in each, and you will have new appeal and 


careful selection and prompt delivery. MAIL attractiveness that will sell on sight. 
ORDERS GIVEN PROMPT AND CAREFUL Fr 

ATTENTION. Our prices can be equalled, but not { ee ee ee ee oe I 
bettered. LEVERE COMPANY 
There is another feature—our facilities for cutting Importers and Cutters of 


PRECIOUS, SYNTHETIC and IMITATION STONES 
562 FIFTH AVENUE NEW YORK 
Downtown Office — 94 Canal Street, New York i 


stones, engraving and incrusting ... . in perfect, 
artistic style. 


i * suggestion: if you have a stock of rings that are 
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Charles T. Dougherty (Charles T. Dougherty Co., 
Inc.), New York, Urges More Attention to Pearls 


If the business of the past three months and the number 
of inquiries so far this month is any indication, 1929 
should be a banner year. 

The jeweler of the country above the average, does not 
give enough attention to pearls, which is a profitable end 
of the business when he gets it coming. When a pearl 
necklace is sold, additions for birthdays and anniversaries 
are in order and brings in continuous business, after it is 
started. CHARLES T. DOUGHERTY. 

* * * 


W. H. Cooper (S. H. Clausin & Co.), Minneapolis, 
Minn., Sees Dawn of New Era in the Northwest 


Trade conditions in general throughout~ the North- 
western territory seem to be upon the dawn of. a new era, 
and what we should and do expect for 1929. With the 
starting of the new year the improvement over 1928 seems 
evident. 

It is up to the entire industry, manufacturers, whole- 
salers and retailers, particularly retailers, on account of 
their greater majority, to get behind our industry and 
take a more active part in legislation along with dealers 
in other industries. 

One act of legislation should be given particular atten- 
tion at the present time, “Resale Price Legislation,” which 
will enable manufacturers to combat the evils that are 
brought upon us because we have no legislation to protect 
us. If the more than 20,000 retail jewelers throughout 
the United States would get in communication with their 
Senators and Representatives, the legislators would wake 
up to the fact that we have a live industry. The jewelry 
trade is more in need of protection than any other indus- 
try at this particular time. W. R. COOPER. 


* * *% 


Albert L. Ellbogen (Stein & Ellbogen Co.), Chicago, 
Looks for Extreme Activity and Advises 
Hard Work 


The outlook for 1929 in the section of the country that 
we serve is extremely favorable, and we look for increased 
activity for the next six months. 

During 1928 the average retail jeweler limited his pur- 
chases, and as a result stocks are generally low. This is 
partly thé result of new methods in merchandising where 
that newer factor, style, is the predominant feature; and 
by making small but frequent purchases the dealer has 
been able to keep. pace with the style trend and at the 
same time obtain the desired turnover. 

Progressive jewelers not only use show windows, but 
the entire store and every possible means to properly 
display their wares. Some jewelers are using other lines, 
such as perfumes and cosmetics, to increase their sales, 
and it might be of interest to others. 

Possibly the best way for us all to increase our busi- 
ness is by hard work, and I know of nothing that can 
take its place. 

ALBERT L. ELLBOGEN. 
Benjamin S. Kats (Katz & Ogush, Inc.), New York, 
Sees Increasing Sales in Fine Diamond Jewelry 


Judging by our own business this month, we are jus- 
tified in the belief that this year should see sales ahead 
of last year with the wide-awake, modern, up-to-the- 
minute jeweler. 

The tendency is toward better merchandise continuously 
and more wholesalers and retailers, in order to give them 
a stable business, will have to confine their purchases, in 
our opinion, to the better type product from the larger 
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manufacturer, who is in a position not only to sell them a 
quality product at a reasonable price but is also in a po- 
sition to render them the kind of service that they must 
have in order to be the factors that these retailers must 
be in their own communities—which really are jewelry 
counselors. 

There seems to be quite a demand for merchandise with 
fancy diamonds both in popular price and in fine goods. 
While the demand still remains for all-diamond merchan- 
dise, we are now selling a bigger percentage of our mer- 
chandise combined with fine emeralds than we have in the 


last few years. BENJAMIN S. KATz. 
* * %* 


A. S. Hamlin, Treasurer, Seth Thomas Clock Co., 
Thomaston, Conn., Looks for Growth in Clock 
Sales 


Nineteen twenty-nine business has started in a manner 
that inspired confidence in the general belief that this year 
will be an excellent one. Clock sales in a great percentage 
of the jewelery stores are showing a healthy and sub- 
stantial growth. Jewelers who emphasize clocks as a 
prominent part of their business find their clock depart- 
ments a valuable attraction to customers. 

With the growing interest in the decorative value of 
clocks the jeweler who features this part of his business is 
holding the public’s interest throughout the year. Al- 
though clocks represent favorite gift purchases, many 
jewelers find this line extremely valuable between seasons 
in reaching home owners who might otherwise spend 
their money for furniture, pictures and other decorative 
articles. A. S. HAMLIN. 

* * * 
Arthur A. Everts (Arthur A. Everts Co.), Dallas, 

Tex., Gives Seven Rules for Success in Business 


Prospects are excellent for good business in Texas in 
1929 for the fellow who goes after it. 

Vital needs to increase business this year will be: 

(1) Organize local jewelers clubs. 

(2) Plan united and aggressive publicity and modern 
merchandising methods to meet our real competitors of 
other lines. 

(3) Reduce stocks materially, increasing turnovers. 

(4) Our displays, salesmanship and advertising must 
create a great desire for our merchandise in the heart 
of the public. 

(5) Change well illuminated windows daily, making 
them tell the stories of our merchandise, and sell eco- 
nomically. 

(6) Keep people in our stores through popular priced 
merchandise. 

(7) Educate sales force continually. 

ARTHUR A. EVERTS. 
* * * 
Francis A. Keating (The Grogan Co.), Pittsburgh, Pa., 

Says Retailers Should Prepare for One of the 

Best Years 


It is my firm belief that during the year 1929 retail 
jewelers should be prepared for one of the best years the 
country ever saw. Business conditions seem to be settled, 
unquestionably much money will be spent in the luxury 
trades; however, we must all be prepared with stocks of 
goods which appeal most strongly to those people who have 
money to spend. America is just coming into her own and 
everything fine and worthy will have an appeal to the 
buying public. 

Our past year was one of the most successful in our 
history and was largely due to our adhering strictly to the 
finer class of merchandise. 

FRANCIS A. KEATING. 
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To be really modern 


costume jewelry must be colorful 





NECKLACES 


of genuine Rose Quartz, 


EARRINGS 
Topaz, 





BRACELETS 


Carnelian, 
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321 Fifth Avenue — New York 


Specialists in Costume Jewelry of genuine stones. 






























ORIGINAL 
IDEAS 


Jewelry Designer 


Studio— 





56 West 45th Street 
NEW YORK 






























J. N. PROVENZANO 


Established 1877 


MANUFACTURERS OF 


FINE JEWELRY 


Modern, Antique, Carved and Etruscan 


Jewelry Repairing a Specialty 


29 West 38th Street 


New York City 






































DISPLAYS of ALL KINDS 
at LOW PRICES 
Display Stands Stock Trays 
Polished ‘tp to Cases and Trays 
Match Your to Order 

Showcase 


Write for particulars 


Manufacturers 


29 W. 15th Street, New York 











——— ———$—$—$—$——— 


ART JEWELRY CASE CORP. 

















a —  — 





february 21, 1929 


W. J. Buffington (C.D. Peacock, Inc.), Chicago, Sees 
Hope in Proper Curtailment of Credits 


We believe present conditions indicate a prosperous year 
for the dealer who keeps within the bounds of conservatism 
and watches every department of his business carefully. 

Service and quality, rather than price, should be the 
dominant note. 

Such a merchant should have a normal increase. 

He should not strive for volume at the expense of profit, 
for in the final analysis neither the individual merchant 
nor the trade in general can profit unless the balance sheet 
at the end of the year reflects a good, sound inventory, 
clean customers’ accounts, creditors paid, and a reasonable 
return on the investment. 

The greatest menace to the retail jeweler, to our minds, 
are the manufacturers, wholesalers, and notably the loose 
diamond houses—many of them among the most outstand- 
ing in the trade—who, in their desire for volume, throw 
caution to the winds and give credit with most disastrous 
results. 

This is reflected in a reeent statement in THE JEWELERS’ 
CIRCULAR that out of 631 failures in the trade last year, 
390 were retailers, and that of the total number only four 
per cent were entitled to first credit, eight per cent second 
credit, and the remaining eighty-eight per cent to only 
limited credit, and no one knows of the eighty-eight per 
cent how many should have had no credit at all. 

This is a terrible indictment of the credit intelligence of 
the houses involved. 

It is high time they should quit the banking business, 
and leave that function to the banker. 

The wise retailer should use every caution to patronize 
only such houses as are careful in this respect. 

W. J. BUFFINGTON. 


* 


Carl F. Walk, (Julius C. Walk & Son) Indianapolis, 
Ind., Believes Retailers’ Salvation Lies in Fine 
Jewelry and Not “Junk” 


We are of the opinion that constructive suggestions may 
be the result of answers to your questionnaire sent to trade 
leaders in various sections of the country. We are hopeful 
of valuable hints and, even, criticism. 

We believe that a very large percentage of retail jewelers 
in the country will admit that we have experienced most 
trying years since 1922 or 1923. 

Speaking of our firm, we are optimistic for 1929. We 
closed December, 1928, showing an increase of 3.90 over 
December, 1927. We regret we can offer no suggestions 
for improving conditions, for building up sales, reducing 
overhead, for quick turnover of stock, and ever so many 
other things that enter into the spelling of success or 
failure of a concern, be it large or small. 

We do believe great injury to high-grade stores, and 
the loss of business in many lines, is the result of payment 
ads, particularly those ads carrying a “bait’’ proposition; 
the “giving” of a radio bench, a live canary bird and other 
articles, price say $5.00, with a ring at $15.30. 

We also believe that the failure to recognize the com- 
bined purchasing power of the larger department stores 
as a prohibitive factor in attempted competition in their 
chosen field (costume jewelry, cheap plated ware, inexpen- 
Sive gift items, etc.), has been the contributing factor to 
many a loss in the last few years. The jeweler must con- 
centrate his capital and merchandising efforts on fine 
jewelry—and not on “junk.” Distinctive and intelligent, 
high grade advertising, will no doubt, aid us in our at- 
tempts to capture volume in quality lines. 

CARL F. WALK. 
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Julius A. Young (H. Morton Co.), Oakland, Cal., Is 


Pessimistic 


To be perfectly frank, I cannot offer any sane views 
on the subject except to watch and pray for the best. My 
personal views are that there is very little hope for much 
improvement in the jewelry business until the general 
public get out of the stock market. 


JULIUS A. YOUNG. 
* * * 


William G. Thurber (Tilden-Thurber Corp.), Provi- 
dence, R. I1., Sees Fair Prospects for 1929 


It is our opinion that prospects in the jewelry line in 
this locality are fair and we anticipate a business slightly 
above 1928 for the spring season. 

Collections at the present time are running somewhat 
better than a year ago. 

We believe that the retailers are and have been doing 
everything possible to increase their business for the past 
several years, and do not know of any one oer two out- 
standing new ideas that can be adopted to accomplish this 
result other than to push stronger than ever the methods 
that have been used in the past. 

W. G. THURBER, Treas. 


* * * 


A. N. Slavick, President, Slavick Jewelry Co., Los 
Angeles, Cal., Urges Cooperative Effort to 
Educate Public 


It is now a little early to make any forecast for busi- 
ness in 1929, but we are in hopes of an early improvement. 

To increase the jewelry business, we strongly urge a 
cooperative movement between importer, manufacturer, 
wholesaler and retailer, and all their employes, to create 
in the public mind a desire for jewelry. 

A. N. SLAVICK. 
S. H. Florsheim (Chas. S. Stifft Co.), Little Rock, 
Ark., Urges Dealers to Educate Customers 


We feel that conditions in our section would indicate 
prospects for improved business during 1929. 

It behooves the retail jeweler to go after business much 
more aggressively than ever before, so as to try to secure 
at least some of the trade which of late has been going 
to department and other stores. 

An attempt should be made to create a desire in the 
minds of the public generally for merchandise which the 
jeweler has for sale. This could be done through a national 
organization, backed up by local effort. 

Chas. S. Stifft Co., 
S. H. FLORSHEIM, 


Vice-President. 
* * * 


John W.. Sherwood, President, Solidarity Watch Case 
Co., New York, Sees Bright Future for Quality 
Merchandise 


We are most encouraged at the turn business is now 
taking and have every reason to feel that 1929 will be a 
good year for the fine watchcase trade. 

I think the retail jewelers will find an opportunity to 
increase their business satisfactorily by stressing quality 
merchandise as the public is beginning to realize, more 
and more, that it is best to purchase a really good article 
and is becoming willing to spend a little more to get 
quality and satisfaction, than has been manifest in the 
past. Here is where the real jeweler has his opportunity 
to build up his trade along lines that disregard the price 


appeal. 
JOHN W. SHERWOOD. 
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Wholesale ‘Distributor of 


ONEIDA COMMUNITY 
SILUERWARE 


Complete stocks of all active patterns 
37 South Wabash Ave. 


CHICAGO. 
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The FLORENTINE Wedding Ring | 
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Made in Belais 18K White Gold or Platinum | 





Ask your wholesaler to show you this With or without Diamonds | 
ring or write us direct for samples and | 
give us the name of your wholesaler. Compare Quality and Workmanship | 


THRU YOUR WHOLESALER 


PARAMOUNT WEDDING RING CO., 159 N. State St., Chicago, IIL. 
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Ask Lower Duty on Gems 





Diamond Trade Tells Ways and Means Committee That Reduction of Ten Per Cent Is the Only 
Way to Curb Smuggling—Government Collecting on Only 50 Per Cent of Diamonds 
Brought in—Customs Figures Show Less Carats Imported Than in 1913 Despite 
Increase in Sales Here—Professional Smuggling on Basis of Six to Eight Per 
Cent of Cost—Changes Suggested in Text of Pearl and Precious Stone 
Clauses—Diamond Workers’ Union Supports Importers Conten- 
tion—Imitation Stone Importers Heard 


WASHINGTON, D. C., Feb. 16.—The 
plea made by gem importers and deal- 
ers for protection against smuggling by 
reducing the duty on cut stones and 
pearls from 20 to 10 per cent and plac- 
ing rough stones on the free list was 
presented to the House Ways and Means 
Committee at a special session this after- 
noon. The argument made by the trade 
that this is the only way that smuggling 
can be curbed effectively was first pre- 
sented to a subcommittee of the Ways 
and Means Committee a year ago. At 
that time the committee’s work pertained 
only to customs administration and the 
proposal for a change in the rates of 
duty could not be considered. It was 
plainly evident at today’s hearing that 
the members of the committee under- 
stand the chaotic condition caused by 
commercial smuggling operations and 
that they are in accord with the method 
proposed by the trade to put a stop to 
this nefarious practice. 

The plea made by the precious stone 
industry, for whom Walter N. Kahn, of 
New York city, as chairman of the tariff 
committee, was the spokesman, was 
heard with great interest by the com- 
mittee because the protection sought at 
the hands of the tariff-making body is 
not against foreign competition in its 
usual form but against a competition 
far more insidious and injurious—that 
of the organized commercial smuggler, 
which every year is making deeper in- 
roads into the prosperity of the legiti- 
mate importer and dealer. Mr. Kahn 
made it plain at the outset of the hear- 
ing that the dealers in diamonds, pearls 
and precious stones are seeking the tariff 
reductions not because they consider the 
20 per cent duty too high from an 
economic standpoint but solely for the 
reason that this duty cannot be effec- 
tively collected and is the cause of the 
widespread smuggling which is playing 
havoe with the industry. 


SMUGGLING THE ONLY REASON FOR ASKING 
10 PER CENT DUTY 


Questioned in this connection by Rep- 
resentative Crowther, Republican, of 
New York, Mr. Kahn stated that if it 
were not for the smuggling evil the in- 
dustry would not object to the imposition 
of any tariff that is short of being pro- 
hibitive. Representative Crowther sug- 
gested, for the purposes of argument, 
the substitution of an excise tax for the 
tariff duty but Mr. Kahn replied em- 


phatically that the application of such 
a tax should be avoided. He expressed 
the belief that the 10 per cent reduction 
proposed in the tariff rate will dis- 
courage organized smuggling. While 





WALTER N. KAHN, CHAIRMAN OF THE 
TARIFF COMMITTEE 


the little fellow operating as an indi- 
vidual may still persist in running dia- 
monds into the country, his operations 
are on such a small scale, said Mr. 
Kahn, that they are not troublesome. 


ONLY FIFTY PER CENT OF IMPORTS PAY 
DUTY 


To give the committee some conception 
of the large scale on which smuggling 
of precious stones, particularly dia- 
monds, is conducted, Mr. Kahn referred 
to the startling testimony given at the 
hearing in January, 1928, by George 
Messersmith, who was then Consul Gen- 
eral at Antwerp. Mr. Messersmith had 
occupied that position at the seat of the 
European diamond-cutting industry for 
cight years and had investigated thor- 
oughly the nature and extent of smug- 
gling operations. Mr. Messersmith 


stated at that hearing that at least 50 
per cent of the diamonds which come 
into this country every year are being 
smuggled. Mr. Kahn admitted that that 
sounded like an extravagant statement 
but he assured the committee that it is 





only too true and followed with a pre- 
sentation of the facts. 


LESS DIAMONDS GO THROUGH CUSTOMS 
NOW THAN IN 1913 


“In 1913, when the rate of duty on 
cut diamonds was raised from 10 per 
cent to 20 per cent and before the smug- 
gler had begun his nefarious opera- 
tions,” he said, “the imports were some 
$37,000,000. Prior to 1919 no record 
was kept of the number of carats im- 
ported but it is not difficult to compute 
this figure for 1913 with a fair degree 
of accuracy. In 1927 when the imports 
amounted to some $52,000,000 the num- 
ber of carats represented by this amount 
was 682,666. The Diamond Cutters As- 
sociation has submitted figures to me 
showing that the cost of rough diamonds 
in 1927 was fully two and one-third 
times that of 1913 and the cost of cut 
stones has advanced in the same pro- 
portion. It is therefore easy to figure 
out that the 1913 imports amounted to 
about 1,140,000 carats. In other words, 
the number of carats passing through 
the customs has decreased by over 450,- 
000 carats. 

“Tt is a matter of common knowledge,” 
said Mr. Kahn, “that the United States 
is consuming probably 80 per cent of 
the world’s output of diamonds today— 
a far greater proportion than in 1913 
when Russia, Central Europe and the 
Orient were important users. The ques- 
tion then arises—how does the world 
output of 1913 compare with that of 
1927? I have requested and obtained 
confidential figures which I have sub- 
mitted to the Tariff Commission showing 
that the 1927 output of the London 
Rough Diamond Syndicate, whose sales 
can be taken as a criterion, exceeded 
those of 1913 by fully 20 per cent and 
for the three years, 1926, 1927 and 1928, 
they were 45 per cent greater. 

“Taking the minimum figure and dis- 
regarding the increased use of diamonds 
in this country, we find that instead of 
450,000 carats less, at least 20 per cent 
more diamonds came to the United 
States in 1927 than in 1913—or a total 
of at least 1,368,000 carats. This is 
exactly double the number of carats 
regularly entered through the customs 
and furnishes a sound proof that one 
diamond is smuggled for every one regu- 
larly imported. I have used the 1927 
figures because the complete 1928 figures 
are not yet available, but the 1928 fig- 
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ures for 10 months seem to indicate a 
still greater falling off in the imports 
of cut diamonds, whereas it is safe to 
say that the prosperity of 1928 brought 


with it a greater demand for this 
article.” 
Having spoken of carats in rather 


large figures, Mr. Kahn was _ inclined 
to wonder whether the members of the 
committee realized the actual weight of 
diamonds. For the committee’s en- 
lightenment on this point he estimated 
that the weight of the entire diamond 
imports passing through customs in 
1927, was the equivalent of 301 pounds 
avoirdupois. In other words, he said, 
it would be possible to put a year’s 
imports of this commodity under the 
back seat of any one of the thousands 
of small cars which daily cross the 
Canadian frontier without even causing 
the springs to sag. Thus, said Mr. 
Kahn, you can picture how simple it is 
to introduce clandestinely smaller quan- 
ties into the country over the thousands 
of miles of frontiers and seaboards. 


SOME STARTLING EXHIBITS 


Mr. Kahn carried on his person dia- 
monds having a value of approximately 
$50,000. At any rate, if they were paste, 
he did not, disabuse the committee’s mind 
on this point. From an inoffensive look- 
ing fountain pen Mr. Kahn produced 25 
carats of diamonds worth, he said, from 
$12,000 to $15,000 in the aggregate. Its 
capacity, however, was limited as com- 
pared to that of a cigar lighter from 
which Mr. Kahn shook out on a sheet of 
paper 100 carats of stones worth from 
$30,000 to $40,000. 

After this demonstration the ease with 
which diamonds can be carried was ap- 
parent to the committee and Mr. Kahn 
did not further enumerate the endless 
ways in which diamonds may be hidden 
nor describe the apparent vocations of 
the multitude of persons engaged in 
carrying them. Customs men cannot 
give every traveler an examination so 
minute as to discover these small pre- 
cious gems because, he explained, right- 
ful protests of indignation that would 
result from such an indignity would be 
heard in Washington in no time. 


SMUGGLERS PAY FROM SIX TO EIGHT 
PER CENT 


“We claim most emphatically that the 
only way in which this smuggling of 
some $50,000,000 worth of gems a year 
can be stopped is by reducing the rate 
of duty to a point where it is unprofit- 
able to smuggle,’”’ Mr. Kahn stated. “The 
smuggling from Europe is an organized 
industry not confined to any particular 
ring. Any diamond merchant can find 
individuals in Antwerp or Amsterdam 
who will guarantee delivery of the 
stones for a fixed charge of from 6 to 8 
per cent on the value. These individuals 
are always bonded and the merchant 
who is to receive the gems takes prac- 
tically no chance whatever. Often he 
does not know how or by whom his 
merchandise is brought in and he has 
an alibi which is hard to shake. By this 
method he is able to undersell the honest 
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merchant by 12 to 14 per cent and he 
will continue to do so,” Mr. Kahn as- 
serted, “as long as the 20 per cent rate 
supplies the temptation to smuggle. 
With the rate reduced to 10 per cent, as 
we urge and pray, smuggling will be- 
come unprofitable and this we claim is 
the only way in which it can be effective- 
ly curtailed.” 


COMMENDS WORK OF DIAMOND SQUAD 


Mr. Kahn referred in commendatory 
terms to the diamond squad. “In spite 
of the very fine work that these men 
are doing under their able chief, we 
know,” said Mr. Kahn, “and I think Mr. 
Roberts will agree—that they cannot 
make a very appreciable dent in the 
smuggling industry. We cannot change 
human nature and some smuggling 
would continue even under the lower 
tariff suggested. To combat this and 
the huge amount of so-called tourist 
smuggling the services of this squad 
would still be essential and the sums 
recovered from its seizures would yield 
a handsome return to the Government 
on the amount invested in its mainte- 
nance.” 


AMERICAN CUTTERS NEED TEN PER CENT 
DIFFERENTIAL 


Mr. Kahn did not discuss the views 
of the skilled diamond cutters, whose 
position was made clear by Andries 
Meyer, of Brooklyn, N. Y., president 
of the Diamond Workers Protective 
Union of America. It stands to reason, 
said Mr. Kahn, that owing to higher 
costs of labor, rent and cost of doing 
business, their employers, the American 
diamond-cutting firms, must be _ pro- 
tected. To this end, he said, the mainte- 
nance of a 10 per cent differential is 
essential, which means, if the duty on 
cut stones is reduced to 10 per cent, 
that rough precious stones must be put 
on the free list. A differential greater 
than 10 per cent is not sought, Mr. Kahn 
explained, as this would necessitate a 
higher impost on the cut stones, which 
is most to be avoided. 

Regardless of the rate on the finished 
product, Mr. Kahn stated that the raw 
material should be put on the free list 
for economic reasons. On this point, 
he referred the committee to the brief 
filed by industry’s tariff committee, in 
which it is stated that as practically no 
rough diamonds are found in the United 
States, there is no necessity for protect- 
ing the raw material which is the basis 
of the American diamond cutting indus- 
try. With the smuggler practically 
eliminated by a 10 per cent duty on 
finished stones, the cutting industry is 
bound to grow, the brief declared. Rep- 
resentative Estep, Republican, of Penn- 
sylvania, inquired why Congress put a 
duty on rough stones. Mr. Kahn re- 
plied that it was imposed in 1913 for 
revenue purposes in the face of the 
opposition of the industry. 


FREE ROUGH WILL HELP CUTTING INDUSTRY 


“We cried ‘wolf’ vociferously, but were 
not heeded,” said Mr. Kahn. Represen- 
tative Estep remarked that doubtless if 
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rough diamonds are placed on the free 
list the amount of diamonds cut in this 
country would increase. Mr. Kahn re- 
plied in the affirmative and added that 
it would also create a larger market 
from which the American cutter could 
select his goods, thus removing the pre- 
sent inconvenience and expense of mak- 
ing a trip to London whenever the cutter 
is in the market. Mr. Kahn explained 
that London is the market for rough 
stones. He expressed the opinion that 
ithe tariff proposals submitted for the 
committee’s consideration may lead even- 
tually to the transfer of the rough 
market to this country. 


REDUCTION OF DUTY WILL MEAN NO LOSS 
IN REVENUES 


Concerning the matter of Government 
revenue from the diamond duties, Mr. 
Kahn declared that there would be no 
loss to the Federal treasury resulting 
from the reduction of the rate on cut 
stones as the regular imports would 
soon be doubled. A little more than 
$1,000,000 would be lost by putting 
rough diamonds on the free list but he 
expressed the belief that probably all 
of this, if not more, would be recovered 
in the form of income taxes paid by the 
honest dealers on profits which would 
revert to them, of which they are now 
being despoiled by the smuggler, who 
certainly pays no income tax at all. 

“Even if there should be a slight loss 
in revenue, which is not conceded, I 
cannot reconcile myself to the thought,” 
said Mr. Kahn, “that our Government, 
for the sake of a small amount of re- 
venue, would enact legislation which 
favors the criminal at the expense of the 
entire industry.” 


ANSWERS MANY QUESTIONS 


Mr. Kahn answered numerous ques- 
tions asked at random by members of 
the committee. In answer to a question 
by Representative Estep as to the range 
of sizes of diamonds smuggled, Mr. 
Kahn stated that probably all sizes are 
brought in by the carriers. The seizures 
made, he said, have contained stones 
up to one carat. Representative Crow- 
ther inquired whether any rough stones 
are smuggled. Mr. Kahn replied that 
there probably are some but that the 
amount is not sufficient to make any 
serious inroads into the legitimate busi- 
ness. Representative Crowther also 
asked whether the 10 per cent differen- 
tial is sufficient protection for the dia- 
mond cutter. Mr. Kahn stated that ex- 
cept for the three years under the Wil- 
son bill from 1894 to 1897, the differen- 
tial has always been 10 per cent. He 
said that it is the minimum differential 
under which the American cutter can 
operate but explained that no greater 
differential is sought as this would neces- 
sitate a higher duty on cut diamonds. 


THE DUTY ON PEARLS 


The reasons for including pearls in 
the proposal for a reduction in the duty 
from 20 to 10 per cent on precious and 
other genuine stones, cut but not set, 
under Par. 1429, was not referred to by 
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Mr. Kahn in his oral testimony before 
the Committee but are given in his brief, 
where it is explained that pearls, while 
technically an organic substance and not 
a stone, have always been placed and 
classified with precious stones, where 
they rightfully belong. The true or 
oriental salt water pearl is not found 
in the United States and therefore, 
would be amply protected by a 10 per 
cent tariff, the brief stated. With re- 
spect to fresh water pearls, which are 
produced in considerable number in this 
country, the explanation is made that 
they rarely compete with the oriental 


quality. 
Pearls are now referred to in Par. 
1429 as “pearls and parts thereof, 


drilled and undrilled, but not set or 
strung, 20 per centum ad valorem.” The 
tariff committee’s brief requests that 
this be changed to read as follows: 
“Pearls and parts thereof, drilled 
or undrilled, not set or strung as 
jewelry, or temporarily strung for 
facility of transportation and ex- 
amination but not in such a maoner 
as to be a complete article of jewel- 
ry, 10 per centum ad valorem.” 

The reason given for this recommend- 
ation is that a recent decision of the 
United States Court of Customs Appeals 
has had the effect of placing valuable 
gem pearls in the “bead” paragraph 
where they do not belong. The brief ex- 
plained that the case in which the rul- 
ing was made was on seed pearls tem- 
porarily strung. Due to its faulty 
presentation to the court, the fact that 
such pearls are used solely in the man- 
ufacture of jewelry was not brought out 
and the court’s decision placed them, as 
well as precious gem pearls, in the bead 
paragraph. 

The court’s decision necessitated a 
change in the procedure of entry. The 
importers now remove the _ precious 
pearls from the short strings on which 
they are habitually imported, thus keep- 
ing them within Par. 1429. The change 
recommended in the language of the 
paragraph would prevent any recur- 
rence of this question, and would not 
affect either the number of pearls im- 
ported or the amount of duty collected, 
the brief stated. 


ASK OMISSION OF WORD “SEMI-PRECIOUS” 


A change in the wording of the clause 
under Par. 1429 covering cut stones also 
is suggested by the tariff committee. It 
now reads: “diamonds, coral, rubies,, 
cameos and other precious and semi- 
precious stones, cut but not set, and 
suitable for use in the manufacture of 
jewelry, 20 per centum ad valorem.” 
On the committee’s recommendation this 
would be changed to read: “diamonds, 
coral, rubies, cameos and other precious 
stones and other genuine stones, cut but 
not set, and suitable for use in the 
manufacture of jewelry, 10 per centum 
ad valorem.” It will be noted that the 
word “semi-precious” is eliminated and 
the words “other genuine” substituted. 
This is recommended because the term 
“semi-precious” no longer has a distinct 
significance. The use of the term is 
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being discouraged in the industry and 
the belief is expressed by the tariff 
committee that the word “genuine” 
amply covers all stones. that would be 
entered under this clause. 


DIAMOND CUTTERS UNION SUPPORTS TARIFF 
CUT 


Eloquent testimony in support of the 
tariff proposals made by Mr. Kahn was 
given by Andries Meyer, president of the 
Diamond Workers Protective Union. 
Ten years ago, he declared, the domestic 
diamond-cutting industry gave steady 
employment to nearly 1000 men, while 
today perhaps half of that number suc- 
ceed in getting five to six months’ em- 
ployment in a year. He told the com- 
mittee that the remainder has been 
forced into unskilled trades. The pros- 
perous condition of the industry in Bel- 
gium presents a marked contrast as de- 
scribed to the committee by Mr. Meyer. 
Before the war in 1914, 3000 to 4000 
diamond cutters were employed in Bel- 
gium, he said. After the war there were 
some 3000 cutters employed and this 
number has increased during the past 
10 years to 20,000, most of whom are 
engaged in cutting diamonds for the 
American market. He declared that the 
prosperity of the Belgian has_ been 
gained at the expense of the American 
cutter under a tariff that provides a 
rich incentive for smuggling the cut 
stones into this country. 

Smuggling has created a condition, 
Mr. Meyer explained, that is not suscep- 
tible to adjustment between employer 
and employe. The workers cannot ask 
their employers for increased wages 
when the latter are confronted with de- 
molition, he declared. The very opposite 
is true, he said, as the cutters have 
been obliged to accept reductions in 
wages in order that the industry may 
survive. Mr. Meyer declared that the 
workers are heartily in accord with the 
plea made by the importers that the 10 
per cent duty should be taken off rough 
diamonds. He _ expressed confidence 
that the reduction from 20 to 10 per 
cent in the duty on cut stones would stop 
smuggling. Under the 20 per cent duty, 
said Mr. Meyer, smuggling is a bonanza 
not only for the smuggler but for the 
receiver of the goods in this country. 
Mr. Meyer stated that under a 10 per 
cent tariff on cut stones the smuggler 
would have no advantage at all. 

Mr. Meyer urged the tariff reduction 
proposal upon the committee on the 
ground that it would not only provide 
employment for a vanishing race of 
skilled artisans but would give the dia- 
mond-cutting industry a chance to ex- 
pand in normal proportion with the 
growth of the market for diamonds in 
the United States. The impetus for 
such expansion would come not simply 
from placing rough diamonds on the free 
list, thus preserving the present 10 per 
cent differential between cut and rough 
goods, but from the effective curb placed 
on the smuggling of the cut stones by 
the reduction in the duty on that article. 
It is expected that this would have a 
tendency to promote importation of dia- 
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monds in the rough, for the reason that 
half of the cut stones now brought into 
the United States pay no duty what- 
ever. The 10 per cent assessment would 
constitute consequently a considerable 
item of expense, as it includes, of course, 
the foreign labor cost, which, on smaller 
diamonds, amounts to as much or more 
than the value of the stone. While the 
American cost of cutting is high in com- 
parison to the Belgian «ost, there would 
be no tariff assessment. 

The smuggled diamonds are mainly 
of one-half carat and up, according to 
Mr. Meyer’s testimony, and it is on 
these larger sizes upon which the 10 
per cent duty would fall most heavily, 
that more cutting would be done in this 
country. Representative Estep ques- 
tioned Mr. Meyer regarding labor costs. 
It was his impression, he said, that on 
small diamonds, 70 to 80 per cent of the 
value is represented in the cutting cost. 
Mr. Meyer replied that that estimate is 
too high, except with respect to very 
small diamonds. He informed Mr. Estep 
that American cutters do not cut stones 
smaller than one-quarter in the rough, 
as the premium on American labor is 
felt at that point under the 10 per cent 
tariff differential. Mr. Meyer stated 
that the 10 per cent differential is suffi- 
cient and that increasing it would do 
more harm than good. The trouble lies 
not with the differential, he explained, 
but with the smuggling of half the dia- 
monds brought in, which pay no duty. 


ASKS CLARIFICATION OF IMITATION GEM 


TARIFF 


Clarification of Par. 1429, as regards 
imitation stones, was recommended to 
the Committee by Egbert B. Shepard, 
of Providence, R. I. Mr. Shepard stated 
that such imitation stones form the raw 
materials for American industry. The 
domestic manufacturers of the relatively 
small amount of imitation stones made 
in this country, through their associa- 
tion, known as the Association of Amer- 
ican Manufacturers of Imitation Pearls 
and Specialties in Fusible Enamel, are 
in accord with the recommendations 
made on behalf of the importers repre- 
sented by Mr. Shepard, the Committee 
was informed. Mr. Shepard advised the 
committee that the latter part of Par. 
1429, which has to do with imitation as 
distinguished from genuine stones, is a 
change both as regards classification and 
rates, from the corresponding paragraph 
of prior tariff acts. Experience has 
demonstrated, he said, that the classifi- 
cation is not satisfactory and has caused 
much confusion and uncertainty. Re- 
vision is sought, he said, for the pur- 
pose of accomplishing the following ob- 
jects: 

1. That this provision shall define 
more clearly the imitation stones that 
shall carry a 20 per cent rate and those 
which shall carry a 60 per cent rate; 

2. That imitation stones which are not 
made and cannot be made commercially 
in this country, but which are indispen- 
sable to the domestic manufacturer of 
jewelry and must be imported from 
Europe, shall be assessed at 20 per cent. 
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3. That imitation genuine stones that 
are made commercially in the United 
States shall carry the higher rate of 
60 per cent ad valorem. 

The substitute proposed by Mr. Shep- 
ard for the imitation stones section of 
Par. 1429, reads: 

“*k * * ; imitation genuine stones 
(for the purposes of this act all 
stones in imitation of stones here- 
tofore classified as precious or 
semi-precious stones shall be consid- 
ered imitation genuine stones), cut 
or faceted, genuine and imitation 
marcasites, imitation half pearls, 
not coated with fish scale solution, 
and hollow or filled pearls of all 
shapes, without hole or with hole 
partly through only, 20 per cent ad 
valorem; imitation genuine stones, 
not cut or faceted, imitation jet but- 
tons, cut, polished or faceted, imi- 
tation genuine opaque stones, with 
flat backs and tops, cut and pol- 
iohed. but not faceted, 60 per centum 
ad valorem.” 


TERM “SEMI-PRECIOUS” CAUSES CONFUSION 


Mr. Shepard pointed out that the 
revised wording does not change the 
present rates. In recommending the 
adoption of the term “imitation genuine 
stones” for the term “imitation precious 
and semi-precious stones” Mr. Shepard 
explained to the Committee that there is 
no precise line of demarcation in the 
trade or in science which can or does 
segregate all stones as precious or semi- 
precious. The dividing line between 
stones which deserve the title “precious” 
and those which deserve the title “‘semi- 
precious” has always been a moot ques- 
tion, he said. As neither hardness, rare- 
ness nor value can be relied on as a test 
of differentiation, Mr. Shepard told the 
committee that confusion frequently 
arises in trade and customs circles as 
to whether a particular stone is precious 
or semi-precious. If the Committee 
cannot approve, for any reason, the term 
“imitation genuine stones,” Mr. Shepard 
recommended the substitution of the 
term “imitation precious stones” with a 
parenthetical explanation similar to that 
suggested for “imitation genuine stones.” 

Specific inclusion of marcasites, both 
genuine and imitation, in Par. 1429, is 
requested, said Mr. Shepard, because 
they are used exclusively or almost ex- 
clusively in the manufacture of jewelry. 
The genuine marcasite is made of iron 
pyrites, the imitation is made of glass, 
chemically treated so as to simulate the 
genuine, and neither the genuine nor 
the imitation marcasite is made in the 
United States, Mr. Shepard explained. 
Mr. Shepard informed the committee 
that the provision for “imitation half 
pearls, not coated with fish scale solu- 
tion, and hollow or filled pearls of all 
shapes, without hole or with hole partly 
through only,” has the approval not 
only of the importers but of the domes- 
tic manufacturers of imitation pearls. 
In harmony with the desire of the few 
domestic producers of imitation stones, 
the importers, said Mr. Shepard, ap- 
prove the application of the 60 per cent 
on “imitation genuine stones, not cut or 
faceted, imitation jet buttons, cut, 
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polished or faceted, imitation genuine 
opaque stones with flat backs and tops, 
cut and polished, but not faceted.” 


LARGE ARTICLES OF GLASS SHOULD PAY 
20 PER CENT 


The committee’s attention was invited 
by Mr. Shepard to certain materials now 
imported and sold to American manu- 
facturers of jewelry that cannot be made 
in this country but which, he said, it 
would be difficult to provide for in Par. 
1429 without endangering that classi- 
fication. He described these materials 
as articles of glass or paste, etched or 
unetched, decorated or _  undecorated, 
which, though not imitation genuine or 
imitation precious stones are mounted in 
low-priced jewelry and jewelry novelties. 
They are classified at present under 
Par. 218 as manufactures of glass or 
paste at 55 per cent ad valorem. As 
they cannot properly be included within 
the provisions of Par. 1429, Mr. Shepard 
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suggested that specific provision should 
be made for them in Par. 218, with a 
reduction in the duty from 55 to 20 per 
cent. In support of the request for 
the reduction in duty, Mr. Shepard 
stated that as they cannot be produced 
in this country but are used in jewelry 
manufacture they should carry the same 
rate as provided for imitation genuine 
stones not made here but imported for 
use in the manufacture of jewelry. 
Mr. Shepard appeared before the 
Committee as the representative of the 
following importers of imitation stones: 
Albert Lorsch & Co., Inc., of which Mr. 
Shepard is vice-president; W. H. Crans- 
ton Co., Inc., Adolf Meller Co., John F. 
Allen & Son, Nathan Kaufman Co., and 
Hoffer-Ashley, Inc., all of Providence, 
R. I., or New York and Providence. Mr. 
Shepard informed the committee that 
these firms concur in the recommenda- 
tions made by Mr. Kahn with respect 
to diamonds and other precious stones. 





} Ask 200 Per Cent Duty on 


Costume Jewelry 


Domestic Manufacturers Claim Greater Protection Is Essential, 
but Importers Protest Any Change in Tariff 


An increase from 80 to 200 per cent 
in the ad valorem rate on costume 
jewelry under Par. 1428 was advocated 
by F. W. Rettenmeyer, representing the 
Napier Co., of New York city. In sup- 
port of his recommendation Mr. Retten- 
meyer told the committee that labor 
constitutes the greatest part of the cost 
of this novelty jewelry. He said that 
the Napier Co. employs 125 hands in the 
production end of its business at Meri- 
den, Conn. The increase in duty is 
sought, he said, because of the tremend- 
ous importations of costume jewelry 
made by cheap foreign labor, principally 
in Germany. The German wage ranges 
from 60 to 100 pfennigs per hour, the 
equivalent of 25 to 50 cents an hour, 
while the rates paid by the Napier Co. 
for male labor, he said, range from 45 
cents to $1.25 an hour. The higher rate 
prevails, he said, because the work re- 
quires skilled labor. Mr. Rettenmeyer 
explained that his firm makes the so- 
called costume jewelry for the American 
market only as it is unable to offer any 
competition at all in foreign markets. 

Mr. Rettenmeyer exhibited several 
articles which are popular at present. 
Committee members were greatly inter- 
ested in the retail sales prices of im- 
ported articles quoted by Mr. Retten- 
meyer and the Napier Co.’s estimated 
reproduction costs of similar articles. 
Some of these comparisons were as fol- 
lows: Imported article, $3.75, reproduc- 
tion cost, $4.04; imported article, $2.95, 
reproduction cost, $3.04; imported ar- 
ticle, $2.50, reproduction cost, $1.90. Mr. 
Rettenmeyer explained that the imported 


articles could be sold profitably at a 
much lower figure than they are but 
that the importers are able to get the 
prices asked because of the high domes- 
tic costs. He displayed a _ necklace 
which, he said, sold at retail in New 
York for $12.50 that had cost the im- 
porter, landed and duty paid, $2.04. 
The reproduction cost of this article, he 
said, was $6.53. 

Representative Treadway inquired 
whether the reproduction costs quoted 
by Mr. Rettenmeyer were the actual 
costs of the Napier Co. of goods that it 
is placing on the market. Mr. Retten- 
meyer replied that his figures were esti- 
mates made by the cost estimating de- 
partment of the company and that the 
company is not making any of the goods 
exhibited. Mr. Rettenmeyer declared 
that foreign competition is intensified 
by the fact that many of the European 
firms are sending representatives to the 
United States. He said also that the 
department store buyers flock to Europe 
for such merchandise. 


IMPORTERS PROTEST AGAINST INCREASE IN 
JEWELRY TARIFF 


A plea that no change should be made 
in the present duty of 80 per cent on 
novelty jewelry was made by D. J. Gal- 
lert, of Gallert, Hilborn & Raphael, New 
York city, representing New York im- 
porters and distributors. Mr. Gallert de- 
clared that there are three fundamental 
truths regarding novelty jewelry that 
the committee should take into consider- 
ation. In the first place, he said, the 
success of an article and the prosperity 
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is called to the continued thefts and rob- 
beries of jewelry reported nation-wide in 
the “Jewelers’ Circular.” 


E are anxious to aid the trade with 
helpful suggestions regarding care 
and precautions and thus keep insurance 
rates down to reasonable costs. 








Instruct your Local Agent or Broker | 
to communicate with us or write us for 
names of Brokers or Agents in your local- 
ity to whom you may go for information. 








WM. H. McGEE & CO., Inc., Underwriters 
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Announcement 


Henry Davidson has bought from 
Wightman & Hough, Providence, 
R. I., the tools and dies of crosses 
and charms, known as the C. H. 
Cooke line, and will continue to 


manufacture the line in Providence. 


HENRY DAVIDSON 
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of the industry and importer alike de- 
pends not on its intrinsic value but sole- 
ly on its momentary style appeal. Sec- 
ond, he said, the European countries 
have a great advantage when the articles 
are made in small quantities but when 
the demand is sufficient to warrant the 
making of dies and machinery, the 
United States gains such an advantage 
that the moment the American manu- 
facturers start to produce in this way 
the European articles are driven out of 
the American market. As his third 
point Mr. Gallert stated that while 
American manufacturers seem to be un- 
able to create new designs, once these 
designs are obtained from Europe, they 
are very successful in adaptation and 
hundreds of American modifications of 
one European design are not unusual. 

Mr. Gallert contended that a prohibi- 
tive duty would act as a boomerang to 
the American industry and would ac- 
tually result in curtailing production. 
He argued that without the inspiration 
derived from the European designs, and 
without the service performed by the im- 
porters in testing out the popularity of 
such designs on the American market, 
the domestic industry would lose the 
stable basis upon which it is operating 
at present and domestic manufacturers 
would have to gamble on whether or not 
their articles would appeal to the whim 
of fashion. Mr. Gallert declared that, 
in this instance, importation is the hand- 
maiden of domestic manufacture. 

It is hard to conceive how any tariff 
from the point of view of the domestic 
manufacturers themselves could produce 
more desirable results than the present 
one, Mr. Gallert asserted. While the 
imports are less than 1% per cent of the 
value of the domestic manufactures, they 
are of overwhelming importance, he de- 
clared, because they answer for the 
American manufacturer, the question: 
“What do the women of America want 
to wear for personal adornment?” Mr. 
Gallert explained to the committee that 
the importer buys a comparatively small 
quantity of the novelty, but a quantity 
large enough to determine the demand. 
It is not what pleases the fancy of the 
Fifth Ave. purchaser, he said, but what 
will appeal to the women on a thousand 
“Main Sts.” These novelties, therefore, 
are given both to the city salesman and 
the road salesman and eventually find 
their way on to the counters of the re- 
tailer. 

It is impossible to predict what will 
take, said Mr. Gallert. Out of 10 ar- 
ticles imported, eight do not go and the 
importer sells what he has on hand for 
whatever he can get. The foreign cost 
of the article may be $1. It may have 
cost the importer $2 landed and first 
sold for $3, but after being tried out 
and found not to appeal to American 
women, it will be sold for anything the 
importer can get for it. Mr. Gallert 
then presented the converse. The im- 
porter finds that two out of the eight 
articles offered at $3, go. He raises the 
price to $4 and cables the Czecho- 
Slovakian factory for more merchandise. 
The demand grows, he raises the price 
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to $5 and continues to cable until, gen- 
erally in the middle or toward the end 
of the first season in which he has im- 
ported the article, one of his salesmen 
reports that a competitor is offering the 
same article to the trade at $1.50. That 
means that some American manufac- 
turer has made dies and has started to 
produce the article in quantity. The im- 
porter finds out the name of the manu- 
facturer and he buys the article from 
him for $1 or has his own factory or a 
factory in which he is financially inter- 
ested, make dies and the factory pro- 
duces it for $1. He sells the American- 
made article to the trade for $1.50 and 
what imported articles he has on hand 
at the same price, although they cost 
him $2. 

Then either the American manufac- 
turer or the distributor conclude that 
because this novelty is going big, a 
modification will go and he gets it out. 
His competitor gets out another and if 
the demand continues adaptations will 
be sold to the trade by hundreds and 
thousands. The original importer does 
not now do the amount of business in 
the article nor make as much profit on 
it as he did when it was exclusive with 
him but he sells a fair amount at a fair 
profit until some fine day when he learns 
that either the 25-cent stores or the 10- 
cent stores have it and the article is 
killed as far as he is concerned. Mr. 
Gallert pointed out in this connection 
that the importers of novelty jewelry 
are also jobbers of American-made goods 
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and that many of them are manufac- 
turers as well, or are financially inter- 
ested in various ways in American 
plants. 

While any duty high enough to pre- 
vent the importer from testing out the 
American demand would be a detriment 
to the domestic industry, the application 
of American valuation to imports of 
novelty jewelry, by which is meant the 
wholesale selling price of the similar 
article made in the United States, would 
be impossible, Mr. Gallert contended. 
Practically the only articles which are 
imported are the articles first created in 
Europe, he said. There are at that time 
no similar articles made in the United 
States and once these articles are man- 
ufactured in this country on a quantity 
basis they are produced at such a price 
that the European article is driven out 
of the market. The so-called United 
States value, by which is meant the 
wholesale selling price of the imported 
article itself in the United States, also 
was declared by Mr. Gallert to be im- 
possible of application to novelty jewel- 
ry. At the time of the importation of 
the article, the wholesale price is not 
and cannot be known because, he as- 
serted, eight out of 10 articles referred 
to previously in his testimony, will be 
sold for whatever they will bring, while 
the other two articles must pay not only 
for themselves but for the eight articles 
which do not go, and the price will be 
raised from time to time according to 
the ratio between demand and supply. 





Ask Change in Tariff on Imitation Pearls 


Representatives of American Manufacturers Urge Combined 
Specific and Ad Valorem Duties on Cheaper Varieties of 
Solid Beads—Importers Protest Increase in Duty 

and Attack Basis of American Valuation 


WASHINGTON, D. C., Feb. 18.—Ap- 
plication of compound specific and ad 
valorem duties on the cheap varieties 
of imitation pearl beads to protect the 
domestic industry from the competition 
of Japanese and Spanish manufacturers 
was urged upon the Ways and Means 
Committee of the House last week by 
M. C. Meyer, of New York city, repre- 
senting the manufacturers of imitation 
pearls and specialties in fusible enamel. 
The present duty on imitation pearl 
beads of all kinds is 60 per cent under 
Par. 1403. Mr. Meyer recommended 
that a duty of 3 cents per inch and 20 
per cent ad valorem should be levied on 
imitation solid pearl beads valued at not 
more than 5 cents per inch, but that the 
nresent rate of duty of 60 per cent on 
imitation solid pearl beads valued at 
more than 5 cents per inch should not 
be changed, with respect to iridescent 
imitation solid pearls... Mr. Meyer pro- 
nosed a duty of 5 cents per inch and 
40 per cent ad valorem when valued at 
not more than 10 cents per inch; and 
60 per cent ad valorem when valued at 





more than 10 cents per inch. The 
changes proposed by Mr. Meyer would 
make the provision of Par. 1403 on 
imitation pearl beads read as follows: 


“* * *; jmitation solid pearl 


beads, strung, unstrung, or loose, 
valued at not more than 5 cents 
per inch, 3 cents per inch and 20 
per centum ad valorem; valued at 
more than 5 cents per inch, 60 per 
centum ad valorem; iridescent 
imitation solid pearls, strung, un- 
strung, or loose, valued at not more 
than 10 cents per inch, 5 cents 
per inch and 40 per centum ad 
valorem; valued at more than 10 
cents per inch, 60 per centum ad 
valorem; imitation solid pearls, 
unpierced, pierced, or partially 
pierced, loose, or unmounted, of 
whatever shape, color, or design, 
shall bear the same rate of duty 
as is applicable to imitation solid 
pearl beads.” 


Mr. Meyer declared that the domestic 
industry, built up through the expendi- 
ture of large amounts of capital, is in 
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February 13th 
----to be EXACT 


io DBERGH'’S engage- 

ment to Miss Anne 
Morrow was formally an- 
nounced. 


The “Lone Eagle’s” flights 
have been of immeasurable 
aid to the development and 
growth of the aircraft in- 
dustry. 


“We” have a policy of 
aid the development and 
growth of the diamond 
industry. 
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danger unless prompt tariff relief is 
given by Congress. He informed the 
committee that the compound duties 
proposed on imitation pearls valued at 
not more than 5 cents per inch will 
relieve the domestic manufacturers 
from the destructive competition in the 
American market from the low grade of 
pearl beads made by the cheap labor 
of Spain and the much cheaper labor of 
Japan. Mr. Meyer said that the present 
duty of 60 per cent provides sufficient 
protection on the higher grades of imita- 
tion pearls, except in the case of iri- 
descent pearls, on which compound 
duties are recommended on values not 
more than 10 cents per inch because of 
the great additional labor cost entailed 
in their manufacture. 

The only market of the domestic man- 
ufacturers is the United States; there 
is no such thing as export business, Mr. 
Meyer declared. In 1924, he said, do- 
mestic production totaled $5,000,000 but 
since that time importations from Spain 
and Japan have so cut into the American 
market that annual production now 
totals only $1,500,000. He told the com- 
mittee that imports have reached a 
volume exceeding domestic production. 
The fact that 60 per cent of such im- 
ports are from Japan shows, he said, the 
competition that faces the American 
manufacturer and points to the neces- 
sity for an adequate tariff if the indus- 
try is to continue in existence. Mr. 
Meyer assured the committee that the 
domestic manufacturers make all grades 
of imitation pearls but explained that 
they cannot sell the lowest grades today 
because of the destructive competition 
from abroad. 

The duties proposed by the domestic 
industry are not prohibitive, according 
to Mr. Meyer, but will only place do- 
mestic goods and those from Spain and 
Japan on an equality in the American 
market. Mr. Meyer did not discuss com- 
parative production costs at home and 
abroad, stating that the industry is con- 
tent to base its claim for greater tariff 
protection on the facts established by 
the Tariff Commission in its investiga- 
tion of production costs in domestic fac- 
tories as compared with the costs of 
making imitation pearls in other coun- 
tries. Mr. Meyer stated in reply to a 
question by Representative Hull, Demo- 
crat, of Tennessee, that the preponder- 
ance of imports consists of solid artificial 
pearls. 

In response to a suggestion by Repre- 
sentative Hull that an increase in duties 
would encourage smuggling of imitation 
pearls, Mr. Meyer explained that a real 
pearl necklace may be easily concealed 
but that for an equivalent value it would 
be necessary to smuggle in caseloads of 
imitation pearls. He pointed out that 
it is the high intrinsic value of merchan- 
dise of small bulk subjected to high 
rates of duty that gives an incentive to 
smuggling. That is why, he said, that 
cut diamonds dutiable at 20 per cent 
are so extensively smuggled. Represen- 
tative Hull sought to attribute the de- 
crease in domestic production to a drop 
in the consumption of imitation pearls 
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but Mr. Meyer informed him that con- 
sumption has actually increased and 
that the decline in the domestic output 
is due to the fact that the public is 
buying the cheaper imported articles. 

Representative Treadway questioned 
Mr. Meyer regarding the proposal to 
base the specific duties in the value per 
inch, pointing out that this is a new de- 
parture in taxing imports. Mr. Meyer 
agreed that it would be a new method but 
he expressed the belief that it would be 
very practical in operation. He ex- 
plained that 1000 strings 15 inches long 
would be invoiced at 15,000 inches and 
would be dutiable at so much per inch. 
He explained in reply to a question by 
Representative Chindblom, Republican, 
of Illinois, regarding the computation of 
duty, that the size of the beads makes 
little difference, six small pearls to the 
inch, for example, averaging up quite 
uniformly in value with two large pearls 
to the inch. 

Representative McLaughlin, Repub- 
lican, of Michigan, referred to the 
Tariff Commission’s investigation of 
imitation pearl costs, inquiring as to its 
present status. Mr. Meyer stated that 
the investigation was made at the re- 
quest of the Association of American 
Manufacturers of Imitation Pearls and 
Specialties in Fusible Enamel for an in- 
crease in the duty under the flexible 
tariff provision of the 1922 Act, but that 
the Commission has not yet taken final 
action on its findings. Representative 
Crowther, Republican, of New York, was 
particularly interested in the materials 
that go into the manufacture of imita- 
tion pearls. Mr. Meyer explained that 
the principal raw materials are glass, 
enamel, nitro-cellulose, aleohol, acetone, 
and fishscale; perhaps 20 or 30 al- 
together if all the dyes and metals used 
are taken into consideration. 

The bulk of the raw materials used, 
said Mr. Meyer, are of domestic origin, 
although the glass cores are imported 
from France in some instances. With 
reference to wages, Mr. Meyer stated 
in reply to a question by Mr. Crowther 
that all of the domestic plants pay good 
wages and explained that it is this great 
differential in domestic and foreign labor 
costs that puts the domestic manufac- 
turer at such a disadvantage in attempt- 
ing to compete against the imported 
articles. Mr. Meyer stated that the 
manufacture of imitation pearls is a 
cottage industry abroad, particularly in 
Janan where child labor is employed. 

E. M. Johnson and Carl Pfeiffer, of 
New York city, were scheduled to appear 
before the Committee with reference to 
the imitation pearl tariff but both ad- 
vised Representative Hawley, chairman 
of the committee, that they joined in 
the statement made by Mr. Meyer. 

A brief was filed with the Committee 
by the Italian Chamber of Commerce in 
New York requesting that the present 
rates of duty on beads, spangles and 
imitation pearl beads should not be in- 
creased. The brief asserted that im- 
ports of beads into the United States 
disclose that the present tariff is curtail- 
ing consumption of this article, especial- 
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ly in lines like common beads, where the 
decreased imports cannot be attributed 
to replacement by domestic production, 
which is comparatively small. It was 
explained that the domestic industry had 
its birth during the war when importa- 
tion from the regular sources of supply 
was impossible. The only line, however, 
in which any encouraging progress was 
made, according to the Italian Chamber 
of Commerce, was in imitation pearl 
beads, principally of the solid or in- 
destructible variety, which is described 
as really an American development. 
The Italian Chamber contended in its 
brief that the endeavors of American 
manufacturers in the production of 
beads of other kinds did not meet with 
like success, not because of competition 
from the imported source, but for tech- 
nical reasons. 


~ IMPORTERS PLEAD THAT THERE BE NO 
INCREASE IN DUTY 


The importers’ plea that no increase 
in the present duty of 60 per cent ad 
valorem on imitation pearl beads is 
justified was presented by D. J. Gallert, 
of Gallert, Hilborn & Raphael, New 
York city. Mr. Gallert appeared before 
the Committee on behalf of 30 firms 
engaged in importing foreign beads and 
jobbing domestic-made beads. He con- 
tended that the duty on hollow and wax- 
filled and on solid or so-called indestruc- 
tible imitation pearl beads should not 
be changed. 

With respect to the wax-filled and 
hollow varieties, Mr. Gallert informed 
the Committee that, inasmuch as no 
beads of these types are made in this 
country, any duty on such beads is a 
pure revenue duty. Any increase in 
that duty, he said, would result in throw- 
ing American labor out of employment 
without giving any protection to any 
existing domestic industry. Mr. Gallert 
explained that the wax-filled and hollow 
beads are used principally for the adorn- 
ment of dresses, hats and slippers and 
that a large amount of labor is employed 
in so embroidering garments and in 
manufacturing such beads into the 
cheaper forms of jewelry. He argued 
that any increase in the duty on the 
beads would curtail their use in these 
directions. 

Mr. Gallert pointed out that in the 
pending proceedings before the United 
States Tariff Commission on the applica- 
tion of domestic manufacturers for an 
increase in the duty on imitation solid 
pearl beads, they did not claim that the 
hollow and wax-filled types are inter- 
changeable with solid beads which are 
used principally for necklaces and made 
no request for any increase in the duty 
on these articles. 

Mr. Gallert’s argument was directed 
principally to the solid pearl bead and 
to the support of his contention that 
the duty on this type of bead should 
not be increased. He referred in some 
detail to the Tariff Commission’s in- 
vestigation and expressed the belief that 
the costs of production shown by that 
investigation are erroneous because no 
attempt was made to compare the fer- 
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eign and domestic-made beads on the 
basis of quality. The Commission as- 
sumed, he said, in making its compari- 
sons on the basis of the American whole- 
sale selling price, that the qualities 
varied with the variation in selling price. 
Mr. Gallert asserted that except in the 
case of the very cheapest beads no buyer 
can tell the quality of the beads by a 
physical examination. 


COST FIGURES DECLARED INACCURATE 


American cost figures also were de- 
clared by Mr. Gallert to be inaccurate 
because they were taken not from the 
actual experience of the manufacturers 
but from trial runs made by the Com- 
mission’s investigators. The foreign 
cost figures were erroneous, he said, 
because they were an average of certain 
foreign invoices including those of a 
concern which, according to the general 
understanding in the trade, paid during 
the year, for which the figures were 
taken, $30,000 to the Government in 
settlement of claims for undervaluation. 

Mr. Gallert also stated that the Com- 
mission’s foreign cost figures did not 
reflect certain expenses which were 
allowed on the domestic beads. It was 
Mr. Gallert’s contention that in view of 
the Commission’s mistaken theory for 
comparing foreign and domestic costs 
and its erroneous application in many 


respects, the report on its investigation 


could not be relied on by the Committee 
in considering what, if any tariff re- 
vision, may be deemed necessary. 

In view of the fact that domestic 
manufacturers of imitation pearl beads 
have not attempted to secure the benefits 
and economies of mass production, they 
are in effect asking Congress to place 
a premium on their inefficiency, Mr. 
Gallert declared. In spite of the fact 
that they are making no apparent effort 
to narrow the difference between their 
costs and production costs in foreign 
countries, the present duty appears to 
be sufficient to give them what should 
be a most satisfactory profit, he said. 
Mr. Gallert quoted cost and selling price 
statistics from the Tariff Commission’s 
report which showed, he said, a profit 
of between 34 and 59 per cent over an 
above all overhead and selling expenses 
on goods made to order and not carried 
in stock. Mr. Gallert submitted that 
the imposition by Congress of a tariff 
duty to increase such profits would place 
a heavy burden on the consumer and 
should not be considered in the case of 
an industry where the conditions are 
extremely favorable for a monopoly. 


BULK OF PEARL BEAD IMPORTS ARE OF 
INFERIOR QUALITY 


The bulk of the importations of imita- 
tion pearl beads are of inferior quality 
and do not compete with the product of 
American manufacturers, Mr. Gallert 
asserted. These beads are retailed for 
5, 10 and 25 cents a string and are not 
made in this country, he said. Ten or 
20 cents, he declared, will buy even a 
60-inch string while the lowest wholesale 
price of the domestic-made article is 5 
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cents an inch for the shorter strings 
and 3% cents an inch for the larger 
strings. 


CONGRESSMEN ASK MANY QUESTIONS 


The contradictory statements made by 
Mr. Meyer and Mr. Gallert drew forth 
numerous questions from committee 
members. Representative Treadway, 
Republican, of Massachusetts, inquired 
regarding the appearance of domestic 
and imported beads. Mr. Gallert replied 
that the cheap Japanese product is very 
inferior in appearance to the domestic 
article. Representative Hull, Democrat, 
of Tennessee, referred to a statement 
made by Mr. Meyer to the effect that 
the cheap imported beads are displacing 
the sale of domestic beads at a moderate 
price. Mr. Gallert countered by stating 
that a Mr. Hill, head of the department 
of the Kresge organization, had testified 
at the hearing before the Tariff Com- 
mission, that the cheap imported strings 
are sold to the waitress and the shop 
girl and that only 5 per cent of the 
people who now buy the cheap strings 
would buy the higher-priced strings. 

In this connection, the statement is 
made in the brief filed by Mr. Gallert 
that according to the evidence given to 
the Tariff Commission by representa- 
tives of D. Lisner & Co., Albert Lorsch 
& Co., and Lasner & Bamberger, the 
sale of the cheap imported strings has 
absolutely no effect on the sale of strings 
of better pearls. These importers 
handle only the better grade of pearls 
that come into direct competition with 
the American pearls. They were repre- 
sented by Mr. Gallert as testifying that 
since the cheaper imitation pearl beads 
have come on the market, they have all 
increased their business in the better 
grade of pearl beads. 

Seventy per cent of the importations 
of imitation pearl beads consist of the 
cheaper beads, according to Mr. Gallert’s 
estimate. An increase in the duty on 
the beads below one cent an inch not 
only would seriously reduce sales but 
would throw American labor out of em- 
ployment, Mr. Gallert told the commit- 
tee. He explained that the beads are 
imported loosely strung, as otherwise 
they would be subject to a duty of 80 
per cent as jewelry. The greater part 
of the labor cost is American labor, he 
said, as they are either permanently 
strung and clasped in this country for 
sale as necklaces, or are reworked in 
other ways. In reply to a question, Mr. 
Gallert said that if the duty were made 
prohibitive the labor necessary to manu- 
facture the extra 5 per cent of the 
better domestic beads that might be 
bought is only a small portion of the 
labor which is now employed in clasp- 
ing, restringing and reworking the 
cheap imported beads. He told the com- 
mittee that approximately 5000 people 
are employed in this work in and around 
New York city. 


AMERICAN VALUATION DISCUSSED 


American valuation on imitation pearl 
beads was discussed by Mr. Gallert in 
the brief filed with the Committee. He 
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argued that assessment of duties on this 
basis would be impractical, first, because 
the cheaper beads are not made in this 
country and nothing like them can be 
made in this country; and second, be- 
cause it is impossible to tell the quality 
of the better beads by any examination. 
The American manufacturers claim, he 
said, that it can be determined by an 
analytical chemical examination but 
after all, he said, the decision of the 
chemist is only a matter of opinion and 
other chemists of equal standing will 
differ from the finding of the Govern- 
ment chemist. This would mean, Mr. 
Gallert declared, that every importation 
of imitation pearl beads would be pro- 
tested and that the profits of the busi- 
ness, instead of going to the importer, 
would go to the customs lawyer. Fur- 
thermore, he said, since the valuation 
of the beads will necessarily be a matter 
of professional opinion, the importer 
will never know when he buys the goods 
what the landed cost will be to him in 
the United States, thus placing his busi- 
ness on a very uncertain basis. 

United States valuation also was de- 
scribed by Mr. Gallert as impractical. 
By this is meant the wholesale selling 
price of the imported article itself in the 
United States. The impossibility of tell- 
ing the quality of the beads by exami- 
nation, the difference in overhead ex- 
penses of the importing concerns, and 
the fact that the selling price of the 
commodity changes from day to day, 
according to whether it meets with 
favor or fashion or not, make it im- 
possible to apply United States value to 
this class of article, according to Mr. 
Gallert. He maintained that the only 
sure basis for the assessment of duty is 
the price which the importer pays for 
the article. 


IMPORTING CONCERNS REPRESENTED 


Theodore L. Stern, of Theodore L. 
Stern & Co., of New York city, was 
scheduled to appear before the Commit- 
tee, to present corroborative testimony, 
but the committee was advised by Mr. 
Gallert that he had withdrawn. Mr. 
Gallert appeared for Monroe Bloch & 
Co., of Providence, R. I., and the follow- 
ing New York firms: Arnoff Levy Co., 
M. Arnstein & Co., Inc., Cahn & Co., Her- 
bert Cohen & Co., L. Cohen & Son, Cohn 
& Rosenberger, Cohn & Weinstock, Colo- 
nial Bead Co., M. Dalsheim & Co., Inc., 
Ditchick Bros., Erdrich & Fink, Jnc., 
Ben Felsenthal & Co., Goodfriend & Bei- 
feld, M. Gugenheim, Inc., L. Heller & 
Son, Lasner & Bamberger, Fred & Ben 
Lewenthal, Inc., Lippmann Spier & 
Hahn, D. Lisner & Co., Manhattan Bead 
Chain Co., L. Mendelson Co., William 
Reichert & Co., Royal Bead Novelty Co., 
Inc., Samstag & Hilder Bros., Jacob 
Schorsch & Co., Jules Schwab & Co., 
Steinhardt Bros., Theodore L. Stern 
& Co., and H. Wolff & Co. 








The business of the Morris Credit 
Jewelers, Cedar Rapids, Iowa, has been 
incorporated with a capital of $50,000. 
The incorporators are Morris and Louis 
M. Bugenstein and Joseph B. Geugen. 
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Outing Club Dinner 





Features of Summer Outing Shown on 
Silver Screen at Annual Dinner of 
Maiden Lane Organization 


“The Frivolities of 1928,” a one-reel 
comedy, depicting many of the humor- 
ous incidents of the outdoor frolic held 
last June by the Maiden Lane Outing 
Club, made its belated début last Thurs- 
day evening at the mid-winter dinner of 
the organization. This movie was but 
one of the enjoyable features of the 





HARRY KIP, PRESIDENT 


affair staged at the Cafe Boulevard, 41st 
St. and Broadway, New York, at which 
nearly 200 members and guests were 
present. 

President Kip acted as toastmaster 
and one of his first acts was to read 
the names of the departed members, 
while the diners stood in silence, with 
heads bowed. While the dinner was 
being served the toastmaster called at- 
tention to the fact that two of the or- 
ganizers of this club, which is now 29 
years old, were present and at his re- 
quest “Al” Poltock and “Billy” Ward 
stood while the jewelers applauded. * In- 
cidentally it was also learned during 
the evening that Mr. Ward will cele- 
brate his 40th year in the jewelry busi- 
ness on Maiden Lane next June. 

Three useful and attractive prizes 
were awarded during the evening, Roy 
Linthicum receiving a cocktail shaker, 
Joseph C. Goodman a pen and pencil set 
and William Wagner a perfume atom- 
izer. 

During the evening President Kip was 
experiencing some difficulty in maintain- 
ing order and quiet, but Secretary 
“Jerry” Grant anticipated just such a 
situation. In a flowery address, Mr. 
Grant presented President Kip with an 
innocent appearing package, which 
when opened revealed a pair of “brace- 
lets” (the kind used in the best regu- 
lated police departments) and a wicked 
looking club. 

Soon after this presentation was made 
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the tables were removed and moving 
pictures flashed on the screen and for 30 
minutes members of the organization 
lived over again that day last June spent 
in the “wide open spaces” on Staten 
Island. 

Following the “movie” the lights were 
turned on and the remainder of the 
entertainment program was _§ staged, 
which consisted of several vaudeville 
numbers. 

Credit for the success of the affair 
is due to President Kip, Vice-President 
George Frey, Secretary Grant and the 
other members of the committee includ- 
ing “Al” Betz, Leo Leddy and “Nat” 
Newman. 








Boston Jewelry District Shaken Up 
by Explosions 


Boston, MaAss., Feb. 15.—Manhole 
explosions at the junction of Summer 
and Chauncey Sts., shortly after 5.30 
p. m., yesterday shattered plate glass 
windows of several retail jewelry stores, 
scattered merchandise all about the 
streets, threw the employes into great 
confusion and fear and caused damage 
estimated at several thousand dollars. 

The Thomas Long Co. suffered the 
heaviest damage, the glass in the win- 
dows fronting Summer St. being 
smashed. The upper windows in the 
establishment of the Smith Patterson 
Co. also were shattered, as were those 
in the place of Louis Salamoff across 
the street. 

Only one jewelry employe was injured 
by flying glass. He was Charles Noonan 
of the wholesale department of the 
Thomas Long Co. His injuries were 
only slight. Henry Stevenson and Roy 
Clark of the Thomas Long Co., when the 
first shock of the explosion had sent the 
glass flying in all directions, rushed to 
the street and quickly began to gather 
up the jewelry lying all around. 

Squads of police and firemen quickly 
arrived on the scene and managed to 
prevent what looked for a time like a 
panic. Women in the stores shrieked 
and fainted, men trampled on one an- 
other and fought with their fists to get 
out of the jam of people at the corner 
of Summer and Arch Sts. Other sec- 
tions of the jewelry district were thrown 
into great confusion by the explosions 
in the electric light conduits which fol- 
lowed the manhole blasts. These ex- 
plosions were more terrific than the first. 
The office buildings, including the Jewel- 
ry building, the Washington building, 
where many wholesale jewelers are 
located, were thrown into darkness. 








Stephen A. Guilfoyle and David T. 
Kloss of St. Petersburg, Fla., serving 
five and 10 year sentences, respectively, 
for a $25,000 jewelry robbery, have been 
freed from the State penitentiary with 
conditional pardons. Guilfoyle and 
Kloss were sentenced in 1926 after they 
had been identified as the robbers of 
F. H. Cole, St. Petersburg jeweler. They 
were identified by the victims, although 
the two men declared they were attend- 
ing better homes meetings at the time 
of the robbery. 
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Plans Completed for Mid-Winter 
Banquet of the N. E. M. J. 
and S. A. 


PROVIDENCE, R. I., Feb. 16.—The stage 
is all set and the arrangements all com- 
pleted for the annual midwinter banquet 
of the New England Manufacturing 
Jewelers’ and Silversmiths’ Association 
which is to be held one week from to- 
night in the Colonial Ballroom of the 
Providence-Biltmore Hotel. There will 
be an informal reception in the foyer 
by President Archibald Silverman and 
his officers from 6 to 6.30 o’clock dur- 
ing which the members will be afforded 
an opportunity to meet the speaker of 
the evening and for a get-together chat 
of the members with each other. 

Following the banquet, for which re- 
servations have been taken to the limit 
of the capacity of the ballroom, there 
will be an address of welcome by Presi- 
dent Silverman and an address by Gen- 
eral Herbert M. Lord, director of the 
United States Bureau of the Budget. 
At its conclusion there will be a diver- 
sified entertainment by a number of 
leaders in the vaudeville profession. 








Officers Chosen by Directors of Manu- 
facturing Jewelers’ Board of Trade 


PROVIDENCE, R. I., Feb. 16.—The regu- 
lar meeting of the board of directors 
of the Manufacturing Jewelers’ Board 
of Trade was held yesterday afternoon 
at the Turks Head Club at which there 
was nearly a 100 per cent attendance. 
In accordance with the provisions of the 
bylaws, it being the first meeting of the 
directorate following the annual corpo- 
ration meeting, the board organized for 
the ensuing year. Ellis W. MacAllister, 
of the Irons & Russell Co., Providence, 
was re-elected president with Lawrence 
E. Baer, of Baer & Wilde Co., Attle- 
boro, first vice-president; George L. 
Shepardson, of C. A. Marsh & Co., At- 
tleboro, second vice-president; Horace 
M. Peck of Providence, secretary and 
treasurer. 

The executive committee consists of: 
Ellis W. MacAllister, of Irons & Russell 
Co., Providence; Joseph Finberg, of the 
Finberg Mfg. Co., Attleboro, and T. 
Dawson Brown of the Wolcott Mfg. Co., 
Providence. It was voted that the regu- 
lar monthly meetings of the directors 
be held the third Friday in each month. 








Death of Frank Neldon 


PORTLAND, ORE., Feb. 14.—Frank 
Neldon, watchmaker, was found dead on 
the floor of his shop, 15th and Wash- 
ington Sts., Oregon City, on Feb. 8. A 
customer who came in discovered the 
body lying in his living quarters, which 
were behind the store. A vial beside 
the body had evidently held smelling 
salts, and it was believed that Neldon 
had been seized with sudden faintness, 
followed by a heart attack. 

Mr. Neldon had lived in Oregon City 
for 16 years, and was well known. He 
leaves one daughter. 
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Nebraska Convention Opens 





Big Attendance at First Session of State Retal Jewelers 


Association 


LINCOLN, NEB., Feb. 19.—The two-day 
convention of the Nebraska Retail Jewel- 
ers Association opened here this morn- 





Ww. Ss. 


BRECKENRIDGE 


ing with 250 members and guests, at- 
tending the first session. The meeting 
is being held in the Lincoln Hotel and a 
glance at the registration list indicates 
that the attendance is not confined to 





Former Bronx Jeweler Ordered to 
Turn Over $50,000 in Assets to 
Trustee in Bankruptcy 


An order requiring J. Chamelin, for- 
merly in the retail jewelry business at 
484 EK. Tremont Ave., Bronx, to turn 
over to the trustee $50,000 in assets, has 
been signed by Referee in Bankruptcy 
John L. Lyttle. The order was served 
on the jeweler last Monday and unless 
he complies with its requirements within 
five days he will be held in contempt. 

On Nov. 27, 1927, Chamelin reported 
to the police that he had been held up 
and robbed when he went to his store 
early in the evening to turn on his win- 
dow lights. Involuntary bankruptcy 
proceedings were instituted in Decem- 
ber after which a receiver continued the 
business but finally sold it as a going 
concern. 

Through Sternberg & Rosen, attor- 
neys, Woolworth building, creditors con- 
tended that the robbery reported by the 
jeweler never occurred. Examinations 
were thereafter held for eight months, 
with Mr. Rosen doing the examining. Ap- 
proximately 1000 pages of testimony 
were taken before Referee Lyttle, who 
at the conclusion of the examinations 
wrote a 40 page opinion. 

In commenting on these hearings Mr. 
Rosen stated that Referee Lyttle de- 





at Lincoln 


Nebraskans, but that many jewelers are 
here from Iowa, Missouri, Kansas and 
South Dakota. 

In his address to the convention Presi- 
dent W. J. Breckenridge, praised the 
work of the State association in stopping 
the passage of bills detrimental to the 
jewelry trade which were proposed in 
the Legislature. In accomplishing this 
President Breckenridge pointed that the 
jewelers again demonstrated the truth 
of the old adage that “an ounce of pre- 
vention is worth a pound of cure.” 

Ralph Roessler, who came here from 
Marion, Ohio, indicated in an address 
to the jewelers, that the thing the trade 
needs is what he termed as ethical man- 
ufacturers, who will sell only to whole- 
salers who will see that the retail price 
is maintained. 

After 16 years of tireless service, Ed. 
B. Fanske presented his resignation as 
secretary of the Nebraska association. 

J. L. Snyder, who is identified with 
the glass and paint industries, delivered 
an address in which he analyzed the 
value of window displays. He urged 
that better use be made of the display 
windows since they are a medium of 
advertising, which is purchased only 
once by the merchant and not over and 
over again like other advertising space. 

An interesting program has been ar- 
ranged for tomorrow the closing day of 
the convention. 
voted a vast amount of time to the case 
and even went so far as to hold court in 
the store where the alleged robbery hap- 
pened. In July, 1928, Referee Lyttle 
had Chamelin reenact the robbery at 
the store and took testimony there from 
9 o’clock one evening to 1 a. m. the fol- 
lowing day. 


New York Jeweler and a Petty Officer 
on “Belgenland” Admit Conspiracy 
and Are Sent to Penitentiary 


Leo Ginsberg, a New York jeweler, 
and Albert Lahaye, a petty officer on the 
Red Star liner Belgenland, who were 
arrested last December on a charge of 
conspiring to smuggle diamonds into this 
country, pleaded guilty last Monday be- 
fore Judge Bondy in the United States 
District Court. Both prisoners were 
sentenced to serve six months in one of 
the Federal penitentiaries. 

At the time of their arrest, both men 
are said to have made confessions. The 
Federal agents, it is claimed, discovered 
that Ginsberg had a_ brother-in-law, 
named Abraham Ganzarski, who is a 
jeweler in Antwerp. Ginsberg is alleged 
to have confessed that he received the 
smuggled diamonds from his brother-in- 
law through Lahaye and that he per- 
fected the arrangements on his trip 
which aroused the agents’ suspicions. 
Lahaye, it is alleged, admitted that he 
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received the diamonds from Ganzarski 
with instructions to deliver them to 
Ginsberg on his arrival in this country. 


Death of W. J. Lukens 











Prominent Wheeling, W. Va., Jeweler, Suc- 
cumbs to Heart Attack 


WHEELING, W. VA., Feb. 15.—A heart 
attack, induced by pleurisy and pneu- 
monia caused the sudden death last 
night of W. J. Lukens, prominent local 
business man and head of the W. J. 





LATE W. J. LUKENS 


THE 


Lukens Co., jeweler, 13814 Market St., 
this city. Death occurred at his home, 
4 Linden Ave., Lenox. 

Mr. Lukens was enjoying excellent 
health until last Monday, when he de- 
veloped a severe cold. Pleurisy set in, 
followed by pneumonia but it was be- 
lieved that he was holding his own until 
his heart weakened. He was in his 68th 
year when he passed away. 

Mr. Lukens was a lifelong resident of 
this city and a member of an old and 
highly respected Wheeling family. He 
was a son of the late Charles and Mar- 
garet Bedilion Lukens and was born in 
Wheeling May 19, 1861. He received 
his education in the schools of Wheeling 
and in 1877 began an apprenticeship at 
the jewelry trade with the late John A. 
Lash, with whom he remained seven 
years. 

In 1885 he opened a jewelry store of 
his own at 1029 Main St. In April, 1887, 
he moved to 1053 Main St., and about 15 
years ago removed to the present loca- 
tion at 1314 Market St. 

Mr. Lukens was married in this city 
Jan. 8, 1896, to Miss Annie Boyd, of 
Wheeling. She survives, as do two sons, 
Dr. Robert W. Lukens and George B. 
Lukens. 

Fraternally, he was a charter mem- 
ber of the Wheeling Kiwanis Club and 
was affiliated with the Masonic bodies 
and the Knights Templar. He was a 32nd 
degree Mason and for many years had 
served as treasurer of Nelson Lodge. He 
was also a member of Osiris temple of 
the Shriners. 
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Canadian Jewelers Meet 





Annual Convention Held at Toronto on 


Feb. 13—Officers Elected 


TORONTO, ONT., Feb. 15.—The annual 
convention of the Canadian Jewelers’ 
Association was held in Toronto last 
Wednesday with large and representa- 
tive attendance. 

Walter J. Barr, retiring president, in 
his opening address congratulated the 
members on the general prosperity 
which prevailed the past year. The out- 





B. M. CHAPMAN, PRESIDENT 


look, he said, indicated a continuance of 
the present favorable business condi- 
tions. 

Secretary O. M. Ross stated that a 
suggestion had been made to the de- 
partment of Trade and Commerce that 
there should be established, government 
marks on gold, silver, and platinum, the 
use of which would be licensed to the 
manufacturer, and would take the place 
of hall marks, used in Great Britain. 
Some of the importers took exception to 
the precious metal marking act passed 
last year, which required that gold, sil- 
ver, or platinum bear the manufactur- 
er’s registered mark if any mark appear 
on it at all. An amendment had been 
submitted to the Government, providing 
that the trade mark of the manufac- 
turer, importer, or dealer would suffice. 

A tribute was paid by several mem- 
bers to the memory of Thomas Roden, 
Toronto, who was honorary president of 
the association; and to Robert Strachan, 
Fort William. 

The secretary’s report showed a mem- 
bership of 804, an increase of two since 
1927. The financial statement indicated 
a large balance attributable partly to 
the recent slogan campaign. 

Reports were read as follows: Charles 
Johnson, Halifax, Maritime section; 


Arthur Duquet, Quebec, Quebec section; 
V. D. Parkes, of Lethbridge, Alberta 
section, and R. L. McGill, of Galt, Ont., 


section. 


These were generally of an 
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optimistic tenor, indicating that prosper- 
ous trade conditions as a rule prevailed 
throughout the Dominion. 

The association approved of the prin- 
ciple that the Government repay interest 
at commercial rate on refunds for which 
it is liable through over-taxation. Tariff 
adjustment was discussed at some 
length. The importation of cylinder 
watch movements was not desired, and 
it was resolved to petition for a duty of 
75 cents on each. 

The retail section was presided over 
by B. M. Chapman. Short talks were 
given by W. E. Phipps on diamonds; A. 
O. Bald, on watches; J. S. Bliss, on sil- 
verware, and I. Levi on accounting sys- 
tems. 


Officers elected were as _ follows: 
Honorary president, Walter J. Barr, 
Toronto; president, B. M. Chapman, 


Toronto; first vice-president, J. S. Bliss, 
Niagara Falls, Ont.; second vice-presi- 
dent, E. H. Ganther, Brantford; and 
honorary treasurer, James Ryrie. 

A banquet was held in the evening, 
the principal speaker at which was Dr. 
C. T. Currelly, curator of the Royal On- 
tario Museum, who gave an interesting 
account of the manufacture and use of 
jewelry in early ages. 








Chicago Wholesalers Plan for August 
Jewelry and Gift Shows 


CHICAGO, Feb. 14.—Members of the 
Wholesale Jewelers of Chicago, under 
whose auspices the big annual Jewelry 
Show is held in this city during August 
of each year, met last night to discuss 
preliminary plans of the show to be 
held this year. 

It was not possible at this time to 
name a definite date as this organization 
desires to cooperate with the Gift, Art- 
wares & Novelties Association and the 
Interstate Merchants Council and ar- 
range a mutual date for holding their 
meetings. It is expected that the date 
of all three will be announced within two 
weeks. 

By holding the three during the same 
week great advantage is secured to the 
merchants of the country visiting Chi- 
cago at that time. Through the Inter- 
state Merchants Council membership 
buyers and members of their organiza- 
tions and members of their families 
secure reduced rates on the railroads. 
As many jewelers are interested in the 
displays of giftwares they are able to 
visit these and the Jewelry Show on one 
trip when both are held the same week. 

At the meeting last night chairmen 
of the various committees were named 
and President Charles Gustafson, of C. 
H. Knights-Thearle Co., announced them 
today as follows: 

Joseph Stein, Stein & Ellbogen Co., 
show committee; A. C. Becken, Jr., A. 
C. Becken Co., entertainment; Wilder 
Harris, Norris, Alister-Ball-Bridges Co., 
advertising and publicity; D. H. For- 
singer, J. W. Forsinger Co., booth as- 
signment; Emil Braude, Emil Braude & 
Sons, Inc., special features; Ed. Filholm, 
Benj. Allen & Co., hotels; John Fried- 
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land, Hart Jewelry Co., decorations and 
displays; Art Oppenheim, Block-Wein- 
feld Co., vigilance committee. 








Stomach Pump Used to Recover 
Diamond Swallowed by Bandit 


Los ANGELES, Feb. 15.—Two men 
were arraigned in Judge Valentine’s 
court, this week, charged with the rob- 
bery of Abram Zacharonsky, Jan. 23, of 
diamonds valued at $3,400. After the 
arrest, Mr. Zacharonsky identified the 
bandits, and then one of the pair, think- 
ing he could escape the penalty of the 
law by confessing, admitted to his part 
in the robbery. He told the detectives 
that he had swallowed the large dia- 
mond, worth $2,500, and had thrown the 
smaller ones away. A stomach pump 
was used and the stone recovered. 

Judge Valentine ordered the two 
prisoners held for trial in the Superior 
Court and fixed their bail at $25,000 
each. One of the prisoners earlier in 
the day had been arraigned on a charge 
of violating the State Poison Act. An- 
other judge heard the case and fixed his 
bail at $5,000, for appearance in the 
higher court. 








Death of Ray Rust 


CHICAGO, Feb. 14.—Funeral services 
were held this afternoon at 2 o’clock for 
Ray Rust, at Peterson’s Funeral Home 
on Fullerton Ave., and interment was 
at Mount Olive Cemetery. Mr. Rust 
passed away suddenly from a stroke at 
St. Luke’s Hospital on Monday evening. 

He was in business for himself as 
engraver to the trade. He had followed 
this calling since he was about 12 years 
old. He maintained offices on the fourth 
floor of the Silversmiths building. 

Mr. Rust, who was 52 years of age, 
was stricken just as he alighted from a 
street car on Madison and Wabash 
Ave., a few feet from his office. He 
was rushed to St. Luke’s Hospital and 
died that evening. 

Deceased is survived by his widow, 
one son and two daughters. His son, 
Ray, Jr., who was associated with him 
in business will continue to operate as 
heretofore. 








Death of H. J. Reid 


TORONTO, ONT., Feb. 15.—Herbert J. 
Reid, a leading business man of Ga- 
nanoque, Ont., died Feb. 8 at the age of 
58 years. He was born in Warsaw, 
Ont., and for 25 years had conducted a 
jewelry business in Gananoque. 

Sometime previous to his death Mr. 
Reid suffered from a stroke but recov- 
ered and was able to attend to business 
until two days before the end. He took 
an active interest in politics as a mem- 
ber of a Liberal party and belonged to 
the Presbyterian Church. 

His widow, one son, and a daughter 
survive. 








C. A. Brown, North Hollywood, Cal., 
has moved to Los Angeles. 
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Production of Jewelry Decreased 


in 1927 





Department of Commerce Releases Statistics of Biennial Census 


of Manufactures for 1927 


WASHINGTON, D. C., Feb. 15.—The 
Department of Commerce announces 
that, according to data collected at the 
biennial census of manufacturers taken 
in 1928, the establishments engaged pri- 
marily in the manufacture of jewelry in 
1927 reported products to the value of 


as Compared with 1925 


in California, 68 in Pennsylvania, 30 in 
Ohio, 23 in Missouri, 21 in Michigan, 17 
in Minnesota, 13 in Texas, 13 in Wash- 
ington, 11 in Colorado, 10 in Maryland, 
9 in Indiana, 5 each in Connecticut, 
Iowa, Kentucky, and Nebraska, 4 in 
Louisiana, 4 in Oklahoma, 4 in Wiscon- 
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purchased power. 








$164,865,057, a decrease of 1.2 per cent 
as compared with $166,816,370 for 1925, 
the last preceding census year. The to- 
tal value of products for 1927 was made 
up as follows: Platinum jewelry, $35,- 
730,369; gold jewelry, $39,482,234; gold- 
filled and rolled-gold-plate, $11,228,077; 
gold-electro-plated, $3,305,479; silver, 
$6,086,567; jewelry not reported sep- 
arately as to kind, $26,289,524; other 
jewelry, $17,550,771; findings, $15,326,- 
444; miscellaneous products and receipts 
for custom work and repairing, $9,865,- 
592. 

In addition, jewelry is manufactured 
to some extent as a secondary product by 
establishments engaged primarily in 
other lines of manufacture. The value 
of the jewelry thus made outside the in- 
dustry proper in 1925 was $2,261,948, 
an amount equal to 1.4 per cent of the 
total value of products for the industry. 
The corresponding value for 1927 has 
not yet been ascertained, but will be 
shown in the final report of the present 
census. 

Of the 1367 establishments reporting 
for 1927, 491 were located in New York, 
188 in Rhode Island, 138 in New Jersey, 
135 in Massachusetts, 76 in Illinois, 71 





summarized 
figures for 1927 are preliminary and 
subject to such correction as may be 
found necessary after further examina- 
tion of the returns. 


Per Cent of 
Increase or 














1927 1925 Decrease (—) 
Number of establishments...............0s000. 1,367 1,468 —6.9 
Wage earners (average for the year)'......... 24,116 23,837 1.2 
LS See Ry An er poe ee a ene eee eae $36,765,805 $35,177,020 4.5 
Cost of materials, shop supplies, containers for 
products, fuel, and purchased power, total? $76,915,375 $79,885,823 —3.7 

Materials, supplies, and containers......... $76,067,371 c*) 

RRR NNN ID INOIE i551. 9 Gcdra o's '= Gre sey eieisvcle.d «ose, wiler abe $848,004 (*) 
Products: 

PEE EIN oom 5s oss stats aki ere 0 he ee a are $164,865,057 $166,816,370 —1.2 
Jewelry and findings, total..........05.6.s006. $154,999,465 $157,046,727 —1.3 
eS RINNE oo. hak al Sire gees wee jolla biare oe are ete Sue $139,673,021 (*) slau 

NINE a arta Fal Slgex ons alla oue) «la kw 10s) ar ce Merwe ne $35,730,369 () 

IR Es CULNSEr era cast ote retin e hia ke sai eigiaie wet $39,482,234 «2 

Gold-filled and rolled-gold plate........... $11,228,077 (>) 

KSOIU=GLCCUTOPIAUOR oc ic ccc eces corenes $3,305,479 (*) 

I Goi RG se ong tai nig ae aie trl Were ee Raa ORM Ow $6,086,567 c) 

Platinum, gold, and silver jewelry not re- 

ported separately as to kind............ $26,289,524 (*) si 

NO NNNSNI YN 5055 6. od Sis. a oie wie os S40 O00, de $17,550,771 (*) ont 
- — MUNIN i atari Beh She sais were ere a $15,326,444 (*) en aees 

eceipts for custom work and repairing...... $7,696.473 a . 

Other. SNM OI Son sola isi o25)ia).c. 4s 8.4, See Sak Gide Wd ORs $2,169,119 $9,769,643 1.0 
Value added by manufacture‘................. $87,949,682 $86,930,547 1.2 
MUON, ccicoife a) 500 os) a seve a OWA ew aa a's 6 alae Oo 17,070 17,29 —1.3 

1 Not including salaried employees. 

*The amount of manufacturers’ profits can not be calculated from the census figures, for 
the reason that no data are collected in regard to a number of items of expense, such as 
interest on investment, rent, depreciation, taxes, insurance, and advertising. 

® Not reported separately. 

‘Value of products less cost of materials, shop supplies, containers for products, fuel, and 

« 





sin, 3 in Tennessee, and the remaining 
18 in 16 other States. 


In 1925 the industry was represented 


by 1468 establishments, the decrease to 
1367 being the net result of losses and 
gains. 
went out of business prior to 1927 and 
some reported commodities other than 
jewelry as their chief products in 1927, 
and were therefore transferred to the 
appropriate industries. 
ments gained reported for the first time 
at the present census. 


Of the establishments lost, some 


The establish- 


The statistics for 1927 and 1925 are 
in the above table. The 








The Crescent Credit Jewelers’ store, 


a chain organization, has been opened 
at 429 Main St., La Crosse, Wis., with 
Raymond Goodman, formerly associated 
with the business in Fargo, N. D., as 
manager. 
been with a Crescent store in Sioux City, 
Iowa, will be assistant manager of the 
La Crosse store. 


Albert Blumberg, who has 
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Cincinnati Merchant Causes Arrest of 
Two Men Suspected of 
Planning Robbery 


CINCINNATI, Feb. 15.—The activity 
and acumen of William F. Pohlmeyer, 
diamond dealer and jeweler in the Palace 
Theater building led to the arrest and 
binding over to the Hamilton County 
Grand Jury of two young men. Playing 
the part of a detective for four days, 
Mr. Pohlmeyer finally landed the men 
in the police net and, when arraigned 
last Monday, one of them was accused 
of attempted burglary, carrying burglar’s 
tools and possession of narcotics and 
the other was held on charges of at- 
tempted burglary and possession of bur- 
glar’s tools. Two young women, claiming 
to be wives of the prisoners, were also 
bound over on the charge of being mate- 
rial witnesses. Pohlmeyer, his son Earl 
and Joseph Kolling, editor of the Con- 
fectioners Review, caused the arrests. 

According to Mr. Pohlmeyer, two 
young men visited his place several days 
ago. They had a ring which they 
wanted to have reduced in size, also a 
cameo to be set in a scarf pin. They 
posed as brothers. 

The jeweler became suspicious of the 
visitors and watched them two nights, 
while they loitered about the store. The 
next day they returned and asked for 
the scarf pin and ring. In accordance 
with pre-arranged plans the police were 
notified and arrested the men. 








Robbers Hold Up St. Louis Diamond 
Merchants and Escape with Loot 
Worth More Than $5.000 


St. Louis, Mo., Feb. 18.—The Extein 
Diamond Co., occupying Room 506, Hol- 
land building, was the victim of a hold- 
up last week, when two well dressed 
young men held up the members of the 
firm with leveled pistols and managed 
to make their escape with diamonds, 
watches and jewelry valued in excess of 
$5,000. 

Sam Honigberg, one of the firm, was 
in the office with Alfred Moss and Jacob 
Stipleman, an attorney, when the rob- 
bers entered flourishing guns. Forcing 
the three men into a corner they grabbed 
several packets from the open safe but, 
finding they contained papers, demanded 
to know the whereabouts of the diamond 
stock. Searching further they found 
other packages and then hurriedly dis- 
appeared before an alarm could be given. 

About $4,000 of the loot consisted of 
diamonds stored at the place for Louis 
Montell, a local dealer. The company 
loss was estimated at slightly in excess 
of $1,000, of which about $300 was in 
watches and money. 








The window in the store of the Wind- 
sor Jewelry Co., 216 High St., Hamilton, 
Ohio, was recently smashed by a man 
who escaped with rings and watches 
worth $550. The only clue left was a 
brick wrapped in paper which the police 
found in the display window. 
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United States Customs Rulings 





Imported Shells Held Dutiable at 35 Per Cent Ad Valorem Rate 
—Other Decisions Fix Proper Tariff Duties on Bag Frames, 
Pendant Watchcases, Parts of Watches and Mother- 
of-Pearl Beads 


Rulings of interest to the jewelry 
trades have just been announced at New 
York by the United States Customs 
Court. 

SHELLS, STRUNG 


The Customs Court finds, in one of 
these rulings by Judge Sullivan, that 
certain shells, colored artificially, are 
dutiable at the rate of 35 per cent ad 
valorem under Par. 1440, Tariff Act of 
1922, rather than at 80 per cent under 
Par. 1428. A rather lengthy opinion is 
written in this case, which is concluded 
as follows: 

“The testimony is conclusive this mer- 
chandise is not jewelry and not used as 
such. There was not any testimony of- 
fered to sustain the classification of the 
collector. The sample itself thoroughly 
indicated it is not jewelry. 

“A mere inspection of Ex. 1 estab- 
lishes that the merchandise is ordinary 
cheap little seashells, colored artificially. 
We do not think they are beads, as we 
understand that term. They certainly 
do not imitate precious or semi-precious 
stones or pearls. If they are beads they 
are dutiable at 35 per cent ad valorem 
under Par. 1403, but we are of the opin- 
ion that the provisions in Par. 1440 for 
‘manufactures of * * * shell * * * not 
specially provided for; and shells * * * 
manufactured’ are more applicable to 
this merchandise than any other provi- 
sion of the tariff act. We therefore hold 
this merchandise dutiable at 35 per cent 
ad valorem under Par. 1440.” 


BAG FRAMES 


The 80 per cent tariff rate is affirmed 
by the Customs Court in a decision, de- 
nying relief to Strawbridge & Clothier, 
Philadelphia, on certain bag frames re- 
turned as being composed in chief value 
of metal and imitation precious stones, 
valued at over 20 cents per dozen pieces. 
The importers claimed duty at 75 per 
cent under Par. 1428, or at 40 per cent 
or 60 per cent under Par. 399, or at 55 
per cent under Par. 218, or at 50 per 
cent under Par. 230, or at 20 or 60 per 
cent under Par. 1429, Act of 1922. All 
of these claims are overruled by Judge 
Sullivan, who writes, in part, as follows: 

“There is nothing in the record to in- 
dicate whether this merchandise was 
classified as jewelry, finished or unfin- 
ished, under Par. 1428, or under the pro- 
vision in the same Par. for ‘articles val- 
ued above 20 cents per dozen pieces, de- 
signed to be worn on apparel or carried 
on or about or attached to the person, 
such as and including * * * mesh bags 
and purses, * * * and like articles, * * * 
finished or unfinished, composed of metal 


* * * whether or not set with * * * imi- 
tation precious stones.’ 

“If it was classified as unfinished 
jewelry, there is nothing in this record 
to prove it is not such. 

“If it was classified under the second 
clause of Par. 1428 above quoted there 
is nothing in the record to show that 
the imported merchandise in question is 
not like articles to unfinished mesh bags 
and purses, composed of metal, set with 
imitation precious stones. On the con- 
trary, the appraiser’s report indicates 
it is such. Nor is there anything in the 
record to indicate that the merchandise 
is within any of the claims in the pro- 
test. The protest is overruled.” 


PENDANT WATCHCASES 


Judge Fischer, in sustaining a protest 
of the S. H. Pomerance Co., Inc., rules 
that certain pendant watchcases should 
have been assessed with duty at the rate 
of 45 per cent ad valorem under Par. 
367, Act of 1922, as watchcases. The 
action of the collector in taking duty on 
the pendant cases as jewelry, at 80 per 
cent ad valorem under Par. 1428, and 
on the movements, according to jewels 
and adjustments under Par. 367, is 
therefore set aside by the Customs 
Court. 

PARTS OF WATCHES 


The Customs Court, in a ruling in fa- 
vor of Charlton & Co., Inc., finds that 
certain parts of watches, returned for 
duty as unfinished jewelry, should have 
been assessed at the rate of 45 per cent 
ad valorem under Par. 367, as parts of 
watches. 

MOTHER-OF-PEARL BEADS 


Mother-of-Pearl beads, imported by 
M. Krupp, of Seattle, and by F. Wein- 
traub, of New York, are held by the 
Customs Court to be properly dutiable 
at 35 per cent ad valorem under the pro- 
visions of Par. 1403, 1922 Tariff Act, 
and not at 80 per cent as jewelry, under 
Par. 1428, as classified on entry. 








Crook Who Swindled a Number of 
Los Angeles Jewelers Still at Large 


Los ANGELES, Feb. 15.—Police head- 
quarters is just as much in the dark as 
ever concerning the man who posed as 
the son of a rich man or as a prominent 
man, through which he was enabled to 
gain the confidence of jewelers and bilk 
them out of gems totaling in the aggre- 
gate more than $6,000 in two weeks, an 
exclusive account of which appeared in 
THE JEWELERS’ CIRCULAR of Feb. 8 last. 

Since the report was received by the 
police, another prominent jeweler on W. 
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Seventh St. is known to have been vic- 
timized out of a diamond ring valued at 
$1,400. The same forger and confidence 
man called at another large retail jewel- 
ry store but when the deal for a $2,000 
ring was about to be concluded, the dia- 
mond salesman refused to take a check 
unless it was certified. The man said 
he would go out and get it certified but 
he never returned. 

One jeweler, who lost a $2,050 dia- 
mond to the man through receiving a 
forged check bearing the name of a 
prominent diamond dealer, received 
word that his ring had been pawned in 
San Francisco by a young woman. He 
left last Wednesday for the North, re- 
turning today. He identified the ring as 
the one obtained by a man posing as the 
representative of a wealthy theatrical 
man and as the son of a prominent 
Hollywood jeweler. The police of the 
Bay City are looking for the woman 
as the pawnbroker gave a good descrip- 
tion of her. The man has eluded every 
effort of the police to apprehend him. 








Jewelry, Leather and Fancy Goods 
Salesmen’s Association Holds 
Annual Banquet 


Nearly 500 traveling men and their 
friends gathered in the grand ballroom 
of the Waldorf-Astoria, New York, last 
Saturday evening, to participate in the 
seventh annual banquet of the Jewelry, 
Leather and Fancy Goods Salesmen’s 
Association. 

After an informal reception in the 
Astor galleries, the members and guests 
were summoned to the banquet hall 
shortly after 8 p. m. 

Before the first course had been served 
everyone stood while the orchestra 
played the “Star-Spangled Banner.” 
President Lester M. Guiterman then ex- 
tended a hearty welcome. Following a 
custom established several years ago by 
the association there was no _ speech- 
making, but while the dinner was being 
served Eli J. Dantzig and his Metro- 
Goldwyn-Mayer orchestra entertained by 
playing many of the popular melodies. 

The dinner was followed by a high 
class vaudeville performance. 

After the show the salesmen and 
their guests left the banquet hall long 
enough to allow for the removal of 
chairs and tables and then returned to 
enjoy dancing until a late hour. 





The organization held its annual elec- 
tion of officers on Monday evening, Feb. 
11. 

The officers reelected are as follows: 
President, Lester M. Guiterman; first 
vice-president, Benjamin Wurzburger; 
second vice-president, George M. Klein; 
third vice-president, Samuel W. Oppen- 
heimer; secretary, Ira Barzilay; treas- 
urer, Max Katz, and assistant secretary, 
Irving Janover. The board of directors 
is now composed of Edward N. Mayer, 
Sig. W. Fragner, Mortimer A. May, 
Bert Halberstadt, Harry A. Stern, Bert 
B. Goldberg, A. L. Wagner, William 
Wortman, David Guggenheim, Arch De 
Bear, Morton Cohen and Alfred Garten. 
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Detroit Jewelers Banquet 





Members of Retail Jewelers Associa- 
tion Hold Meeting and Dinner 


DETROIT, MICH., Feb. 18.—More than 
300 retail jewelers representing every 
section of metropolitan Detroit and some 
parts of the State and even down in 
Ohio, as members and friends of the 
Greater Detroit Retail Jewelers Associa- 
tion were present at a get-together meet- 
ing and banquet on Tuesday evening, 
Feb. 12, at the Detroit-Leland Hotel. 
Also at this time the new officers were 
installed. They had been elected at an 





BEN STOCKER, PRESIDENT-ELECT 


earlier meeting of the members and are 
as follows: President, Benjamin Stock- 
er; first vice-president, Howard W. Mc- 
Cullough; second vice-president, Paul 
C. Sinz; secretary, Bernard B. Lasky; 
treasurer, John J. Schultz. Directors 
are: William P. Fenske, chairman; vice- 
chairman, Fred E. Connell; Harry Syd- 
nam, Max Mertens, Ray Hamels. 

An old friend of the jewelers, a man 
who is not in the business, was called in 
to perform the task of introducing each 
of the new officers. He was Alexander 
J. Gage, one of the prosecuting attor- 
neys of the city of Detroit. Mr. Gage, 
on behalf of the retailers, paid a tribute 
to William Fenske, the retiring presi- 
dent, for his efforts in organizing and 
directing the association through the 
first year of its existence, and also to 
Howard W. McCullough, who had la- 
bored so efficiently with Mr. Fenske. 

Benjamin Stocker, the new president, 
then took the chair and expressed, not 
only his own appreciation, but the ap- 
preciation of the entire membership for 
the cooperation of numerous Detroit 
Wholesale jewelers who had so liberally 
sponsored this get-together meeting and 
banquet. 

Second Vice-President Paul C. Sinz 
voiced a general sentiment when he pro- 
posed a movement for an earlier evening 
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closing. He would have the retailer who 
ordinarily remains open until nine o’clock 
close at eight o’clock and the one who 
closes at eight o’clock drop down to 
seven o’clock and the ‘seven o’clock man 
to six o’clock. It is probable such a 
closing plan may be adopted. The pro- 
posal was received with cheers. 

Past President Fenske at this time 
was presented with a Shrine pin, 
studded with diamonds. 

Bernard Lasky, secretary, announced 
the summer excursion that is being 
planned for Put-in-Bay. One of the 
largest steamers on the Detroit River 
has been chartered for the occasion and 
it is planned to induce every jeweler in 
the metropolitan district of Detroit to 
close on that day. Furthermore, it also 
is expected many from out in the State 
will attend. A quartet from Damascus 
Commandery sang. Dancing concluded 
the festivities. 








Imports of Platinum and Allied 
Metals During October 


WASHINGTON, D. C., Feb. 15.—Figures 
just compiled by the Department of 
Commerce, showing the imports of plati- 
num and allied metals during October, 
indicate that the value of iridium 
brought in during that time was $167,- 
328, while osmium and osmiridium im- 
ported amounted to 508 troy ounces, 








Grain 
Nuggets, Sponge Iridium 
Countries or Scrap Oz. Troy 
RT 6 eee se ce cee 1,516 
United Kingdom.... 1,625 86 
el 58 
COIGRIDIA. 6oscsncees 4,412 
| See recerer ae 4 
Total Quantity ..... 6,099 1,602 
Total Value. ....<.. $414,511 167,328 
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Death of I. L. Rosenson 


CHICAGO, Feb. 15.—The trade in this 
city was shocked to learn of the sudden 
death of Israel L. Rosenson, retail 
jeweler, located at 1736 Roosevelt Road. 
Mr. Rosenson passed away on Thursday, 
Feb. 14. He was taken violently ill dur- 
ing the night and rushed to the hospital 
where he passed away immediately. Mr. 
Rosenson, who was 50 years of age, was 
always in poor health, although friends 
did not believe him dangerously ill. 

Deceased had been engaged in the re- 
tail jewelry business all of his life. He 
succeeded his father in business on S. 
Halsted St., and sold out in 1919. After 
resting for a while he reentered busi- 
ness at the Roosevelt address. 

He is survived by his widow and three 
children. 

Funeral services were held on Friday 
at 2 p. m., from Piser’s Chapel and in- 
terment was at Waldheim. 





valued at $43,516. The rhodium and 
ruthenium received here from other 
countries was worth $1,114, while the 
amount of palladium brought into this 
country reached 1129 troy ounces worth 
$34,754. The value of grain, nugget, 
sponge or scrap platinum reached $414,- 
511. 

The figures showing the imports by 
countries are as follows: 











Rhodium 
Osmium and and 
Osmiridium Palladium Ruthenium 
Oz. Troy Oz. Troy Oz. Troy 
"506 "950 "93 
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43,516 34,754 1,114 





The Goodier-Miller Co., is the suc- 
cessor to the R. D. Sanders Jewelry Co., 
retailers and diamond dealers, Dallas, 
Tex. The new concern is composed of 
E. G. Miller and E. J. Goodier and is 
located at 410 Magnolia building, Dallas. 


The George Crystal Co. has engaged 
in business at 701 Metropolitan building, 
Detroit, Mich. The establishment is 
owned by George Max who is manufac- 
turing and making replacements of all 
kinds of watch crystals. 





Inaugural Medals for Hoover and Curtis 





International News Reel 





The medals, costing $500 for the pair, which will be presented to President-Elect Herbert 
Hoover, and Vice-President-Elect Charles Curtis, by the Inaugural General Committee on 


March 4. 
mementos of the occasion. 


licas of them in bronze will be sold during the inauguration period as 
rep Henry Bush-Brown of Washington is the designer of the medals 
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New York Jewelers Dine - 





Nearly 400 Members and Guests Participate in Banquet of 
Metropolitan Retail Jewelers’ Association, at Hotel Astor 


The Metropolitan Retail Jewelers’ 
Association entertained nearly 400 mem- 
bers and guests at its annual banquet 
held last Sunday evening in the Belvi- 
dere Room of the Hotel Astor, New 
York. The affair was attended by sev- 
eral representatives of the National as- 
sociation and delegations from other re- 
tailers‘ organizations in the metropolis. 

Samuel Feldman, past president of 
the Brooklyn Retail Jewelers Associa- 














JACQUES LE ROY, CHAIRMAN OF THE 
BANQUET COMMITTEE 


tion, acted as toastmaster. The princi- 
pal speakers of the evening were Edwin 
F. Lilley, Milford, Mass., regional vice- 
president of the American National Re- 
tail Jewelers Association, and Conrad J. 
Brotherly, past president of the national 
organization. A. Wolf, president of the 
Metropolitan Retail Jewelers Associa- 
tion, also spoke a few words of wel- 
come. Other speakers included Jacques 
Le Roy, chairman of the committee in 
charge of the banquet, Irving Greenberg, 
attorney and William Wagner. 

Mr. Le Roy opened the festivities by 
presenting President Wolf. The latter 
extended a hearty welcome, after which 
Samuel Feldman was introduced as 
toastmaster for the evening. 

Past National President Brotherly de- 
livered a short address on “Trade 
Ethics.” The address of Regional Vice- 
President Lilley was also brief. 

After the formal addresses had been 
concluded, Mr. Feldman called on the 
presidents of the various organizations 
in the metropolitan district to be intro- 
duced. Those responding included: M. 
Ginsburg, United Retail Jewelry Store- 
keepers’ Association; M. Sherman, East 
New York Retail Jewelers Association; 
Jack Goldstein, New York Jewelers 


Benevolent Association; Phineas Peters, 
Brooklyn Retail Jewelers Association 
and William Schneiderman, vice-presi- 
dent, Bronx Retail Jewelers Association. 
Each of these officers was accompanied 
by delegations from his respective or- 
ganization. 

During the serving of the dinner, 
Alex Hass and his Ansonia Orchestra 
entertained with many popular airs. The 
same orchestra played for the dancing 
which followed the banquet. 

The committee in charge of the ban- 
quet consisted of Jacques Le Roy, chair- 
man; J. McKible, treasurer; Harry 
Golowen, secretary, and H. Davidoff, 
Sol Reichgott, H. Miller and H. Sacks. 

The association gave each lady pres- 
ent a beautiful compact, while the L. E. 
Waterman Co. distributed pencils to 
the women and fountain pens to the men. 








Jewelers Meet to Arrange Program 
for Convention of Maryland, Del., and 
Washington, D. C., Associations 


WILMINGTON, DEtI., Feb. 19.—A_ boos- 
ter dinner meeting to arrange the pro- 
gram for the annual convention of the 
Maryland-Delaware Jewelers Associa- 
tion, was held in the Club Room of the 
Hotel duPont-Biltmore tonight and was 
attended by retail jewelers of Delaware, 
Maryland and the District of Columbia. 
Tonight’s function was under the aus- 
pices of the Retail Jewelers Association 
of Wilmington which acted as host to 
the visiting jewelers. Charles M. Banks, 
president of the Wilmington association, 
presided and among the distinguished 
visitors was C. Howard Millikin, presi- 
dent of the Maryland-Delaware Jewel- 
ers Association. 

The dinner, which was a stag affair, 
was attended by 15 jewelers from Balti- 
more, 10 from Washington and 25 from 
this city. There were no set speeches 
but an informal discussion was held. of 
various features that might prove in- 
teresting for the annual meeting, which 
will be held in Washington, May 5, 6 
and 7. 








Annual Dinner-Dance 





Members of Buffalo Retail Jewelers Asso- 
ciation and Twenty-four Karat Club 
Attend Banquet 


BuFFALO, Feb. 15.—The annual din- 
ner-dance of the Buffalo Retail Jewelers’ 
Association and the Twenty-Four Karat 
Club, held in the Georgian Room of the 
Hotel Statler last Monday night, proved 
one of the most successful affairs of its 
kind ever held by these organizations. 

Prior to the dinner, President Edward 
Leininger of the Twenty-Four Karat 
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Club and President John M. O’Dea of 
the Buffalo Retail Jewelers’ Association, 
made brief addresses of welcome. As 
president of the New York State Retail 
Jewelers’ Association, Mr. Leininger in- 
vited those retailers present to attend 
the convention at Poughkeepsie, next 
May 27, 28 and 29. Mr. O’Dea appealed 
to the members to cooperate in making 
the local association a real factor in the 
jewelry trade. 

Following the dinner an _ entertain- 
ment program was given. 








Two Washington, D. C., Jewelry 
Stores Visited by Thieves 


WASHINGTON, D. C., Feb. 18.—Follow- 
ing several recent robberies of jewelry 
stores, burglars broke a rear window in 
the jewelry establishment of H. C. Kor- 
man & Co., and obtained loot of the 
value of more than $4,000 early on the 
morning of Feb. 9. Apparently some- 
thing happened to frighten the robbers 
away, as a large number of diamond 
rings were scattered over the floor. 

Behind the store in an alley was 
found a large wrench, which is believed 
to have been used in smashing a window 
of a shed. After gaining entrance to 
the shed, the robbers wrenched a heavy 
lock from the rear door of the jewelry 
store. 

Mr. Korman did not place the jewelry 
in the safe, because he believed, accord- 
ing to his statement, such precaution 
was not necessary. The loss was not 
covered by insurance. 

About 10.40 o’clock on the morning of 
Feb. 11, robbers broke the show window 
at the store of the Kay Jewelry Co., 407 
Seventh St., and stole jewelry valued at 
over $180. The loot consisted of watches 
and a gold ring. 

Police state this is the fourth robbery 
of jewelry stores reported consecutively. 








Death of J. C. Seidel 





Heart Disease Carries Off Head of Samuel 
Hammond & Co. 


John C. Seidel, proprietor of the busi- 
ness operated under the style of Samuel 
Hammond & Co., retail jewelers, 123 
Pearl St., New York, died suddenly last 
Monday at his home in Rochelle Park, 
N. J. Mr. Seidel was a victim of heart 
trouble and had been active in business 
until last Saturday when he remained at 
his store for several hours. Funeral ser- 
vices will be held this afternoon (Thurs- 
day) at 2 o’clock at his late residence. 

John C. Seidel was born in Rostock, 
Germany, and was 66 years old. He 
spent some time in England and when 
a young man came to this country. Mr. 
Seidel specialized in watches and for 
several years was in the employ of Mr. 
Hammond. About 22 years ago after 
Mr. Hammond and two of his sons had 
died, Mr. Seidel took over the business 
and until his death had continued to op- 
erate it under the old firm style. 

Deceased is survived by his widow, 
two daughters, one son and a son-in-law. 
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NEWS 





New York Notes 


Arthur Silberfeld, 2 W. 46th St., is 
now in Palm Beach, with Mrs. Silberfeld. 

Carl Sternfeld, 74 W. 46th St., re- 
turned last week from a seven weeks’ 
trip to the European markets. 


James N. Clinch, is now associated 
with Charles W. Sommers & Bros., im- 
porters of diamonds and pearls, 527 
Fifth Ave. 

A. Heller, formerly of Montreal, Can., 
is now located at 120 E. 42nd St., where 
he conducts a watch repair shop and re- 
tail jewelry store. 


Benj. H. DeJong of Rifkin & DeJong, 
Inc., 10 W. 47th St., returned Tuesday, 
Feb. 12, on the Mauretania from a pur- 
chasing trip abroad. 


The Goodwill Watch & Jewelry Co., 
this city, was granted a charter of 
incorporation. This business was capi- 
talized for $10,000. 


The business of J. B. Bowden & Co., 
15 Maiden Lane, was incorporated re- 
cently with $250,000 preferred and 3500 
shares of common stock. 


Van Cleef & Arpels, Inc., well known 
French jewelry concern, have leased the 
store at the southeast corner of Fifth 
Ave., and 53rd St. for a term of 15 
years. 

The buyers of Cross & Beguelin, 15 
Maiden Lane, sailed Saturday, Feb. 16, 
on the George Washington for an exten- 
sive trip abroad to study the foreign 
markets. 

The committee in charge of the art 
and handicraft exposition of Soviet Rus- 
sia, now in progress at the Grand Cen- 
tral Palace Exposition, has set aside Feb 
21 as “Jewelry and Silverware Day.” 

J. M. Herbert, of Lowe & Herbert, 
manufacturing jewelers, Shreveport, 
La., is in this city on a buying trip and 
while here for one week will make his 
headquarters at the Hotel Manger. 

Louis Kahn, of Kahn & Dinhofer, 142 
Fulton St., sailed for Europe last Satur- 
day on the George Washington. Mr. 
Kahn is going abroad to visit the for- 
eign diamond markets at Antwerp, 
Paris and Amsterdam. 

Joseph Blitz, president of the Best 
Watch Co., Inc., 62 W. 47th St., sailed 
for Europe last week on the Paris. He 
intends to visit the watch markets in 
Switzerland in the interest of his con- 
cern and will be gone about five weeks. 

Edward Lembeck, of Edward Lembeck 
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& Bro., importers of precious stones, 37 
Maiden Lane, sailed for Europe, Feb. 9, 
on the Majestic. While abroad he will 
visit the precious stone markets of 
France, Germany, and Czechoslovakia in 
the interests of his firm. 

Vinegar Bros., silversmiths, 161 Grand 
St., have changed the firm name to the 
Ariston Silversmiths, Inc. The same 
officers and personnel remain, Benjamin 
Vinegar still retaining the office of pres- 
ident. Jacob Vinegar is secretary and 
Charles J. Marks, treasurer. 

Maurry S. Sater, importer of precious 
stones, 22 W. 48th St., sailed on the 
Majestic, for an extensive buying trip 
throughout Europe. He is expected to 
remain abroad several months. The 
business will be conducted by Thomas 
M. Walsh in Mr. Sater’s absence. 

Cahn & Kornbrodt, 33 Maiden Lane, 
who are removing to 580 Fifth Ave., on 
April 1, are having a new vault room 
built and new safes installed in their 
new quarters on the 10th floor. The 
fixtures are in walnut and all modern 
conveniences are being added. 

William Lehrfeld, of Kastenhuber & 
Lehrfeld, 24 John St., will leave today 
(Thursday) on a trip to the South. Mr. 
Lehrfeld expects to spend a week in 
Pinehurst and two weeks in Florida and 
is planning to witness the Sharkey- 
Stribling fight at Miami the latter part 
of this month. 

A. Y. Boswell of the A. Y. Boswell 
Yo., Tulsa, Okla., will sail for Europe 
from this city on Saturday, Feb. 23. Mr. 
Boswell left Tulsa last Saturday and 
while in New York preparatory to sail- 
ing he will remain at the Pennsylvania 
Hotel. The Boswell concern recently 
opened a beautiful new store in Tulsa. 

The members of the salesforce of the 
Wesselton Diamond Co., 527 Fifth Ave., 
who have been in New York for the 
past several weeks preparing their 
spring lines, have now left for their 
respective territories. Sam Green is 
covering Kansas, Nebraska and Iowa; 
Sam Ashen, Ohio, Michigan and In- 
diana, and Abe Morse, West Virginia 
and the entire South. 

Major Eugene H. Valle, diamond mer- 
chant, 170 Broaday, who is Division 
Quartermaster 78th Division U. 8S. Army 
and also secretary, Reserve Officers As- 
sociation of the United States, Depart- 
ment of New Jersey, has been appointed 
Recruiting Officer for Bergen County, 
New Jersey, for the Citizens Military 
Training Camps to be held at Platts- 
burgh, N. Y., Fort Dupont, Del., and 
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Fort Ethan Allen, Vt., and Fort Mon- 
mouth, N. J. 

The regular monthly meeting of the 
executive committee of the Jewelers 
Security Alliance was held recently, at 
the headquarters of the organization, 15 
Maiden Lane. Prentice Luckey resigned 
as a member of the executive committee, 
on account of his retirement from the 
jewelry business and the removal of his 
residence permanently to South Caro- 
lina. During the meeting 15 new mem- 
bers were accepted in Class B and four 
rewards were ordered paid. 

The public spirit and patriotism of 
the leading jewelers of New York has 
been shown in many ways but never 
more prominently than last week when 
it was noticed that the Fifth Ave. jewel- 
ers observed the anniversary of Lin- 
coln’s birthday by closing their stores on 
Feb. 12. It was a matter of comment 
with the trade and public, particularly 
as it was the only line of business to 
observe the day as generally and it tes- 
tified to the respect in which these 
jewelers held the memory of the great 
American. 

President Jack: Goldstein and other 
officers are completing plans for the 41st 
annual dinner and entertainment of the 
New York Jewelers Benevolent Associa- 
tion. This will be held on Tuesday eve- 
ning, Feb. 26, at the Level Club, 253 
W. 73rd St. The entertainment pro- 
gram will be made up of a number of 
Broadway stars and will be staged at 
8 p. m. Dinner will be served at 10 
o’clock followed by dancing. Because of 
the unusually large demand for guest 
tickets, the association is disposing of a 
limited number at a nominal cost. 

An involuntary petition in bankruptcy 
was recently filed in the United States 
District Court, this city, against Bern- 
hard Cohen, retail jeweler, 1435 First 
Ave. Judge Mack has appointed the 
Irving Trust Co., as receiver under a 
bond of $100. The jeweler, it is alleged, 
owes about $20,000 while the assets con- 
sisting of jewelry, accounts receivable, 
furniture and fixtures are estimated to 
be worth $12,000. The creditors insti- 
tuting the action and their claims in- 
clude: Aisenstein-Woronock & Sons, 
Inc., $200; S. Jollofsky & Sons, Ince., 
$200, and Aaron Leikind, $100. 

Louis N. Marx, importer of star sap- 
phires, 551 Fifth Ave., is planning to 
leave March 2, for Europe on a pleasure 
trip with Mrs. Marx, sailing on the 


(Continued on page 259) 




















































THE JEWELERS’ CIRCULAR February 21, 1929 



















CHATHA 
pHENIx M 


wre 


Nationa aN 
TRust comPANy 


Capital, Surplus and 
Undivided Profits over 


Twenty-five 
Million Dollars 





Over One Hundred Years the J ewelers’ . Bank 


A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 








00000000 





We Welcome New Business 


Main Office—149 Broadway 


Branches—Battery to the Bronx 








Resources Over a Quarter of a Billion Dollars 



















24K¢ Service’ 
JEWELERS’ 





















Bt 








eK 














FIRE 
LIFE 
ACCIDENT 
HEALTH 
RENT 


“ALL RISKS” FLOATERS 
JEWELRY AND PERSONAL EFFECTS 


Pendleton & Berger 


Brokers and Adjusters 


15 William Street 


Member— 






PN VEIssy 


TELEPHONE HANOVER 4789 


“National Jewelers’ Board of 
Trade” 
































LIABILITY Per Day e 
AUTOMOBILE and Up 800 Baths |) 
WORKMEN’S r . . : 
COMPENSATIOP Old Fashioned Hospitality 
BURGLARY in a Modern Setting 








In the Grand Central Section, 10 minutes 

from Penn. Station, near Times Square, 

Fifth Avenue shops and important com- 
mercial centres and theatres. 


Radio in Every Rooms 
Single Rooms $3 to $5 per day 
Double Rooms $4 to $6 per day 


S. Gregory Taylor, President Oscar W.Richards, Manager 


HOTEL MONTCLAIR: 


NEW YORK CITY 



























New York 

















































B 


WE offer to jewelers the special facilities developed through 


all the financial and service resources of a great banking institution. 





anking Service for the Jewelry Trade 


years of intimate association with their business, together with 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


81 Fulton Street, New York 







































February 21, 1929 


New York Notes 


(Continued from page 257) 




















steamer America. While Mr. Marx is 
abroad, he will visit the various stone 
markets. 

Monroe Engelsman has moved from 
40 W. 48th St., to 2 W. 46th St. 

Gochman & Held have enlarged their 
quarters at 90 Nassau St., and are now 
occupying rooms 33 and 34 at that ad- 
dress. 

A. Waitzel, who recently established 
the Marathon Watch Co., at 37 Maiden 
Lane, is leaving shortly to call on his 
trade. 

The Famous Jewelry Mfg. Co., for- 
merly at 158 Lafayette St., is now lo- 
cated at Lafayette Towers, 103 La- 
fayette St., in larger and modern quar- 
ters. 

Next Saturday evening Samuel E. 
Bernard, will deliver the second part of 
a lecture on “Timeology” at the Brother- 
hood House, 324 Pleasant Ave., this city. 
The first part of this talk was given a 
week previous. 

C. P. Dungan, Chicago branch man- 
ager of the International Silver Co., ac- 
companied by Mrs. Dungan, is spend- 
ing a few days in New York en route 
to Palm Beach, Fla. On their way South 
Mr. and Mrs. Dungan will stop off at 
Washington, D. C., for a few days. 

Edward Kanners is announcing to the 
trade that he has resigned as a member 
of the firm of Robinson & Sverdlik, Inc., 
and in the future will do business on his 
own account under the style of Edward 
Kanners, Inc. Mr. Kanners is located at 
542 Fifth Ave., where he will deal in 
precious and semi-precious stones. R. 
Stein will be associated with the firm. 


A testimonial dinner and entertain- 
ment will be tendered March 19 at the 
Ritz-Carlton Hotel to Bert H. Satz, retail 
jeweler, 1612 Broadway, who next Mon- 
day, will formally open his new store at 
729 Fifth Ave. Mr. Satz is just round- 
ing out his 10th year in business and to 
celebrate this event and the opening of 
the new store his friends will honor 
him at the dinner. 


According to an announcement made 
last Tuesday M. Hoffman & Sons have 
purchased the stock and fixtures of the 
jewelry store at 484 Tremont Ave., 
Bronx, which heretofore has been con- 
ducted under the style of J. Chamelin. 
The Hoffman concern will continue the 
business at the Tremont Ave. address 
and will also maintain its old estab- 
lishment at 838 Westchester Ave. 


Joseph D. Little, manager of the Ster- 
ling Silver Galleries of the International 
Silver Co., has gone to Newbury, Mass., 
to attend the funeral of his mother. Mrs. 
Little, who was 88 years old, passed 
away last Monday at the old farm in 
Newbury which has been owned by the 
Little family for many years. The 
funeral was delayed until this afternoon 
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(Thursday) to allow a son to arrive 
from Montana. 


The New York creditors of the S. 
Davis Co., Pittsburgh, Pa., met in this 
city recently and decided to follow the 
action of the Providence creditors in 
agreeing to accept 25 cents on the dol- 
lar. This settlement is payable 10 per 
cent in cash and the balance in notes of 
the corporation indorsed by S. Davis, 
the president. One note will be for 5 per 
cent due July, 1929 and the other for 
10 per cent, due in January, 1930. 


William Ballyn, former chief steward 
of the Berengaria, who a few weeks 
ago was indicted with several others on 
a charge of smuggling diamonds, plead- 
ed guilty last Monday before Judge 
Bondy in the United States District 
Court. Ballyn, it is believed, will assist 
the government. The trials of the other 
defendants, who pleaded not guilty, will 
start on March 4. Indicted with Ballyn 
are John T. McIntyre, a traffic police- 
man, M. Landau, jeweler, 12 John St., 
and his son, Sidney, and daughter, 
Frances and Moses H. Levy, a wholesale 
jeweler of this city. 


Schedules in bankruptcy were filed 
last Monday in the United States Dis- 
trict Court, this city, by the A. K. S. 
Jewelry Mfg. Co., 74 W. 46th St. These 
schedules list the concern’s liabilities at 
$137,935 which amount represents 
wages, $529; unsecured claims, $6,657; 
notes and bills payable and contingent 
liabilities, $125,628 and accommodation 
paper, $5,121. The assets total $100,202 
and include: Machinery, tools, etc., $10,- 
394; other personal property, $7,000; 
debts due on open accounts, $21,675 and 
deposits of money in the banks and else- 
where, $270. The concern was petitioned 
into bankruptcy Oct. 31 last shortly 
after the owner reported to the police 
that he had been held up and robbed. 








Newark 





L. Kramer, Washington St., Hoboken, 
N. J., is equipping new quarters at 500 
Washington St., to which he will remove 
his retail business in a month’s time. 


The Jabel Ring Mfg. Co., 401 Mul- 
berry St., and its method of merchandis- 
ing was the subject of a fine five-page 
article in the Feb. 14 issue of Printers’ 
Ink Weekly. 


The New Jersey Retail Jewelers’ As- 
sociation with offices at 909 Broad St., 
will hold a meeting next Tuesday eve- 
ning at 7 o’clock, in the Elks’ Club, 
Broad St. The members will be the 
guests of the association at a dinner. 

R. C. Haun, proprietor of the Haun 
Jewelry Co., Merced, is preparing to 
move into a larger store before the close 
of February. The new place is being 
remodeled and gives twice as much 
room as the store at 535 17th St., where 
Mr. Haun has been in business for the 
past 14 years. A gift and art depart- 
ment is to be installed in the new store, 
under the direction of Mrs. Haun. 
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President Wormser of National 
Jewelers’ Board of Trade Announces 
Committees for 1929 


O. D. Wormser, president of National 
Jewelers Board of Trade recently an- 
nounced his appointments for the year 
to the numerous committees within the 
organization. Those named on these 
standing committees are as follows: 

New York Adjustment Committee: 
Joseph L. Herzog, chairman; Louis All- 
sopp, Lee Bach, Irving Bodenheimer, H. 
W. Boynton, Sigmund Cohn, Edward 
Detjen, Herbert H. Dillingham, Herbert 
L. Farrow, Richard Goldsmith, William 
C. Gruner, William A. Henrich, Harry 
D. Henshel, William E. Hinsdale, W. 
Merritt Hurlburt, Sam Jaskow, Benja- 
min §. Katz, Jonas Koch, Joseph W. 
Kraus, Michael Levy, Charles Marx, 
Herbert Ollendorff, Julius S. Oppen- 
heimer, Zach A. Oppenheimer, S. C. 
Powell, Leo Sherman, Nathan J. Stern, 
O. J. Somers, Bernard Strauss, St. 
John Wood. 

Chicago Adjustment Committee: John 
C. Petersen, chairman; Walter S. Camp- 
bell, James Clifton, Frank E. Dean, Al- 
bert L. Ellbogen, Frederick M. Gottlieb, 
Milton C. Hess, Otto R. Hirt, Joseph J. 
Kucera, S. C. Lund, Arthur E. Man- 
heimer, Harry E. Radix, Claus Swan- 
son, J. G. Swartchild, H. Wilson, R. C. 
Wolf. 

New England Adjustment Commit- 
tee: George C. Rueckert, chairman; J. 
Stafford Allen, Max Elkon, Ralph S. 
Hamilton, David Nemser. 

Arbitration Committee (New York): 
John W. Sherwood, chairman; M. C. 
Adler, DeWitt A. Davidson, Frank 
Jeanne, Zach A. Oppenheimer. 

Chicago Arbitration Committee: 
Frank Milhening, chairman; H. Paul 
Juergens, Taylor Strawn. 

New England Arbitration Committee: 
Samuel M. Stone, chairman; Howard L. 
Carpenter, Frederick E. Harwood, Ed- 
win R. Knight, Jr., Lawrence F. Perci- 
val. 

Auditing Committee: John W. Sher- 
wood, chairman; Jacob Fine, Albert F. 
Levy. 

Finance Committee: Melville Unter- 
meyer, chairman; Sigmund Cohn, Wal- 
ter P. McTeigue, Julius S. Oppenheimer 
(ex-officio), S. C. Powell, Jacob J. 
Schmukler, St. John Wood, Otto D. 
Wormser (ex-officio). 

Good and Welfare Committee: David 
Belais, chairman; Fred A. Croselmire, 
J. J. Felsenfeld, Jacob Fine, Richard 
Goldsmith, Jonas Koch, Albert Kohn, 
Albert E. Levy, William E. Marcus, Jr. 
Alfred Morrell, Eugene Simson, Charles 
W. Sommer, Wilson A. Streeter, William 
Wagner, T. Edgar Willson. 

New England Good and Welfare Com- 
mittee: Clarence J. Roehr, chairman; 
Harold R. Page, Stephen H. Garner. 

Membership Committee: S. C. Powell, 
chairman; Louis Allsopp, Jacob Fine, 
Albert E. Levy, Charles W. Sommer. 


H. E. Hill and F. C. Corson will soon 
open a jewelry store at 121 N. Rose St., 
Kalamazoo, Mich. 
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Providence 





The Dee Jewelry Co. has removed 
from Oakland Ave. to larger quarters 
at 131 Washington St. 

A mortgage for $3,500 on lot and 
buildings on the north side of Detroit 
Ave., has been given by George W. 
Steere to the Rhode Island Hospital 
Trust Co. 

Presiding Justice Willard B. Tanner 
in Superior Court here last week entered 
a decree dissolving the D. E. Makepeace 
Co. as a Rhode Island corporation, on 
the petition of Aldro A. French. 

The S. & S. Machine Die Casting Co. 
is preparing to remove from 115 Point 
St., this city, to West Arlington, in 
Cranston, where a factory building has 
been taken over and is being fitted up 
for the firm’s purposes. 

William D. Ritch, retail jeweler, at 
305 Westminster St., this city, has filed 
a voluntary petition in bankruptcy in 
the United States District Court here. 
His schedules list liabilities at $11,- 
022 and assets at $3,598. 

The contract has been awarded for 
the erection of a one-story brick addi- 
tion to the plant of the Patton-MacGuyer 
Co., manufacturing jewelers, at Virginia 
Ave. and Baker St. It will be 80 feet by 
160 feet with a cost estimated at $50,000. 

The Princess Ring Co., which was re- 
cently incorporated under the laws of 
Rhode Island to manufacture and deal 
in jewelry, has taken quarters in the 
Burke building, corner of Eddy and 
Worcester Sts., where it will manu- 
facture rings. 

Herbert K. Allard of Edgewood has 
concluded negotiations for purchase of 
the Langelier Mfg. Co.,-of Cranston, it 
was announced the past week. He will 
act as president and treasurer of the 
concern. The Langelier Mfg. Co. has 
been engaged for 41 years in the manu- 
facture of swedging machines and auto- 
matic drilling machines, many of which 
are in use in the local manufacturing 
jewelry plants. Operations in this field 
will be continued. 








Pittsburgh 


Gelder Bros. are now located in Suite 
208, Clark building, having closed their 
store at 106 Smithfield St. 

The Accurate Time Watch Repairing 
Co., managed by Sidney D. Kohn, re- 
moved its quarters last week from 205 
Pittsburgh Life building, to 314 Clark 
building. 

Harry Lipman, formerly a partner for 
10 years with the Keystone Jewelry 
Mfg. Co., has now gone into the business 
himself and is located in 515 Clark 
building. 

The window in the store of Friedman 
Bros., 812 Penn Ave., was smashed early 
one morning last week and the entire 
contents of the window stolen. The 
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thieves, a couple of boys about 20 years, 
were arrested later and were given a 
hearing last Saturday by Magistrate A. 
D. Brandon, before whom they pleaded 
guilty to about eight similar charges. 
The prisoners admitted the Friedman 
Bros. theft, and that firm recovered 
practically all of the stolen goods. 








The Attleboros 


The firm of Carter, Qvarnstrom & 
Remington has been dissolved and the 
business is to be continued by a corpo- 
ration formed under the name of C. Q. 
& R., Inc. 

The James E. Blake Co., silversmiths, 
in S. Main St., has commenced the re- 
moval of machinery, stock, fixtures, etc., 
to its new plant in the Saart Bros. Co. 
building, Forest St. 

The L. G. Balfour Co. is to have an 
exhibit of fraternity goods at the Na- 
tional Education Association exposition 
in the Auditorium Annex, at Cleveland, 
Feb. 22-28. Leon Cline and Henry Niven 
of the factory executive staff will be 
present at the convention. 











Philadelphia 


The jewelry store of W. J. Taite was 
destroyed with all its stock in a fire at 
Lewiston, Pa. It is not known whether 
it was insured. 

The jewelry firm of B. Cohen & Sons, 
109 S. 11th St., announce they will open 
a handsome new store in Norristown. 
It will be located on the first floor of a 
new business building at 83 E. Main 
St., and will be equipped in a most mod- 
ern manner. The firm also has a store 
in Chester, Pa., which is conducted by 
B. Cohen, founder of the business. 

Sansom St. is to lose one of its old- 
time jewelry houses and the Sansom 
Street Business Men’s Association, its 
president, in the removal on March 15, 
of Charles F. Diesinger, jeweler, from 
his offices in the Matz building, 720 San- 
som St., to offices on the fourth floor of 
1420 Walnut St. Mr. Diesinger is mak- 
ing the change because his business is 
a retail one and the majority of his cli- 
ents prefer him to be nearer the center 
of the city. 

Inquiry among the retail jewelry 
trade here reveals business as generally 
fair. Most of the retailers say that if 
conditions continue through the remain- 
der of the month, February will go 
ahead of that month last year, as last 
month did over the corresponding period 
of 1928. Jobbers and manufacturers 
report business generally good consid- 
ering the season, with many retailers 
stocking up for the Easter trade. In dia- 
monds there is a steady demand for the 
better stones, but with little doing in 
large pieces. 
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Business Records 





Ernest E. Narcissus, Boston, Mass., 
has made an assignment. 

Walter H. Hamilton, Elmira, N. Y., 
has made an assignment to Lowell H. 
Teeter. 

Monroe Slack, Marfa, Tex., has 
executed an assignment for the benefit 
of creditors. 

An involuntary petition in bankruptcy 
has been filed against the Calvin Clauer 
Co., South Bend, Ind. 

It is reported that Henry H. Greiner, 
Bethlehem, Pa., has filed a voluntary 
petition in bankruptcy. 

An involuntary petition in bankruptcy 
has been filed against the Brotherhood 
Watch & Jewelry Co., Inc., Cleveland, 
Ohio. 

It is reported that Morris Fair, No- 
cona, Tex., has made an assignment for 
the benefit of creditors. Assets are given 
as $2,536, and liabilities $5,983. 

A voluntary petition in bankruptcy 
has been filed by the Barry Jewelry Co., 
Springfield, Tenn. Assets are reported 
to total $6,230, and liabilities $17,000. 

C. Rubie Landis, Frederick, Md., has 
filed a voluntary petition in bankruptcy. 
Assets are reported to be valued at 
$2,571, while the liabilities total $14,680. 

The Crescent Jewelry Co., Fresno, 
Cal., has assigned to A. L. May, and it 
is reported that the stock will be sold. 
Assets are estimated at $4,000, and lia- 
bilities, $4,700. 

The Joseph F. Sylva Co., Boston, 
Mass., has assigned to Ralph Marks, 
and is offering 20 cents on the dollar. 
Assets are said to be worth $500, and 
liabilities $4,100. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 


London U. 8. Gov’t New York 
Date Official Assay Bars Official 
Feb. 12.... 25% Holiday Holiday 
ee |: See 583% 56 
dae. |, Arr A 58 %& 56 
* 2S..55 Bom 58% 55% 
16..... 20% 58 55 54 
* 18.... 25% 581% 55% 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Feb. 16, 1929 


The U. S. Assay Office reports: 


Gold bars exchanged for gold 


coin $894,212.69 


Gold bars paid depositors...... 54,255.77 
Total $948,468.46 


Of this gold bars exchanged for gold 
coins are reported as follows: 


ee 


ee 


Date Exchange 
Pe CRs Aa ose owe nnww wae $475,164.73 
ah SR rrr err eer rere 132,513.86 
> GEMEL sia cicciew Gia WoU sabes Gee 116,392.63 
SME OS Gb skh i Sistem eee aware 113,579.35 
MEE haa et ona Sica Re 56,562.12 
ci | CREE ere a ee Rea | $894,212.69 
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Chicago Notes 


Joseph Stein, of the Stein & Ellbogen 
Co., is making a business trip to Cali- 
fornia, and will be away for about three 
weeks. 

William W. Beckwith, manufacturers’ 
representative, is making a_ business 
trip to St. Louis and points South, and 
will be away for a few weeks. 


Ben Zion Ginsburg, formerly of the 
Arrow Jewelers’, is now located in Suite 
1403, Kesner building, where he is doing 
a wholesale jewelry business. 

Lou S. Shoen, sales manager for the 
Brunvil Watch Co., of New York, spent 
the past week in Chicago visiting with 
the trade and calling on friends. 


Boas Hatkowski, of Boas Hatkowski 
& Sons, 5 S. Wabash Ave., and his wife, 
left this week for Hot Springs, Ark., to 
remain there for about a month. 


Simon Bros., watchmakers to the 
trade, have removed their shop from the 
ninth to the 12th floor of the Mallers 
building where they have larger quar- 
ters. 

J. T. Montgomery, of M. A. Mead & 
Co. is making a business trip to the 





| East and before returning to Chicago 


will spend a few weeks in Florida enjoy- 
ing a rest. 


“Jack” Miller, manufacturers’ repre- 
sentative, has recuperated sufficiently 
from his recent operation to make his 
usual business trip through the West 
to the Pacific Coast. 


J.L. Art, of J. L. Art & Co., returned 
recently from Buffalo, where he con- 
ducted a closing out sale for Brayton’s, 
Inc. who have been in business in that 
city for over 40 years. 


J. A. Bergsman, of the Poole Silver 
Co. with headquarters in the Kesner 
building, left recently on a business trip 
to St. Louis and southern points. He 
will be away for about two weeks. 


Herman Nathan, recently returned 
from West Virginia where he conducted 
a successful reduction sale. Mr. Nathan 
remained in Chicago for about a week 
and then left for a sale in Minnesota. 


The Fraternal Jewelers’ of Chicago, 
will hold their annual business meeting 
and election of officers, on Saturday, 
March 2, at 2 p. m., at their regular 


Room 1104, Heyworth 


meeting place, 
building. 

Quast & Olsen, manufacturing jewel- 
ers, have removed their shop and offices 
from 1007 to 1006 Mallers building. In 
making the change they acquired con- 
siderable more space and have better 
light for the shop. 

C. P. Dungan, manager of the Chi- 
cago office of the International Silver 
Co., spent the past 10 days at the home 
offices and Meridian, and before return- 
ing to Chicago went to Florida where 
he and his wife will remain until 
March 1. 

Dana Bushong Co., of ‘Fort Madison, 
Iowa, is now settled in its beautiful new 
location directly across the street from 
the old store. J. D. Welcher, auctioneer, 
just returned to Chicago, and announced 
that he held the removal sale and that 
it was very successful. 

A dividend payment of 10 per cent 
was paid to creditors of Paulina Hor- 
vath trading as the Horvath Jewelry 
Co. This is the third payment, making 
a total of 50 per cent paid to date. Pay- 
ment was mailed creditors through the 
offices of Goldman, Allshouse & Healy. 

Edward J. Schmidt, who formerly was 
associated with the Eisenstadt Mfg. Co., 
is now connected with Benjamin Allen 
& Co., and will represent them in his old 
territory, Michigan. Mr. Schmidt is now 
busy getting his new sample line ready 
and hopes to leave for his territory 
shortly. 

Ed. Cain, of Ed. Cain & Co., George 
Dahlman, representing the Reliance 
Mfg. Co., Frank Moran, of the J. F. 
Sturdy’s Sons Co., and Oscar Lessing 
of the Israel-Lessing Sales Co., left 
Chicago last Saturday for Miami Beach, 
Fla., where they will spend two weeks 
golfing and enjoying the balmy weather. 

In the matter of A. L. Williams & Co., 
27 E. Monroe St., this city, a final dis- 
tribution of 5 per cent was sent to 
creditors through the offices of Goldman, 
Allshouse & Healy. This makes a total 
payment of 35 per cent on full settle- 
ment, pursuant to recommendation of 
creditors’ committee and adjustment 
effected in this estate. 

Herbert M. Stewart, recently joined 
the sales force of Benjamin Allen & Co., 
and will represent them in Atlanta, Ga., 
territory, making his headquarters at 
Atlanta. Mr. Stewart traveled this 
territory for several years when he was 


connected with the Alvin Silver Co. He 
will leave on his initial trip for Ben- 
jamin Allen & Co., within the next week. 

The Platinum Chromium Co. was re- 
cently incorporated under the laws of 
Illinois, with Leslie L. Linick, president; 
Ernest Linick, treasurer, and C. S. 
Heart, vice-president. This concern 
operates an electro-chemical laboratory 
and produces alloys of precious metals 
and does electro-plating of alloys of 
precious metals and of chromium alloys 
on precious metals by a new patented 
process in which moist gases are used 
for deposition. 

Rubenstein Bros., manufacturers and 
wholesalers, will remove their business 
from the ninth floor of the Mallers build- 
ing to a three room unit on the 12th 
floor of the same building. The new 
space. is just about double in size of 
the old location and will accommodate 
23 new benches. The shop is located 
in the Madison and Wabash Ave. corner 
which gives them plenty of window 
space. A diamond and general office has 
been partitioned off from the display 
room. S. Rubenstein and J. M. Ruben- 
stein are the brothers interested in this - 
business. 

The entire trade extend sympathy to 
the Juergens’ family, on account of the 
death of Mrs. Auguste Juergens, wife 
of the late Paul Juergens, of Juergens 
& Andersen Co. Mrs. Juergens, who has 
been ill for several years passed away 
in her 86th year, at her home, 457 
Fullerton Parkway, on Friday, Feb. 15. 
She was the mother of Mrs. Charles 
Rietz, Anna, William F., and H. Paul . 
Juergens, and the late Mrs. Charles 
Schumann. Funeral services were held 
on Monday, Feb. 18, at 11.30 a. m., from 
her late home, and interment was at 
Graceland Cemetery. 

Winfield W. Scott, who is now serving 
time at Chester Penitentiary after being 
convicted at Quincy, IIl., for attempted 
burglary, confessed to the police and 
Pinkerton’s that he and David Hama- 
motto burglarized the jewelry store of 
A. E. Steinfeldt, Galesburg, Ill., and 
that if an investigation was made at 
his home at Pittsfield, Ill., some of the 
jewelry would be recovered. Pinkerton’s 
immediately sent a man to Pittsfield, 
and he found the jewelry in an old to- 
bacco can that was nailed to the bottom 
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of his dresser. Four pieces of jewelry 
were also located in a St. Louis pawn 
shop. All of the stolen jewelry has 
been recovered and the burglars cap- 
tured, Scott serving at Chester on an- 
other charge and Hamamotto awaiting 
trial. 

William C. Schumann, of Leubusher- 
Schumann Co., left Chicago on Sunday 
for his southern territory and will be 
away for about four weeks. 

H. F. Barnard, of H. F. Barnard Co., 
Inc., of Muscatine, Iowa, accompanied 
by his wife, spent the past week in Chi- 
cago looking over new spring merchan- 
dise and visiting with many friends. 

“Toby” Stern, of the Jacques Kreisler 
Co., left on Sunday for New York where 
he will meet his brother, Edward L. 
Stern, of the company, who is returning 
from a sojourn in Europe. Mr. Stern 
will spend about a week in New York 
visiting at the home office. 

“Jim” McDonald, who made his head- 
quarters in Chicago for a great many 
years, and who for the past three years 
has been located at Los Angeles, Cal., 
as a representative of eastern manu- 
facturers, arrived in Chicago last Thurs- 
day. He spent several days here before 
leaving for New York and the East. 
When East he will visit the factories he 
now represents and will make some new 
connections. 








Kansas City 


A meeting of the Wholesale Jewelers’ 
Association was held at the Newbern 
Hotel, following a dinner the evening 
of Feb. 12. The members agreed to 
follow their usual custom of closing their 
places of business at 1 o’clock every 
Saturday afternoon from now until 
Nov. 1. 

Edward Hoefer, of the C. A. Kiger 
Co., reports that the demand for cos- 
tume jewelry is increasing and the calls 
are for better merchandise in this line. 
A customer in Nebraska recently told 
the company’s traveling representative 
that she had sold $2,000 worth of cos- 
tume jewelry before Christmas, clearing 
her stock of this line almost entirely. 
She reordered and anticipates good 
business for the coming spring. 

Leo H. Ludwig, former vice-president 
of the Edwards-Ludwig-Fuller Jewelry 
Co., was the guest of honor at a dinner 
given by George H. Edwards, president 
of the company, at his home, Wednesday, 
Feb. 13. The other guests were Noble 
R. Fuller, secretary-treasurer of the 
company, and employes who have been 
with the company for many years. Mr. 
Ludwig recently disposed of his interests 
in the company to assume the manage- 
ment of the Kansas City branch of the 
C. & E. Marshall Co., which has been 
established at 1117 Walnut St. As a 
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token of the esteem in which Mr. Lud- 
wig is held by his former business part- 


ners, he was presented with a handsome 
watch. 








Cincinnati 


The G. W. Seifried Co., gold refiner 
now located at 115 W. Fifth St., will 
move its plant to 127 Opera Place, a 
square north of the old location. The 
concern obtained a 10-year lease on the 
four-story structure at 127 Opera Place 
for the purpose of expanding its activi- 
ties. 

A group of female members of the Os- 
kamp Jewelry Co., Dixie Terminal build- 
ing, Cincinnati, assisted Miss Stella M. 
Slete, secretary-treasurer of the concern, 
in celebrating her 25th anniversary with 
the house. Miss Slete presented her col- 
leagues with anklets while they in turn 
gave her a pair of gold and pearl opera 
glasses, suitably engraved. 











Los Angeles 


M. A. Schubin has opened an up-to- 
date store at 5818 Pasadena Ave. He 
was formerly engaged in business in the 
southwestern part of the city. 

H. E. Anderson, who recently went 
North seeking a location, has opened a 
new store in Portland, on Sandy Boule- 
vard, and has named the establishment 
“The Hollywood.” 

P. M. Stein, formerly a jeweler in 
New Orleans, and who had retired and 
moved to Los Angeles, passed away re- 
cently. While in the South Mr. Stein 
had been interested in diamond ventures. 

Paul Wienpahl, recently of Rock 
Springs, Wyo., has purchased the store 
recently established by George Roessel 
& Co., at 2110 W. Seventh St., and will 
conduct it under the name of Wienpahl 
Jewelry. 

Mrs. Lucy Grosse, 715 N. Broadway, 
where she has been conducting the 
jewelry store of the late Marco Grosse, 
who died a few weeks ago, has sold the 
establishment to clear up the estate of 
her husband, to B. H. Levine. 

Louis I. Windt, of Stein & Windt, Inc., 
New York city, visited the trade in Los 
Angeles last week. He told a JEWELERS’ 
CIRCULAR reporter that trade conditions 
were very good and that he looked for 
a large business in 1929. “All the way 
from New York to the coast I found 
the wholesalers confident that 1929 
would be a banner year and all of my 
customers showed their faith in the 
prospects by placing generous orders,” 
concluded Mr. Windt. 











A negro, well known to the Memphis, 
Tenn., police was arrested recently on a 
charge of participating in the theft 
last November of watches worth $600 
from the show window of the store of 
Joseph & Co., jewelers, 19 N. Main St., 
Memphis. 
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Pacific Southwest 


Albert Franklin, jeweler, Willow- 
brook, Cal., has moved from the building 
he formerly occupied to a store on Wil- 
lowbrook Ave. 

Preparations for a new store are be- 
ing made by A. Hirsh & Son, jewelers, 
41 W. Santa Clara St., San Jose. They 
expect to move to their new establish- 
ment about March 1. It is being re- 
constructed, having been formerly used 
by the Bank of Italy. 











San Francisco 


After occupying the same offices for 
a number of years on the fourth floor 
of 704 Market St., Julius A. Wise, 
manufacturers’ representative, is mov- 
ing to larger offices on the Market St. 
side of the building. 

Sidney Weinshenk, who has been a 
partner for the past 23-years with Mor- 
ris Mayer in owning and operating 
Mayer & Weinshenk, local wholesale 
diamond firm, states that he has just 
bought the interest of his partner Mor- 
ris Mayer and will continue under the 
style of Mayer & Weinshenk. Mr. Mayer 
says that for the present he will have 
his office with the company at 704 Mar- 
ket St. Later, he plans to visit Europe. 

The year has started off splendidly 
according to Edward V. Saunders, Coast 
Manager for the International Silver 
Co. Speaking to a JEWELERS’ CIRCULAR 
representative, Mr. Saunders stated that 
reports from all quarters indicate op- 
timism and orders were coming in from 
all parts of the Coast before the sales 
people could even call on their accounts, 
which indicates that they sold their 
wares during the holidays. Continuing, 
Mr. Saunders said he had never seen a 
year start off so well. 











New Enterprises 


L. O. Dixon opened a new store on 
Telegraph Ave., Oakland, Cal., early in 
February. 

The Washington Jewelry Co. has pur- 
chased the goodwill and stock in trade 
of the Jackson Co., Washington St. 

N. M. Baldwin recently arrived in 
Severy, Kan., where he has opened 8 
jewelry store in the Black building, on 
Kansas Ave. 

Raymond L. Nagle, formerly owner of 
a jewelry store on Euclid Ave., Atlanta, 
Ga., has reentered the jewelry business 
and opened a trade shop at 419 Atlanta 
National Bank building. 

A branch of the Lenox Jewelry Co. 
is to be opened in Central Square, Cam- 
bridge, Mass., March 1. The company 
has secured spacious premises in a part 
of the University City which is most 
thickly populated. The head store is at 
381 Washington St., Boston. 
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Cleveland 


The Ginsburg Jewelry Co. has opened 
for business in the store recently oc- 
cupied by the Meehan Optical & Jewelry 
Co. in the Mecca Hotel on E. Ninth St. 

Scatterday & Gilbert, retail jewelers, 
Citizens building, have dissolved partner- 
ship and Mr. Scatterday is continuing 
the business. Mr. Gilbert is now con- 
nected with Schrader & Hauer. 

In the matter of the involuntary peti- 
tion in bankruptcy against Leonard 
Berger, retail jeweler, 1040 E. 105th St., 
the court has ordered the business to be 
continued and has appointed Leo W. 
Ulmer, receiver. The appraisers were: 
Sam Deutsch, A. H. Ficken and Charles 
Volk. 

An involuntary petition in  bank- 
ruptcy was filed against the Brotherhood 
Watch & Jewelry Co., 1940 E. Sixth St., 
on Feb. 15, in United States District 
Court, Cleveland. The following con- 
cerns filed the action: Seth Thomas 
Clock Co. with a claim for $1,000; 
Lorain Watch Co., $500, and Bernard 
West & Son, $300. The alleged bankrupt 
operates jewelry stores in various cities 
in several States. 











Indianapolis 





B. L. Heiss will move his jewelry store 
from 2970 N. Illinois St., Indianapolis, 
Ind., to 2963 N. Illinois St., March 8. 

The Stanley Jewelry Shop will open 
at 134 W. Washington St., on March 15. 
Al Levinson is owner and Stanley Levin- 
son, general manager. Mr. Levinson 
will carry a general line of jewelry in 
his beautifully equipped shop. 

C. S. Carter has moved his shop from 
524 State Life building, this city, to 
3775 Rockville Road. M. J. Groene, 
who has been associated with Mr. 
Carter, will engage in the jewelry 
enameling business at 409 Century 
building. 

Leslie A. Lyons has purchased the 
fixtures and stock of the C. L. Dotson 
store, which was located on N. Washing- 
ton St., Crawfordsville, Ind., and has 
moved the business to the Lyons Music 
Store, 112 S. Green St. Mr. Dotson has 
been in the jewelry business at Craw- 
fordsville for several years. 

The Baumgartner jewelry store in 
Portland, Ind., has been purchased by 
Carl Pumphrey, owner of a jewelry 
store at Decatur. The new owner took 
possession on Feb. 1. John A. Baum- 
gartner, the former owner, will remain 
as manager of the store in Portland. 
Mr. Baumgartner purchased the store 
five years ago from the Stacher estate. 








After spending 50 years as an active 
watchmaker and engraver, J. T. Cole- 
man, veteran watchmaker with J. F. 
Creel, in the Peachtree Arcade building, 
Atlanta, Ga., will retire on March 1 
of this year to make his home in Indiana 
with his daughter. 
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Denver 





The Union Pacific Railroad has 128 
jewelers employed as time inspectors, 
and a meeting of the jewelers was re- 
cently held in Denver. 


Morris Cohn, formerly a local jeweler, 
who died Jan. 11, left an estate valued 
at about $50,000 according to a bond 
posted by his daughter, Frances Cohn. 
Miss Cohn has been given permission to 
carry on the retail business at 704 
15th St. 

Edward L. Dunham, 74 years old and 
the first jeweler in Greeley, Colo., died 
recently. Mr. Dunham came from Hart- 
ford, Conn., bringing with him a few 
watches and his tools and continued in 
the jewelry trade until recently. He 
was also a skilled musician and played 
in the church and the Greeley Phil- 
harmonic. He was a past grand master 
in the Odd Fellows. 








Death of A. J. Benjamin 


PROVIDENCE, R. I., Feb. 16.—Alfred J. 
Benjamin, 76 years old, of 246 Claren- 
don St., Auburn, died in the street yes- 
terday afternoon not far from the home 
of his daughter, Mrs. Pearl Johnson, 
with whom he lived. He had appeared 
in good health and left the house to go 
to a neighboring store to get an evening 
paper and crumpled in the street. When 
aid came life was extinct although a 
physician was immediately summoned. 

For years, Mr. Benjamin had con- 
ducted a watch and jewelry repair busi- 
ness at East Greenwich where he was 
well known. He was born in Exeter, 
R. I., and later removed to East Green- 
wich. 

He is survived by two sons and a 
daughter. 








National Gift and Art Association 
Arranges for Spring Exhibit in 
Boston 


PHILADELPHIA, Feb. 18.—Plans for 
the Boston Spring Exhibit of the Na- 
tional Gift and Art Association at the 
Parker House, Boston, from March 4 to 
9, have been announced at headquarters 
of the association here and include a 
business conference luncheon on March 
6. This gathering is designed to show 
the progress of the mutual benefit plan 
to aid the smaller gift retailer, which 
was started at the exhibit last fall. 

The speaker at this conference will be 
Allen Rucker of the Harvard University 
staff, an expert in business and mer- 
chandising surveys. He is expected to 
suggest the solution to many of the 
problems of the small dealer. A large 
number of exhibitors already have 
signed up for the spring event. 








L. B. Huston rented part of the 
Peoples National Bank building, Hot 
Springs, S. D., and will remodel it for 
his jewelry business. 
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Death of Carl F. Kees 


Carl F. Kees, wholesale jeweler, 9 
Maiden Lane, New York, died suddenly 
last Saturday as the result of a heart 
attack. Services were held on Tuesday 
afternoon at his late home, 59 Bruen 
Ave., Irvington, N. J., with the Rev. A. 
J. Van Houten, of the First Reformed 
Church, officiating. Burial was in Fair- 
mount Cemetery. 

Mr. Kees had been in good health 
and was riding with a friend when he 
was stricken in Newark. He was rushed 
to the home of his companion where he 
died. He was 51 years old and had been 
identified with the jewelry business for 
nearly 40 years. He started as a boy 
with the Gorham Co. and in later years 
represented several concerns in the 
trade. About 10 years ago he started in 
business on his own account as a whole- 
saler. 

Mr. Kees was a member of the Jewel- 
ers Fraternal Association, Irvington 
Lodge of Elks, Franklin Lodge, F. and 
A. M., and past commander of Colonel 
Hine Camp, U. S. W. V. 

Deceased is survived by his widow, a 
son, Carl E. Kees, and one daughter, 
Miss Phyllis Kees. 








Officers of A. N. R. J. A. Choose Hol- 
lenden Hotel, Cleveland, for Conven- 
tion Headquarters in September 


CLEVELAND, Feb. 15.—There was a 
special meeting of the executive board 
of the Twenty Four Karat Club held on 
Monday for the purpose of greeting and 
conferring with Charles T. Evans, 
Henry F. Stecher and E. W. Chamber- 
lin, the committee of arrangements of 
the American National Retail Jewelers 
Association, which organization is to 
hold its convention here in September. 
Luncheon was served at the Winton 
Hotel and a dinner was given in their 
honor in the evening in the Rainbow 
Room of the same hotel. 

H. Bruce McCague, vice-president of 
the Twenty Four Karat Club, presided 
in the absence of Frank X. Russert, 
president, who is on a southern trip. 
Other guests included Messrs. Bowe and 
Underwood of the Cleveland Chamber of 
Commerce. 

The committee visited the various ho- 
tels of the city and decided on the Hol- 
lenden Hotel as headquarters for the 
convention. 

On Tuesday the committee with mem- 
bers of the executive board of the 
Twenty Four Karat Club were guests of 
A. T. Hubbard, president of the Cowell 
& Hubbard Co., jewelers, at a luncheon 
at the Union Club. 








A stag party was held in honor 
of Morris Rathner of the M. Rathner 
Co., 333 Washington St., Boston, Mass., 
on Feb. 19, at the Elks’ Hotel. Morris 
Rathner will be married on March 12, 
to Miss Sonya Robbins of Dorchester. 
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Let Your Gift Department “Invite Them In” and Help You 
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Build BG ONES 


Sell More Diamonds, Watches and Silverware 
By A. A. Starin 


S far back as the first century, A. D., jewelry 

shops were considered by the peoples of every 

land as the “gift shops.” The artisan who sold 
in his store or trading stand, precious stones, jewelry 
of the current period, rings, silverware and watches was 
the first and only thought when a gift was sought. When 
a ruler of any period of the distant past wanted to present 
the ruler of a neighboring kingdom with a precious gift, 
his gem and jewelry craftsman was consulted. When 
one Patrician wished to present another with a gift of 
appreciation or in commemoration of a specific event, 
the jewelry craftsman was consulted. So it was through- 
out each succeeding generation. 

It is true that in the past “gifts” generally consisted of 
jewelry and precious stones instead of the myriad of 
things and trinkets that today pass as—or are passed off 
as “gifts.” But it is also true, that jewelry stores of 
today should be—and can be—looked upon as first resort 
for the selection of a gift. Changing conditions of today’s 
manner of living and buying must be met and accepted 
as existing. One change is the many new and far-fetched 
Suggestions that are always being played up as “ideal” 
gifts. It may be a cheap trinket, an article of wear, or 
food, or candy or flowers—one of thousands of things. 
The leading jewelry stores of our large American cities 
are meeting this new order satisfactorily. 

One way the average jeweler can surmount the obstacles 
that separate him from the title of gift specialist is to 
give publicity and display to his gift department or 
counter. This should be done in the local newspaper 
and in his store window. Keep a constant reminder be- 
fore the many who pass your store, that you carry Gifts 
for Many Occasions. When the young man graduates 
from his University you can supply the finest of gifts for 
him—rather than the neighboring department store or 
other shop selling a far different product. A pair of 
fine cuff buttons, a high grade cigarlighter, a beautiful 
handtooled leather article or some other item of your large 
Stock is as acceptable as a pair of gloves or any other 
article sold by some one else as a gift. It is only a 
matter of suggesting your merchandise—a matter of 


educating buyers to your merchandise. The same prin- 
ciple of auto-suggestion and constant publicity applies 
to the presentation of gifts to brides, prospective brides, 
grooms, for anniversaries, birthdays and the many other 
occasions when a gift is sought. 

This means an all-year business—for a gift is always 
being purchased by someone—for somebody dear to that 
someone. You can get your full share of this gift 
business. There are many ways to attain that end. 

Many jewelers who devote an entire section of their 
stores to gifts and artwares place these sections in the 
back of the store. This means that when a person enters 
the store to look for a suitable gift he must pass the 
regular watch, diamond and jewelry counters. He must 
look as he goes along—and looking means in many in- 
stances, purchases of regular jewelry, diamonds and 
watches by the person who came in to buy only a gift. 
He, or she, may not buy the item until weeks or perhaps 
months after the gift purchase but the impression has 
been made and sooner or later will bear fruit. Thus it 
helps sales to have the gift department at the back of the 
store. For example, a $5 picture frame, a $3.50 bridge 
set, a $2.50 art object—will draw a person into your 
store readily—and in greater numbers than a $250 dia- 
mond ring, or a $100 necklace. The smaller the price 
the larger the demand. It’s a merchandising axiom. So 
permit these small sales to lead to higher priced items. 


SE gift windows frequently. Devote parts of your 

windows from time to time to the display of gift 
suggestions. Fit the suggestion to certain occasions. 
With Easter there is the suggestion of bridal gifts—also 
in May and June. Graduation time in February and 
in June offer opportunities to display pen sets, pins, and 
other suitable suggestions. Other events can be capital- 
ized, profitably. 

While the jeweler is recognized as an artisan, a crafts- 
man and a connoisseur, he must be a merchant if he 
wishes to conduct his business for profit—rather than 
“just to earn a living.” He must, therefore, as a 

(Continued on page 307) 
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Mounts. 


Borders. 


From. 








Other Lines 
Manufactured By Us 
Empireware—Useful Ar- 
ticles of Colored Glass 
with Gold Plated 


Photo Frames—Made in 
All the Standard Sizes, 
Gold or Silver Plated. 
Also with Colored Glass 






60th Anniversary Line— 
A New Filigree Design 
That Has Been Very Suc- 
cessful This Year. 

Boudoir Sets—M ad e 
from Metal and Finished 
in Gold or Silver Plate. 
Six Designs to Select 





No. 3117 


Pewter Flower Vase With Green Glass 
Insert. 8” Tall. 


Visit Our Display at the 
Associated Eastern Exhibitors 


Room 435 


Hotel Statler, Boston, Mass. 
March 4th to March 8th 
Charles J. Paquette 


New York Salesroom 


Philip E. Ebb 
Room 516 
Fifth Avenue Building 
200 Fifth Ave. 
New York, N. Y. 





“Carr Craft Pewter” 
Novelty Pewter Items 








No. 3109 
Pewter Flower or Fruit Bowl 
Diameter 10” Height 4%” 








No. G.L. 3107 


Pewter Candy Box With Green Glass 
Three Compartment Insert. 5%” Diameter 
No. 3107 Same Item Without Glass Insert 





No. 3113 


Pewter Handled Candlestick 
33%,” Tall 


M. W. CARR & COMPANY, Inc. 


Manufacturers Since 1869 
West Somerville, Massachusetts 
















Other Lines 
Manufactured By Us 


Beverage Items—Largest 
Assortment of Ice Tubs 
and Ice Tongs. New and 
Original Beverage Sets 
with Mirrored Glass Bot- 


toms. 







Table Mats—Largest As- 
sortment of Mats Both 
in White Metal and Sil- 
ver Plated Finish. 
































No. 3114 


Pewter Colonial Candlestick. 


10” Tall. 


“Where Novelties Originate” 


Pacific Coast Salesroom 
Sunderland & Miller, Inc. 
807 Title Guarantee Bldg. 

200 West Sth Street 

Los Angeles, California 
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Cal., store, featur- 

ing greeting cards, 

stationery and nov- 
elties 


Selling More Gifts 
For St. Patricr's Day 


Giving Them Shamrocks Will Invite Them to Buy Fine China, Glassware and 
Novelties for the Dinner Table 


By W. B. Stoddard 


grained in human nature. Knowing this weak- 

ness, a Los Angeles jewelry merchant arranged for 
a distribution of shamrocks on March 17. His offer 
was advertised in the newspapers, the announcement hav- 
ing a border of shamrocks. 

Nothing was said about any merchandise, but he knew 
that all who came to the favors department and saw the 
green novelties displayed amid crystal, fine china, dainty 
bronzes, attractive colored glassware and other gift of- 
ferings would be impressed thereby, and many sales would 
be made. 

Not only was there a special table set in the depart- 
ment, but one of the windows also had a quaint St. Pat- 
rick’s Day table. A cloth of Irish linen was used, and 
at each corner was a crystal candlestick holding a green 
taper. The center piece showed a bucking donkey, draw- 
ing an Irish jaunting cart, the whole arranged on a mound 
of green velvet. The service plates were decorated in 
green and gold, and the goblets had green stems and 
touches of gold.. Down front on the floor were several 
pieces of hollow-ware of silver plate, and a card sug- 
gested the purchase of special pieces of silver, china and 
glass for the holiday feast. 


7 es desire to get something for nothing is in- 


This window featured novelties 


A window featuring novelties for table and room dec- 
oration will make a decided hit, as scores of hostesses are 
seeking something different for their decoration for the 
dinner, dance or bridge with which they intend to cele- 
brate the Irish festival. Lords, Long Beach, Cal., was one 
of the firms that cashed in on this idea. A table cov- 
ered with white cloth held rolls of shamrock crépe paper, 
nut cups, bonbon dishes, place cards, fluffy paper favors 
and green paper roses. At the other side were boxes of 
snappers in green and gold, and hats, horns, paper aprons 
and rolls of serpentines. The floor of the window was 
strewn with St. Patrick’s Day greeting cards, green sta- 
tionery, calendars, booklets and paper and cardboard 
novelties carrying out the St. Patrick’s Day suggestion. 
In the rear was a big card, adorned with cutout of an 
Irish lad and lass, and lettered in gold and green, “Novel- 
ties for St. Patrick’s Day, March 17.” 


How another concern cashed in on St. Patrick’s Day 
sales 

HE W. W. Dimond Co., realizing that St. Patrick’s 

Day is a time for mirth and feasting, brought its 

tableware and decorations strongly to the front at this 
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No. E3011. ELECTRIC LAMP, 3 LIGHT 


Height Overall, 26 inches 
Crystal Engraved Glass Base 
Butler or Egyptian Finish 
No. 235. 17 inch Camden Shade. 


Decoration: Hindustan 


This lamp is also made with an Ourx Base No. E3012 






Manufacturers 
of 
Pewter, 


Silver Plated Ware, 

Metal Electroliers, 
Decorated Glass Shades, & 
Cut and Engraved 

Crystal Glass, 

Fancy Colored 

Blown Glass 


The Pairpoint Corporation 


New Bedford, Mass. 
43-47 West 23rd St. - + + + + «+ New York City 


228 Coristine Building, St. Nicholas St. - Montreal, Can. 
126 Post St. - - + = = San Francisco 
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season. The advertisement, calling attention to the 
silver and crystal, was headed with a catchy verse and 
was page length and double column. It illustrated, de- 
scribed and priced many items in glass, china and silver. 
Inside the store were a pair of tables arranged for 
the Irish feast. One was for children and showed tiny 
green pigs for favors at each plate, while the cream- 
tinted china was decorated with silhouettes of children 
and animals. The bonbon dishes were little green hats. 
In the center was a Jack Horner pie of green crépe paper 
and grouped around it were the “plums” to be inserted in 
the pie and drawn by children. These consisted of little 
silver thimbles and tiny harps, pipes and shamrocks. 


HE table for adults was more elaborate. In the center 

was a long mirror representing an Irish lake. On this 
were a number of little islands, in each of which was in- 
serted a tiny Irish flag. Shamrocks were massed to form 
a border all around the mirror. The china was imported 
from Ireland and the silver was an old Irish pattern re- 
produced. The favors were little blackthorn canes and 
white clay pipes, tied with green ribbons. Surrounding 


this table were a number of others showing a wide selec- - 


tion of patterns in silver and china, each table being 
graced with a tall silver vase filled with green carnations. 
In order to attract the attention of the passersby, there 
was displayed in one of the windows a table spread with a 
white embroidered cloth, in the center of which, in a 
silver platter, lay a papier mache roast pig, colored in 
bright green. At each corner of the table were crystal 
candlesticks holding green tapers. A full set of crystal 
goblets and glasses was shown, on the rim of each being 
perched small green glass birds. Iridescent china and 
a complete setting of silver were used. A large card at the 
rear of the table, lettered in green, suggested that— 


“Visitors are sincerely welcome to take a stroll 
through the store. We think you will enjoy it 
and will find many suggestions for your party.” 


However, in calling attention to the simpler merchan- 
dise in the jeweler’s stock, there is no reason why the 
better class lines should be overlooked. This was the 
idea of Jaccards, St. Louis, Mo., who featured sterling 
silver for the holiday banquet. Set in a rack with a three- 
foot shamrock, made of green silk, in front of which was 
a salver holding an entire silver service. A fruit dish 
was heaped high with luscious fruit, and scattered over 
the floor were various pieces of hollow-ware. At the 
other side was a table with a green velvet throw, on which 


Window display 
ma St. Louis 
store inviting at- 
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were flower and cake baskets of sterling. A huge salver, 
set upright on a mound of green velvet, completed the 
rich display of silver. 


Jewels should not be forgotten 


And jewels should not be forgotten. There are two 
green stones, the emerald and jade—which can well be 
brought into the limelight at this season. This was done 
very effectively by the well-known Boston firm of Shreve, 
Crump & Low Co. The advertisement was dignified in 
appearance, showing the silhouette of a hand adorned 
with rings and bracelets, and the context of the ad was 
interesting in the extreme. It read: 


ALL THINGS GREEN 


Green is nature’s own color. Spring brings the 
young, tender green of awakening trees and shrubs. 
Summer darkens its green tones into deeper shades. 
Autumn flaunts scarlet and gold—but green is still 
the undertone. Winter has its evergreens and pines 
to relieve the dazzle of snow or the nakedness of the 
brown earth. 

With green used everywhere so lavishly by nature, 
it is not surprising that great religious and spiritual 
significance was ascribed in early times to both jade 
and emeralds. 

The Chinese fashion jade into various amulets, 
each carving having a special significance. A jade 
padlock protects a child from disease; a butterfly is 
presented by Chinese bridegrooms to their fiancees; 
another amulet fashioned into the figure of two men 
is given to friends. 

Among the early European nations the emerald 
was believed to confer riches, strengthen the mem- 
ory, sharpen the wits, and give power to forsee 
events. 

Fortunate, therefore, is the man or woman who 
possesses jade or emeralds. You will find that we 
have beautiful jewelry featuring both. 


Displays of both emeralds and jade in showcases near 
the entrance were made for several weeks prior to March 
17. Cards suggested that an emerald ring or a jade 
pendant would delight any colleen on Ireland’s own birth- 
day. 
ANY attractive emerald rings and jade pendants 
are now being made and can be featured at this 
season in a St. Patrick’s Day window display. One has 
a central emerald which can be worn as a solitaire. In 
another the central gem is surrounded by tiny diamonds. 
Their is considerable variety in the settings used. The 
emeralds are often cut in elongated shape and surrounded 
by tiny brilliants. 
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Suggestions That Will Help to 


Czechoslovakian cui glass jewel box 
- and receptacles for flowers and sweets 




















Porcelain “Doggies” in 

miniature which are so 

much in vogue at the 
present time 





Wooden trinket. box with print in- 
; serted 








"4 group of lovely Chinese Brassware picces for utility use 
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Smarten Up the Spring Stock 





This tt ‘sosiatonal sauce 
pot tt a perferk sss deo - 









A Chinese lamp with 

‘Cinnabar lacquer 

base and. spiderweb 
brocade shade 






Crude hand thrown and hands : 
turned pottery Bae a Saniete, WF. 
co 















A complete set to make ales 

ing convenient is made of 

Chinese brass beautifully en- 

raved, Both. the cigarette 

ox and match box have 

plaques of green Soochow 
jade 


Portfolio of Moroccan Leath- 
er hand gold tooled; red with 
blue lining or blue with or- 
Lanvp with injection ange lining 
base in antique gold 
and green with two 


tone Leptnsgens: shade 








A new thought in desk accessories. Th 
© os Fe ee ‘in red or green with large brass 3 
ear Ae é : at regular inte 
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BUTTERFLY WING CRAFT 


Pictures and jewelry made from the wings of trop- 
ical butterflies. No words can convey the beauty 
of the lustrous sheen provided by nature. 


















Popularized by our exhibitions thruout the world. 
A line you cannot afford to be without. 





Send for Illustrated Catalog 
OWEN BROS. W. E. NORRIS 


LONDON, ENGLAND U. S. REPRESENTATIVE 
225 FIFTH AVE., NEW YORK 
See Our Display in Room 437, at the Statler Hotel, 
Boston, March 4th to 8th, 1929 






































BUCHHOLZ & ZELT 


IMPORTERS OF 
SILVERWARE 


In Antique Designs 
French, English, Italian, Holland, Spanish 







Unusually interesting selection now on 
display in our new showrooms. 


22 West 48th St. 









New York 












































400 Day Clocks —IN COLORS! 


New, Modernistic and yet Inexpensive. 





You are perfectly safe if you carry only our make (look for our name 
on the movement), as no matter where or how long ago the clock was 
purchased you can depend on us for service as to repairs or exchange. 


=s SOKOL, MONTAG & CO. 


No. 365A 17 in. high 245 FIFTH AVENUE Importers NEW YORK, N. Y. 


ns aedine - 400 Day, Cuckoo, Grandfather, Chime, and Novelty Clocks. 
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A few goblets in new shapes with a series 
of domestic Rock Crystal cuttings 
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(hicago Gift Shows Attract Many Jewelers 


at the Palmer House, Chicago, Feb. 4 to 15, and the 

Fourth Annual China Glass and Gift Show at the 
Stevens Hotel, Feb. 4 to 9 again proved that the jewelers 
are not only substantial buyers of gifts but that they 
will travel long distances to see these widely diversified 
displays of selected gift merchandise concentrated in two 
shows. 


Ts Eastern Manufacturers and Importers Exhibit 





Some of the latest Giftwares are illustrated 
on Pages 270 and 271. Makers’ and dealers’ 
names and addresses will be sent in reply 
to all requests. Watch the Gift Department 
for other suggestions. 











The register of visitors bore the names of jewelers 
from almost every State, some coming from as far as 
California for the express purpose of making their selec- 
tions from these displays. 

Anyone who has seen these exhibits can readily under- 
stand this, for concentrated here in two groups are the 
finest examples of the art and craftsmanship of almost 
every people on the face of the earth. So diversified were 
the offerings that it is doubtful if there was anything the 
jeweler could want for his gift department which could 
not be supplied by some exhibitor. 

To mention just a few of the things which appealed 
to the jeweler, there were the best examples of character 
statuary in which artistic design was cleverly combined 
with utility to make ash trays, cigarette holders, lamps, 
etc.; butterfly jewelry and pictures, glassware in abun- 
dance—Swedish, Bohemian, Venetian, Mexican and do- 
mestic; pottery, both domestic and imported, in the loveli- 


est shapes and colors, desk sets in leather and art metal, 
smokers’ articles, animal novelties in bronze and pottery, 
bridge sets, score pads and hundreds of little unusual 
things suitable for prizes. Then there was crystal stem- 
ware—silver plated flat and hollow ware—pewter in a 
great variety of fine designs—Chinese and Japanese art- 
wares, such as brass, cloisonne, lacquer, porcelain and 
embroideries. 

These, of course, are just a few of the many desirable 
things from the elaborate displays which occupied two 
whole floors in each of these great hotels. 

The jewelers who attended the show were enthusias- 
tic over the merchandise and the manner in which it was 
shown. Their attendance in such numbers shows that 
they appreciate the opportunity of seeing so many fine 
lines at one time. For not only does this save time and 
energy but it gives them the advantage of a thorough 
comparison of merchandise and prices and enables them 
to leisurely and carefully make their selections for the 
coming months. 

One cannot attend these shows without realizing that 
the jewelers are today carrying more gift merchandise 
than ever before and even those who yesterday frowned on 
this branch of the business are today seeking unusual 
items, which they now realize will bring in new friends 
who, in turn, will become customers for their regular 
lines of jewelry. 


Gift Shows in Philadelphia 


PHILADELPHIA, Feb. 18.—This city is now entertaining 
two gift shows within a short distance of each other. 
At the Adelphia Hotel, the Spring show of the National 
Gift and Art association is under way, four floors being 
occupied by the exhibitors. The usual meetings of ex- 
hibitors and buyers and social affairs feature the show. 
A large number of new offerings are being displayed. 

At the Benjamin Franklin Hotel, the sixth exhibit of 
the International China, Lamp, Glass and Gift Show is 
on with more exhibitors than ever before. Many new 
lines are attracting attention. 
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THE JEWELERS’ 
IDEAL 


COMPLETE line 

of OLD CEN- 
TRAL QUALITY 
STEMWARE .. . Gob- 
lets, high and low footed 
Sherbets, Wines, Cock- 
tails, Fruit Salads and 
Finger Bowls . . . Bread 
and Butter, Dessert, Salad 
Plates, Footed Tumblers 
234, 7, 10 and 12 ounces 
.. . 3 pint Water Jug. 
Beautiful Gold-encrusted, 
Rock Crystal cuttings and 


other etched lines. Made in two-tones 
and all solid colors excellent 


No. 1447 
crystal. 
Etch Fine merchandise for any jeweler, in- 
No. 421 cluding a line at prices that come with- 


in everybody’s opinion of reason. 


CENTRAL GLASS WORKS 
WHEELING, - WEST VIRGINIA 


Home Office covering Ohio, W. Va. and Pennsyl- 
vania—Robert L. Hutchinson 


NEW YORK CITY 
A. P. Doctor, 1107 Broadway 


CHICAGO—MIDWEST 


L. A. Bennett 









Rock Crystal Glassware 





Fine Cuttings on Brilliantly Polished Crystal 


(Catalog on request) 


THE EARL W. NEWTON CO. 
308 W. Randolph Street, Chicago 





























Send for illustrated leaflets 





No. 3513 No. 3664 
Happy Happy 
Hour Hour 

Highball Cocktail 














No. 3513 Happy Hour Highball 


The camel indicates that you are quite dry. As you get along to 
the donkey you get a kick out of it—next you reach the hog-stage 
and of course you are soon feeling cocky and full of pep—only to 
find that when the glass is drained—you’ve made a monkey of 
yourself. 


No. 3664 Happy Hour Cocktail 


Measures the drinks—One for ladies, One for gentlemen and one for 
habitual drixkers. 


All figures in colors—fired in—will never wear off. 


F. PAVEL & CO. 
15 West 37th Street, New York, N. Y. 
Tel. Wisconsin 8791 
Representative: Mary Ryan—New York-Chicago 
Own glass works, Bor-Haida, Czechoslovakia 





Do your own 
Refining— 
and do it right. 
Ask for free 24-page 
booklet that describes 
“w= Hoke Instructions on 


refining precious metal 
wastes. 





Sam W. Hoke 
US ' Jewelers Technical 
Theres buried rreasuye —Avvice Co. 


22 Albany St., N. Y. City, 
Co-op. with HOKE, Inc. 


in your shop- 














THE BUYERS’ DIRECTORY 





Price $1.00 





Jewelers Publishing Corp., 239 W. 39th St., New York 
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The newest shapes in stemware 


seen a row of old and elaborately cut glass being rele- 
gated to the back shelf. 

This heavy but withal marvelously cut crystal has 
outlived its usefulness. The water jug with its sunburst 
cuttings and geometrical design, its diamond-like facets 
which reflect all the colors of the spectrum is so heavy 
when filled that it would tax the strength of a strong man 
to pour from it with one hand, and the ordinary woman 
would have to use two hands. Hence such a water jug, 
which is perforce used as an ornament rather than an ar- 
ticle of utility, has long faded into the dim past and is 
placed on the back shelf in well regulated homes. The 
heavy strawberry diamond-cut bowl is so heavy that un- 
less it is carried very carefully it will cut into the flesh 
quite painfully. Yet it is an exquisite piece of workman- 
ship—almost a masterpiece—and when filled with fruit or 
salad makes quite an impressive appearance on a table. 

The wonderfully cut plate in the center is another mas- 
terpiece of glass-cutting and the delightful contrast of the 
silver-like background of cross-cutting shows up the clover 
leaves in marked contrast and relief. 

All these pieces were cut out of a solid piece of glass, 
not moulded blanks that had first had the pattern pressed 
in, but the pattern had to be marked on the plain heavy 


|: the illustration at the foot of page 277 will be 





A few pieces of glassware especially suited to the jewelry store. Each piece complete in itself. Decalcomania decoration 


gold bands 
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(orystakware 


of ‘Today 


As Compared With That of 
Over Half a Century Ago 


blanks with a red pencil, then it was cut by a thoroughly 
trained artisan with a roughing-wheel and those cuttings 
were then gone over with a smoothing stone, after which 
it was hand-polished with pumicestone and finished up 
with rouge. All this work was done by hand, for in those 
days acid polishing was unknown, or at least not practised. 

During the past 60 years the glass cutting industry has 
gone through many changes and now again it is settling 
down to the reliable old rock-crystal work. At any rate, 
the light cuttings are much in vogue and crystal in com- 
bination with colors is very popular. Reverting to the 
illustration showing the old style cut glass, note how light 
in contrast is the ware which has crowded the heavy ware 
out of the popular mind. It is light in weight and delicate 
in appearance as well as artistic in its contour and applied 
design. But even that draws on old fashions for its con- 
ception and must turn back to the period of Louis Philippe 
of France for its motif. All these goods are cut by a well 
known firm whose goods are to be seen in all good jewelry 
stores. 


HE fact that when the pressed blank was cut and put 

on the market in such volume is more responsible than 
anything else for the falling off of heavy cut glass sales. 
It was so cheapened, became so common, that no one 
wanted it and people with discriminating tastes turned up 
their noses at what a few years before they were raving 
about. But for the past year or two the light cut and 
engraved glass has become quite the rage and the pretty 
combinations of colors with crystal, all crystal or all col- 
ored are to be seen in all-progressive stores. 
The delicately executed rock crystal cuttings form a most 
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World-famous for quality and for 
luxurious beauty 


RYSTAL ware, made by the ELME GLASS WORKS in 
* Sweden, that for its sheer beauty of design, to say nothing 
of finest quality hand manufacture ... is known the world 
over as an aristocratic ... exclusive ... line. Really the finest 
attainment in crystal craftsmanship. The price range, notwith- 
standing this workmanship, is in keeping with popular 

B ideas of what crystalware should cost. 


DDL 26444444 tk 


a select patronage 


this line is a winner ...a winner of customer 
appreciation, consequently a winner of sales 
volume, and PROFIT for jewelers. Many pat- 
terns available from our stock in New York. 


K. P. LOCKITT CO. 


200 Fifth Avenue 


Sole American Agents for ELME GLASS WORKS—SWEDEN 
—Guldsmeds A/B, Sweden. Pewter and Sterling Silver. 


Write for booklet. 
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For your very best clientele Polished Crystal 
“DuBarry” Goblet HAWKES 7646-9 Goblet 


pina per dozen Net ROCK 


CRYSTAL aie RDER this new and at- 


— — for the 
1S & approaching pring and 
MART yess sie i = 9A! Summer Gift Season. Our 
your most fashionable Se te. 4 “Simplicity” pattern is made 
_ Patrons, will take to 3 in all the necessary stem- 
this crystal. Evident proof 7 ej ware (Salad Plates also), 
in the constantly etd e\ and is priced low enough to 
popularity of HAW " o be an effective sales leader. 
ROCK CRYSTAL among ’ alt 
fashionable jewelers’ pa- \ The following assortment of 
trons. Meet this new de- , ! staple articles may be 
oer of 497 bee 7. : packed in a standard barrel: 
oblets up from U per ‘a 
dozen net. Other items, 4m 2 doz. Goblets. 
other prices . . . covering a > 2 doz. Tall Sherbets. 
a wide selection both ways. : 2 . Footed Ice Teas, 
oz. 


T. G. HAWKES & CO. | All for $28.25 at factory, 


Glass Manufacturers regular terms. 


CORNING, N. Y. 


Pacific Coast Office Economy Glass Co. 
: 140 Geary 


St. New York Office 
San Francisco 542 Fifth Avenue Morgantown . . W. Va. 
Boston Thos. F. O’Hara 


New York City...... D. King Irwin 


Grand Prize—Gold Medal Paris Philadelphia... 2 red - 

5 q . b: \ 

Producers of Pittsbureh nO. ‘Nickel Sales Co. 
- % . le e 


Rock Crystal : ; fH) 0 & Michigan eked sa tie yet 
’ cago 7 
ad Nearly Half < ‘2 opie UNEEIED «0:6 b0 0c0eb00 C. 


a Century > San Francisco 
- Los Angeles 
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Swedish rock crystal stemware 


important part of a jeweler’s stock and it is not all the 
highest priced merchandise either. 

The goblets illustrated on the steps are all new shapes 
recently presented for approval at the hands of buyers 
and all have been pronounced a success. These are made 
in colors green, rose, amber or crystal with crystal stems, 
or colored stems and crystals bowls or all crystal. No deco- 
ration is shown on the bowl, but exquisite rock crystal cut- 
tings are applied, of course, at a higher cost, still not ex- 
pensive. 

The group illustrated at the foot of the foregoing page 
shows another class of glassware. These are made 
in a delicate rose pink, a charming blue, a rich amber or a 
beautiful shade of green as well as crystal and were made 
expressly for the jewelry trade. The pieces were care- 
fully selected with an eye to ready sale and it will be noticed 
that any one of the pieces might be given as a separate 
gift and be complete in itself, but of course a complete 
outfit would make a handsomer present. The advantage of 
such stock is that a customer will come back to fill in the 
set. If one piece is received as a gift, the recipient is 
most apt to come back purchasing a piece at a time until 
the whole set has been secured. The decoration is a decal- 
comania of exquisite beauty with a kind of conventional 
flower in subdued tints with a Greek key pattern to sup- 
port the trailing briars. This is framed in rich gold 
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Domestic rock crystal 
glassware 


paneling and gold bands around the flange and inside of 
plates and flat pieces, and the same idea is carried out on 
the others. 


HE group of five pieces of rock-crystalware are of 
Swedish manufacture, although stocked in the United 
States, and show the foreign touch. The shapes are differ- 
ent and withal graceful. The glass, or metal, as the trade 
calls it, is of crystal purity and has that resonant ring that 
all true lead glass has. The designs are gracefully con- 
ceived and carried to completion in such a way as to fore- 
tell a true artisan’s handicraft. This ware is made in a 
complete line of stemware as well as plates and other 
necessities for a well equipped banquet table. To establish 
an open stock market for these goods will lead a jeweler 
into an ever recurring business with a most satisfactory 
resultant profit. The picture showing the footed covered 
jar, pastry tray and footed vase are the product of an old 
established house whose name is synonymous with quality. 
The following firms have courteously made it possible 
to illustrate this article: Economy Glass Co., Morgantown, 
W. Va.; Central Glass Works, Wheeling, W. Va.; The 
Libbey Glass Mfg. Co., Toledo, Ohio; K. P. Lockitt, New 
York; T. G. Hawkes & Co., Corning N. Y., and Earl W. 
Newton and Associates, Chicago. 
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A. FAMOUS LEGIONNAIRE 
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“In war, with its zero hours, its rolling bar- 
rages, the meeting of swift flying aircraft at a 
chosen place in the sky, everything must move 
with clock - like precision and the watches 
which regulate these movements must be ab- 
solutely dependable and accurate. This was 
borne in upon me in trying days in France. 
No one wants another war, but in war or 
peace a soldier, or in fact any man, should be 
glad to have his uprisings and downsittings reg- 
ulated by so good a watch as the Legionnaire.”’ 


— * 
Diasn te jolown, 


* * * * * * | 





Famous legionnaires, and thousands of other 
men, are wearing ELGIN LEGIONNAIRES 
"MAJOR-GENERAL MASON: M. PATRICK because they’re just about the finest thing 

ee ee eer Expeditionary Fotces. in wrist watches ever produced at anywhere 
near their prices. The war is over... but a 
wrist watch never gets a minute’s peace. It’s 
always being banged around, thumped 
about, treated just as you would expect a 
busy, masculine, active man to treat a watch. 
You can’t make men’s habits over to fit 
their watches, but you can make a watch to 





















421. A brilliant new touch—numerals 403. Full luminous dial and luminous fit their habits. At least, Elgin can. And 
on the outside of the case upon a band hands. Engraved nickel chromium case. : ; : 
of bright black enamel. . . . $24.00 Guaranteed. . . - + + - - $21.50 did. A strong, husky watch, built to take 


the whip of a golf club, the rigors of a hunt- 
ing trip. Yet it’s so smart and swanky that 
a style-wise woman would pick it unhesi- 
tatingly for its smartness in buying a gift 
for her best-beloved. 

















401. This Legionnaire model... in 411. White or green gold-filled. Lumi- 


smartly engraved nickel chromium nous, $27.50. Luminous dot dial and pte ‘ ‘ 
ee ee ee hands, $26.00. Embossed dial . $25.00 Any Elgin jeweller will be happy, sir, to put 


| i the Legionnaires on parade for your inspec- 
Watches shown % actual size © Elgin, 1929. (All prices slightly higher in Canada. ) tion.Guaranteed fully and faithfully by Elgin. 
Priced From Priced from $19.00 to $28.50 everywhere. 


$19 Lo $28.50 * ELGIN WATCHES ARE AMERICAN MADE + 











Left, right, left, right—perfectly in step with each other, this product and the advertising behind it. Famous Legionnaires and the Famous Elgin 
Legionnaire watches. This is the first page of a series reaching millions in the Saturday Evening Post and other magazines of huge national circulation. 
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ASTER is a real selling event for the 
retail jeweler and he should make 
the most of it. Easter comes this year on 
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OR the someone who is dear enough tq 

be remembered each red-leteer day —w 
suggest these tokens — some of them comp 
atively costly others surprisingly inexpensi 
wall expressive of what a gift should 
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Mail service equipped so take care of last 








Easter gifts well advertised 


‘ March 31, just on the threshhold of smil- 
ing April, the diamond month of the 
year. Freshen up your window in keep- 








THE JEWELERS’ 





eaZz. o> 


IA? r+ 
Q ; MSs 
wa 


DVERTIZEING 


Easter Advertising 


By ROBERT F. NATTAN 


ing with the season. Put the thought 
of new life, new dress and new vim in 
your window and in your advertising. 
Note how the department stores con- 
tinually do this. There is no let-up. 
There is constant suggestion given to 
the public through advertising and win- 
dow display. 

Jewelers in Canada for years have 
made much of Easter, featuring all 
kinds of gifts. Dainty little remem- 
brances at 25 cents up to a magnificent 
piece of diamond jewelry are featured. 
Every woman will want new jewelry to 
match her new Easter gown. Hence the 
opportunity to feature costume jewelry. 
Let “New Jewelry for the New Easter 
Gown” be the keynote of the advertising. 
Put flowers in the show window, sugges- 
tive of springtime. 

Joe Pieper, Covington, Ky., at Easter 
conducts a special sale and note how 
he does it. He finds newspapers, direct 
by mail and window displays great busi- 
ness stimulators. 

“Correct Jewelry for Easter” might 
also be used as a caption for the adver- 
tising. The text might read somewhat 
as follows: “Jewelry, which has been an 
appropriate gift through the centuries, 
is especially appropriate for Easter. Re- 
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Uoeestions 


liable jewelry is a gift that lasts and 
therefore is a perpetual reminder of the 
love and thought of the donor.” Under 










: SRANCE. 
THE NEW STYLES OF THe 
SEASON'S 


, OR WM That NEw. 
5 im. eres veeet, 


YOU RECEIV CHEERFUL. PERSONAL ATTENTION 


Easter gift folder by Rank & Motteram, 
Milwaukee, Wis. 














this you might list timely Easter 
jewelry, including costume jewelry, ap- 
propriate Easter gifts, such as pen and 
pencil sets, crosses, beads, silver com- 
pacts, etc., etc. Many jewelers get out 
dainty little folders for the occasion. 
Rank & Motteram, progressive retail 














See another Lambert advertisement in today's Evening Journal 


ge Another Lambert Advertisement in Today's News. 
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Easter Thoughts 125 


I[HE young man’s first Easter thought 
ie of HER. The second of the dia-- 








A Watch for Easter 


"$200 
Give Her This Ring 
| Easter Sunday 


=. Easter Sunday mark one of 
the great events in your life, 





For a Pretty Wrist 











@\» 


Wear It Easter 


'URPRISE your friends by appearing 
at the Easter dinner with this 





mond engagement ring to be presented ICTURED above is 2 
to her on that day. The third of the gee a cae pRB pn 
girl at Easter or any other time. 
It is of 14-karat white gold with 
engraved bezel. movement. 
is of 15-jewel guaranteed Swiss 
make. Select this watch for her 
tomorrow and present it Easter. 


Lambert Brothers 
Diamonds Jewelry | Watches 
Third Avenue Corner 58th Street 


rice. 
to the last question is LAMBERTS’. 
. Make your selection here. 
Select the ring pictured aboye. It is of 
18-karat white gold with a dainty bow 
knot on one side, with one fine diamond 


Store hours 9 a. m. to 6 pm. 


Lambert Brothers 


Diamonds Jewelry 
Third Avenue corner 58th Street 



































Store hours 9 a. m. te 6 p. m. 


young man. Give her the diamond 
engagement ring on that day. Come 
in tomorrow to make the selection. 
Our salesmen will give you enthusi- 
astic-aid in picking out.a ring that 
will meet with your approval with- 
out putting a strain on your purse. 
The ring shown above as a sample is of 18 


karat white gold, pierced and set with 
One fine diamond. A bargain at the price. 


LAMBERT BROTHERS 
Diamonds Jewelry 


ches 
Third Avenue comer Sith Street 


BEAUTIFUL bracelet for a 

pretty wrist—what more ap- 
propriate gift for a girl at Easter? 
Here, in the bracelet pictured above, 
is an offer that commands attention. 
The bracelet shown is of 14-karat 
green gold, faced with platinum and 
set with three square Siberian ame- 
thysts or three square tourmalines. 


LAMBERT BROTHERS 
ches 


Diamonds Jewelry = Wat 
Third Avenue corner 58th Street 





ring on your finger. You will be the 
stone of the table—all eyes will be turned 
upon you. You will feel well dressed. 


and four synthetic sapphires. 


Lambert Brothers 








Third Avenue Corner: 58th Street 

















Store hours’ &. m. to 6 p. m. 











Store hours 9. +. to 6 pm 





Lambert Bros., all year round advertisers, make Easter a special advertising event 
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—and it has built 
a large patronage 





A FEW OF THE MANY 
STORES RECENTLY BUILT 
BY “MICHIGAN” 


Abelson’s, Inc., Newark, N. J. 
Charles Aronberg, St. Louis, Mo. 
Cole & Erwin, 


Detroit, Mich. 


Kay’s, Detroit, Mich.; Nashville, Tenn. 
Merkin’s, Steubenville, Ohio 
Schlechter Jewelry Co., Reading, Pa. 


Finlay-Strauss, New York, N. Y. 
Busch’s Jewelry Co., Jamaica 


Brooklyn, N. Y 
Barr’s, Philadelphia, Pa. 
Schneer’s, Nashville, Tenn. 


Friedberg’s, Inc., Detroit, Mich. 


Savitt Co., New Haven, Conn. 


Mayor Jewelry Co., Cincinnati, Ohio 


and 


Greenwald Jewelry Co., Cincinnati, Ohio 


“America’s Largest Builders of Complete Jewelry Stores” : 


MICHIGAN STORE FIXTURE CO., tncorPoRrATED 




















We beautified 
THIS store — 


ABELSON’S, NEWARK 













































PLAN TO DOMINATE YOUR CITY IN 1929 


The intense competition characteristic of this modern age of business makes it 
necessary that you seize every opportunity to gain “a place in the sun.” You 
must give your business every possible advantage in order to gain ascendency. 
A new “Michigan Conceived” store will give you your biggest stride in this 
direction. 

We freely offer an analysis and plan for creating a new store for you. This 
courtesy is available without obligation, and is merely a part of the complete 
service which we alone can extend you. Refer your problems to an organiza- 
tion equipped to cope with them from the first rough planning to their final 
execution. Write to our nearest office for particulars of our 


DEFERRED PAYMENT PLAN 


whereby you can pay out of your increased earnings. 


“Building Better Stores Throughout the Nation” 
Factory and Main Office, 3000 E. Jefferson Ave., Detroit, Mich. 


New York Office, Salmon Tower Bldg., 11 W. 42nd St. 
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jewelers of Milwaukee, Wis., one year 
distributed a dainty folder entitled: 
“Easter Suggestions.” Two of the in- 
side pages are illustrated. The booklet 
was printed in green and lavender and 
featured silver for the spring bride. A 
feature of the Rank & Motteram estab- 
lishment by the way is the Service Room 
where buyers may examine their goods 
privately without any disturbance. 

* * * 


Albert Samuels Co., Oakland, Cal., 
used an impressive newspaper advertise- 
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AWCENETS CORNER 


SWEENEY DISTINCTION AT MODERATE PRICES 


The Pleasure of Selecting One's Gifts at Sweeney's is Two-Fold-the Charm of the 
Boaxtiful Surrounding and the Consciousness of Securing Cifté of Sweeney's 
Quality and Style Without Price Premium 











Boomer semgra by Traub, 
Dower rnga damn peret brooches, and 
bracers 











Whew gat! damon nog a how an $25.00, 


‘The Diana Crpreal Brooch is new 
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Sees 
oe bennee ad |e 
a 
are Sapldyng mar ober, é 
lege powedy, pres range g $0 te 6200.00 aan, eats, deste 
Chokers, Bracciety, Neca sec ad rung sets a seal, maracco, om 
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Attractive page by Texas jewelers 


ment in a space of 14 inches, four col- 
umns wide. Under the caption, “Easter 
Gifts,” were enumerated a number of 
suggestions for men and women. The 
announcement called attention to the 
fact that their mail order service was 
equipped to take care of last minute out 
of town orders. 

One of the outstanding retail jewelry 
advertisers at Easter and throughout 
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the entire year is Lambert Bros., several 
of whose Easter announcements are il- 
lustrated. Other jewelers may get some 
stimulating suggestions from this copy. 
Most of the ads occupied a uniform 
space of 5% inches, double column. Note 
how the advertiser calls attention to 
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vertisement entitled: “Easter Thoughts” 
that a diamond engagement ring is fea- 
tured at the low price of $40. In another 
ad a dinner ring is advertised at $100. 
“Surprise your friends by appearing at 
the Easter dinner with this dinner ring 
on your finger,” the copy reads. “You 


THE NEW ZELL STORE ~* WASHINGTON AT PARK 
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Zell Bros., Portland, Ore., re beautiful things from the world’s far 
places 


other Lambert advertisements in the 
same issue of the daily paper. All an- 
nouncements are illustrated by pen and 
ink sketches. The prices quoted on the 
articles are popular, enlarging the buy- 
ing clientele. It will be noted in the ad- 


will be the lodestone of the table. All 
eyes will be turned upon you—you will 
feel well dressed.” Veritably this is an 
appeal to human vanity and a strong 
one. 

“Give Her this for Easter Sunday” 








AMBASSADORS OF GOOD-WILL 

















MARCUS & COMPANY 
JEWELERS 
om. thon ances, cmarin mances 
” rte Sere 


ah New Yorks Lowden: Parts: ond Pete Brock 


We meee mace 
Piteh Avewes ot Forty 














MARCUS & COM 
JEWELERS 


FAtUb Siveen, New Forks bend 


DELECTABLE CRESCENT 





(OF ALL the ornaments thet women weer. none 





AN MARCUS & COMPANY 
JEWELERS 
wm cases mance 


Fifth Avemee ot Forty fiteh Stress 








New Verh: Londen, Paris: Pet 








MARCUS & COMPANY 
JEWELERS 














A series of attractive magazine announcements by Marcus & Co., progressive retail advertisers of New York 











































February 21, 1929 
with 








interchangeable 


AGO, ILL. 


C> 
&] 
L, 
yy 


“Gy, 
QD 


Y 
A. 


Spring lines. 


Ask to have him call. 
CHIC 


ROY MFG. COMPANY 
22 & 24 W. Austin Ave. 





those to accommodate rings. 





One of the most attractive Displays 
we have ever produced. 

A salesman is now on your territory 

with model and our new, beautiful 


Watch Pads 
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makes an apt caption in another adver- 
tisement. A watch for Easter is fea- 
tured at $25 in the first ad. 

“For a Pretty Wrist” makes an at- 
tractive caption advertising a bracelet 
at $38. The bracelet is of 14 kt. green 
gold, faced with platinum and set with 
three square amethysts or three tour- 





” Saale 


Ialt © B 


OMOMWMINVINWG 


sis =p paperee 
* Through Generations 


SINCE the days of President 
Jefferson's Administration (1801- 
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bp 1809) we have enjoyed the patron- 2) 
& age of those most closely identified 3 i 
by with the official. diplomatic and 

S social life of the Nation's Capital. : 
= Our establishment has been tf 
= honoured with this patronage be- 
9S cause of the fact that the high 
2 qualities of value and service— 
g originally set by the founders of this 
E century-and-a-quarter-old business 
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—have been constantly and consist- 
ently main’ 
Inspection of our stocks—and a 
comparison of prices, quality con- 
—is ever welcomed, and 
never implies the slightest obliga- 
tion to purchase. 


Jewellers Silversmiths 


Stationers r4 
4 








Striking full page by Washington’s well- 
known jewelers 


malines. The merchandising methods 
of this concern are outstanding. 
= * * 
Magazine Advertising by 
Marcus & Co. 


HE interesting advertising of Mar- 
cus & Co. has been the subject of 
much admiring comment ever since their 
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S e SILVERSMITHS 
ig «MERCHANTS 





(ostume JEWELRY . . Grikingly effettive crea- 
tions permitting a chotce of several smart pieces . .. one or more of 
which may be worn with a favored gown . . . providing the deft 
touch of color so necysary to the prevailing mode of chic severity 
in dress... . Sketch jhows one of the long pearl ropes so much in 
wogue.. . worn in either single or multiple Strands . . . pleasingly 
matched for depth amd tone. . . priced variously from $5 t0 $60. 


We also feature the new combination necklaces of pear! and cry@al 
togetber with « moR emrattive display of other cotume pieces 


Fags SPC ag) 


52 SUMMER STREET BOSTON 




















How prominent Boston jewelers feature 
costume jewelry 











distinct Greek suggestion; or perhaps 
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new policy went into effect, two years 
ago. Here is a jewelry store, situated 
in that most exclusive and expensive 
section of New York, Fifth Ave. at 
Forty-fifth, that is using advertising of 
an originality almost daring, and yet 
without the slightest loss of dignity. 
Thus writes Mrs. A. C. Werner, who re- 
cently interviewed that firm for THE 
JEWELERS’ CIRCULAR. 

The work is in the hands of N. W. 
Ayer & Sons, and is under the direct 
and capable supervision of Charles A. 
Hammarstrom, manager of Marcus & 
Co. The plan calls for full pages month- 











: Persagon Atva-VeriThin, 
‘Precision movement, » $135 
With engraved case, $150 
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SBebroary is Men‘ Watch Month 


atourstore. G''u.:i Guild Watches, 
in a variety ahd 


‘number greater 
ao aes 
appreciate! superior quali- 

ties eo guild 

————— 

Our Ecbeusty chy showing i many 

other articles of special interest—the newest- 
— silverware, china, crystal, etc. 

Fis members of the Cruen Wark Geld, 
you may look to us for dependable. mer~ 
chandise, fair prices, and service unsur- 
passed. Visit us today. 


“aa 





F.M. HERRICK « co. 


Jewelry—Silverware—Watches 
OPPOSITE BLATT’S 








| 
The watch in Lincoln’s day and now 


ly in Vogue, Vanity Fair, The New 
Yorker, and supplementary space in 
varying amounts in Town and Country, 
the Sportsman and the Paris Comet. 
Programs of football games are also 
used. At Palm Beach, there is in addi- 
tion to the regular ads in two local 
magazines, publicity with photographs 
in the columns of the local newspapers. 
The character of this publicity is inter- 
esting, written with a very light touch 
and containing no obvious selling sug- 
gestion. Aside from this publicity, no 
newspaper advertising is used, with the 
exception of a page in the rotogravure 
section of the New York Times just be- 
fore Christmas. 


HE character of the advertisements 
is unique. Many of them show a pen 
and ink sketch, drawn to resemble an 
old wood-cut. The subjects of these 
drawings are classical in flavor with a 
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they may suggest the art of the early 
Victorian period. Drawn by Rockwell 
Kent, perhaps the foremost commercial 
artist of our time, they stand alone as 
an example of charm and distinction. 
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Cigarette Lighters 








Styles for women and men made by 
Napier,. Clark, Golden Wheel, Doug- 
lass, Thomas, Knapp, Evans Gold 
Top and others. 


A large variety of beautiful- styles— 
fancy designs of- engine turning ag 
14-karat gold and sterling sifver. Ais® 
leather-covered styles—snakeskin, pig-. 
skin, ostrich, alligator and others. 
Black, brown, navy, blue, rose and 
beige. From $5.00 to $115.00. 


MAIER @ BERKELE, Inc: 


For forty-one years. the leading fewelers’ of the south. 
111 Peachtree 8t Established 1887 
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Cigenatie lighters featured by Atlanta 
jewelers 


Under each drawing is a title also in 
the manner of the last century, and be- 
low this the copy boldly brings itself 
down to modernity. Nothing jerky or 
symbolistic, of course. And perhaps 
just a bit ornate, as befits words de- 
scribing things whose sole purpose is to 
ornament. Very pleasant reading, how- 
ever, and even interesting to people who 
don’t really want any jewelry. And, 
after all, that very quality is what we 
are all after in our advertising. 

And here and there is the not-too- 
subtle suggestion that one buy some- 
thing. 

Of the more directly selling type of 


NO LADY 
SHOULD 











worry about her Jewelry not being 
modern, for at a small cost we can 


REMODEL IT 


and will make a liberal allowance 

all this week on your old mount- 

ings. 

Bring in Your Diamonds To Be 
Reset by Currie 


And remember that this special 
offer is for this week only. You’ll 
be surprised what we can do for 
you in this line. 


The Largest Stock of Mountings 
in South Carolina 


Walter H. Keese & Co. 
211 NORTH MAIN ST. 























Unusual enough to attract attention 
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Arwarer Kent 
RADIO 


The Mullion-‘Dollar Tone of the 


ATWATER KENT 


ELECTRO-DYNAMIC 


could never have been attained by good luck. It represents thousands of trials, tests, 


eliminations—a striving for perfection by a maker never satisfied with mere 
good intentions..... All this care is making $$$$$$$ for dealers, for—as 
always—the trade looked to Atwater Kent for a winner, and here it is. So— 


the late winter profits of Atwater Kent merchants are a challenge to those 


who don’t concentrate on Atwater Kent Radio. 





ATWATER KENT 
ELECTRO-DYNAMIC 
RADIO 


IN CABINET 
by Red Lion 
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MODEL 46. New Elec- 
tro-Dynamic receiver for 
use with Model F-2 Elec- 
tro-Dynamic speaker or 
other speakers of the 
same electrical character- 
istics. Full-vision Dial. 
Panelled corners, ball 
feet. Requires 7 A.C. 
tubes (2 power tubes) 
and 1 rectifying tube. 
Without tubes, $83. 


On the air— 
every Sunday night — 
Atwater Kent Radio 
Hour —listen in! 


Prices slightly higher west 
of the Rockies. 





MODEL F-2 
Electro - Dynamic 
speaker. True to 
the whole range of 
music. For use 
with Model 46 Re- 
ceiver or other re- 
ceivers supplying 
a D. C. field cur- 
rent. $34. 


AT WATER KENT 
MFG. COMPANY 
A. Atwater Kent, Pres. 

4811 Wissahickon Ave. 

Philadelphia, Pa. 


MODELS53. New, compact,all-in-one set with Atwater Kent Electro-Dynamic speaker. 
Not much higher than your knee! Makes a beautiful little table for lamp or books— 
and becomes a musical instrument at the snap of the switch. Full-vision Dial. Re- 
quires 7 A. C. tubes and 1 rectifying tube. Without tubes, $117. 


ATWATER KENT 
ELECTRO-DYNAMIC 
RADIO 
IN CABINET 
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advertising are the ads containing pho- 
tographs of merchandise, shown with 
striking effect on a black background. 
Several of these were used before 
Christmas, and in most cases the mer- 
chandise shown was of the more costly 
type. However, when any such mer- 
chandise is shown, there is always a 
note in the copy to the effect that suit- 

















DIAMOND JEWELRY 


Many new designs original in our domestic studios or se- 
cured from our Paris office give added interest and appeal 
to the carefully selected gems upon which our reputation 
has been built. 


Pictured Above 
‘esting platinum @ ha mo: 
eid-eha 


Jains Walkegon 


5 and 7 East Washington Street 
“A TREASURE HOUSE OF SILVER AND Gems‘? 








~s 














Exclusive diamond jewelry featured by 
Indianapolis jewelers 


able purchases may be made at low 
prices. 

The rotogravure page used before 
Christmas brought good results, al- 
though as is generally conceded, roto- 
gravure advertising is still somewhat 
experimental. The copy accompanying 
this was light, semi-humorous and 
cheerful. Another striking departure, 




















Confidence inspiring 


for when before has a firm of the con- 
Servative and restrained character of 
the Fifth Ave. jewelers seen fit to be- 
come casual and chatty? 

Ads show merchandise of all prices, 
or at least usually include price ranges 
in the copy. The buying public can see 
that while it is possible to spend very 
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large sums with Marcus & Co., it is also 
possible here to get the same high 
quality at reasonable prices. 


fis for direct mail, for selling pur- 
poses it is not used at all. There 
is, however, a very clever booklet, called 
“There will be no charge, of course,” 
which is sent to all new accounts. This 
booklet describes all the service depart- 
ments, stringing of pearl necklaces, 
valuation of jewelry for insurance or in- 








Thank You! 


Possibly it may interest you to 
know that your whole page of ads 
back in October or November hit the 
spot with me. I cut out six of the 
ads and took them to the printer of 
a weekly paper here and told him to 
start in first week with one column 
wide ad and increase a column a week 
until my ad went clear across the 
page, week before Christmas. 

The jewelry business always has 
been dignified. How far would a 
person get if he dumped stuff in his 
window like some retailers do it. 
Am glad that you publish helpful 
suggestions and appreciate these ads 
and hope you can keep up the good 
work of the “average jeweler.” Don’t 
forget that a lot of us are in small 
towns, but just the same we are just 
as anxious to be up-to-date as the 
big fellows. We need helpful sug- 
gestions such as you publish. 

(Signed) Charles B. Sigler, 
Knightstown, Ind. 








heritance purposes, insuring jewelry, 
advertising for patrons’ jewelry (includ- 
ing notification of police, etc.), regulat- 
ing and setting of watches, lending 
watches to patrons while their own are 
being repaired, cleaning of jewels, send- 
ing jewels on approval, and free -de- 
livery to any point in the United States, 
including air mail, or messenger to any 
reasonable point. 

These service departments are per- 
haps not unusual, but the manner of 
calling attention to them is pleasing. 
The cover design of the booklet is a re- 
production of one of the wood-cuts, and 
is a further reminder to the patron 
when he sees such illustrations in a 
magazine. 

In discussing the new policy, Mr. 
Hammarstrom said: “We realized that 
the old plan of giving the name of a firm 
set off neatly on a small white space, 
with some such word as “Jewels,” “Dia- 
monds,” etc., was out-of-date. Our prob- 
lem was to hit upon some distinctive 
style which would suggest Marcus & 
Co. whenever it was encountered. Our 
present idea seems to be producing good 
results.” 


EWELERS who can’t indulge in full 

pages in Vogue, or Rockwell Kents, 
or rotogravure pages, can still find food 
for thought in Marcus & Co. advertis- 
ing. They have apparently proved or 
are proving that it is possible to be in- 
teresting and not too formal and still to 
sacrifice none of a prestige built up 
carefully for more than half a century. 
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K. Falkenberg, Walla Walla, Wash., 
features diamonds as the “Gift Su- 
preme.” Diamond rings were adver- 
tised recently from $10 to $1,125. 


* * * 
A popular cigarette lighter was well 
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it Time canngt dull: the ‘diamond’s constant 

“ beauty. When maiti‘-inother gift is gone and 

« forgotten, the diamond , will still impress on its 

§ wearer ‘the love or regard which prompts its ® 
giving. Come to us.far diamonds of’ carefully 

5 selected quality. set ‘inthe ‘modes of the hopr, 

PA 


priced. in strict conformity with value... 
‘ Diamond Rings .......... $10.00 to a 


Diamond dinner a 50.00 to 


Diamond broucties .... 15,.00to 400 
Diamond tie pins. ........ 1250to 150. 2% 
iamond Set ‘ 
100 3 
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featured in an announcement of 5% 
inches double column by Maier & 
Berkele, Atlanta, Ga. 
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| DIAMONDS ; 
The Supreme Gift! 2 


Open Evenings Until Christmas 


K. FALKENBERG 


‘‘Pamous for Diamonds” 
40-42 E Main St. 
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% Wedding rings'.......... 22.50 to 
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Phone 500 
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“The supreme gift” ‘oduidaie by K. 
Falkenberg, Walla Walla, Wash. 


Galt & Bro., Washington, D. C., used 
an impressive full page announcement 
about the middle of December. “Satis- 
faction Through Generations” is very 
fitting for the impressive copy that 
follows. “Since the days of President 
Jefferson’s administration (1801-1809) ,” 
it reads, “we have enjoyed the patronage 
of those most closely identified with the 
official, diplomatic and social life of the 
Nation’s Capital. Our establishment 
has been honored with this patronage 
because of the fact that the high quali- 
ties of value and service—originally set 
by the founders of this century-and-a- 
quarter-old business—have been con- 
stantly maintained.” 

* x * 


FULL page ad by Zell Bros., Port- 
land, Ore., attracted unusual atten- 


tion. Shown at the top are pen and ink 
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Attractive Cases to Increase Your Sales 








E.C.JORGESON & CQ. 
MARI FACTURER 
WIGH GRADE 


| JEWELERS FIXTURES 


Case and Table No. 104 


A case of plate glass, cemented construction. The»table may be 
fitted with slanting platform, shelf or drawers as desired. 


This and other patterns on hand for prompt shipment. 


For Prices Write Us 


F. C. JORGESON & CO., 159-167 Ann St., Chicago, IIl. 


Builders of Jewelers’ Fixtures for over 40 years 
























WESTERN TRAY & CASE COMPANY 
423-429 Plum Street _WESIRAY - a Ohio 


PRODVCTS. rRoDv CTS 
Cincinnati, Cincinnati» Ohio. 


























Watch Repair Tray 
Side View 

A tray every jeweler 

should have. Showing 


the compact arrangement 


of watches in tray. Each 
one in its individual place, with repair ticket attached. Velvet covered 


partitions prevent scratching. 


Watch Repair —— eitatinies — 


Ticket 805 Te 805 


When your original No Goods Delivered 
supply is exhausted, pescmreaalioes sien 
additional Watch Re- 
pair Tickets can be 
obtained from us. | ? * 4 
Tickets are furnished L r ; ree | 
Watch Repair Tray with string, double en — 
This tray will keep your repair work in a neat numbered, and numbers run from No. 201 to No. 1,200. Packed in 


and compact manner. Holds all sizes of watches boxes of 1,000 each. 
and other jewelry left with you for repairs. 
Capacity 52 watches in 1134 x 11% tray. 


These Tickets are numbered from | to 200. 
200 Tickets with each Tray. 




















WRITE FOR CATALOG. 
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sketches of the jeweler’s attractive store 
front. Zell Bros. are among the most 
progressive advertisers in the jewelry 
trade using newspaper space very liber- 
ally throughout the entire year and 
reinforcing this by direct advertising. 
The appropriation one year was $20,000. 
“From the World’s Far Places” makes 
an attractive caption for the announce- 
ment illustrated, drawing attention to 
rare gifts from the four corners of the 
earth. The quaint map shows the name 
of the different countries and the mer- 
chandise which is imported from them. 
“All jewelry marked with a star” say 
the advertisers “is imported direct by 
the firm through the Portland Custom 
House.” Other jewelry purchased by 
Zell Bros. from importers is indicated 
by another mark. This bit of advertis- 


tashioned affer the ancie 
with gilded frame 
sirass. New bea 


bags and petit point. 


BIGELOW. KENNARD#¢2 
J SIIWASHINGTON'SE = 





Dignified advertising by Boston jewelers 


ing shows much imagination and in- 
genuity and brought unusual results to 
the advertisers. 

* * * 


Smith-Patterson Co., Boston, Mass., 
recognizes the popularity of costume 
jewelry which they advertised in a space 
10 inches, three columns wide. “Costume 
Jewelry,” says the announcement, “in 
strikingly effective creations, permitting 
a choice of several smart pieces, one or 
more of which may be worn with a 
favored gown, providing the deft touch 
of color so necessary to the prevailing 
mode of chic severity in dress. Sketch 
shows one of the long pearl ropes so 
much in vogue, worn in either single or 
multiple strands, pleasingly matched for 
depth and tone. Priced variously from 
$5 to $60.” 

* * * 

The full page advertisement of the 
Holland Jewelry Co. is based on some 
data supplied by a well known watch 
manufacturer. The same subject mat- 
ter appeared in the house organ of the 
manufacturer. The manufacturer also 
supplied the dealer with the necessary 
illustrations. Mr. Holland states that 
the reaction he had following the ap- 
pearance of the announcement resulted 
in more activity than anything he has 
done with the exception of his special 
sales when he distributed souvenirs. 
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Advertising Notes 


ACCARD’S, St. Louis, Mo., in Janu- 

ary advertised sterling silverware 
with reductions from 20 per cent to 50 
per cent. “These interesting items,” read 
the ad “were taken from our regular 
stock and reduced drastically in order 
to compensate our customers for any 
inconvenience they may undergo while 
shopping at Jaccard’s in its present 


287 


nouncement it was stated that “regular 
prices at this establishment have always 
been recognized as lower than so-called 
‘sale prices’ and so customers confident 
of receiving the best treatment and ad- 
vice have come from distant points as 
well as Portland to secure diamonds from 
this firm famous for its fair dealing.” 

The concern has an upstairs store 
which is located on the seventh floor of 
the Selling building. 
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‘Not Trenton... but 4.09 by 
the dial...” 


‘AR down the gloom of the platform the 
his watch and raises his hand 


“Quick!” 
slide in through the slot 


why K-4 is kept in the rou 
meadows. Steam is too stemaeag for winger Sta- 
tion, where Bill Egan is master; for proxy 
electricity, which is steam 


grinds forward and Seis 
in @ monstrous movement : 
to unreel that gyratwon of s drive against the wi 
4000 rsepower inte ma’ you 
straight miles. from fast to fastcr—a 


speed. A- 
black spot shows ahead. it “A 





An airshaft opens and in the flash cf sunlight we Gods| 
slimpse far wp the fine tracery cf trees. From where we heart of time. 
roaring into the unseen- west, the whole world is a 
pretbaeion which overhangs our heads. to have no idea 
Up the rise we shoot. A silver bull’seye ahead. We 
punch it squarely and 


ships putting ut to sea are going after pp 
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vals to the engineer, checking the 
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got to ride the head of the meteor to kno meaning 
of speed. The tail of the meteor is aie. just as in 
@ train it is all Pullman comfort and flying ease. 

Up here in the cab the locometi 
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“NOT TRENTON......but 4:09 
by the dial” 


From “A Ride in the Cab of a Broadway Limited” 


By Dudley Nichols 


water for a few moments, then we are past. We have 
taken water at forty-five miles to the hour! 

And always above the din of the demoniae speed comes 
seeg oo beat-like shou’ ut of fireman to engineer= “Clear 
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design of their strap 
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‘This demon seems 
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no stopping point. Just 
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fn line, with a welcome yet simple richness of pp 
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Interesting full page announcement by Holland Jewelry Co., San Angelo, Tex. 


torn-up State.” Several pieces of Dutch 
and American silver were included in 
the sale. 

ES * * 

“Cramer’s Diamond Event” was the 
caption of an attractive advertisement 
used by G. Cramer Co., Portland, Ore., 
and was described as “unique in the 
history of Portland business.” Mr. 
Cramer has been a specialist in gems 
for a quarter of a century. In the an- 


John M. Roberts & Son, Pittsburgh, 
Pa., distributed 120,000 pieces of direct 
by mail advertising, one of the biggest 
mailings of any Pittsburgh concern. In 
conjunction with this the same firm 
used a full page of advertising in the 
rotogravure section featuring a large 
number of jewelry items in colors. The 
announcement attracted unusual atten- 
tion. 
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UU 5 e | A. WAITZEL 
& FORMERLY 


Kings’ Service and “Cash In” Too A Partner of the Reliable Watch Co., Inc. 
New York 






















Whether your business 
is large or small — 
whether it is young or 
old, cash or credit — 
whether or not you 
have your own adver- 
tising manager—Kings’ 
Service can _ increase 
your volume sales and 
profits. 


The only exclusive selling 
service for retail jewelers 
operating on national scale. 

























Wishes to Announce 


To His Many Friends Among 
the Retail Jewelers 





That He Has Withdrawn His 
Interest as a Partner in the Above 
Concern and He is Resuming Busi- 


ness Under the Name of 


Marathon Watch Co., Inc. 


37 Maiden Lane 
New York City 





An individual 
retail selling 
service— 


(Not Auction) | 
HGRePhoentx White Finish es 


gives your white gold jewelry the beau- 












A few of the outstanding achieve- 
ments accomplished by Kings’ 





























Selling Service—and there is much tiful platinum color; easily, quickly and ers 
more to tell you than space per- very cheaply. It stays white and looks tio1 
mits of mention here. zg right “ 
A ; 
$40,000 sales for Wm. Du- $35,000 sales for Lutze & So Easily stripped (see directions) if arti- ae 
pen, Sacramento, Calif., Sons, Trenton, N. J., from S cle is to be repaired or soldered. as 
from a $40,000 stock. $60,000 stock. Z ssuicin ilieeie out 
quart, ov. e ry it. 
$17,000 sales od a Toman Pag al aa A : r . a 
Chattanooga, enn., trom ewelry Co., eland, Fla., HOKE, Mcr. 3 : 
original $20,000 stock. from original $30,000 stock. Ack for 42S AM W. » McR. of) an 
. , of a 
$85,000 sales for Bagleys of $40,000 sales for Vaeth & Free Circular _ Jewelers’ Technical Advice Co. | 
Duluth, Minn., from $150,- Son, Tacoma, Wash., from A. W. F. 22 Albany Street, New York City “ee 
000 stock. original $85,000 stock. tabs 
( 
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4 ; $2.25 per hundred of as 
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Fill in your empty tray spaces after each sale with Universal “Di. 
—SOLD—tabs. A useful article every Jeweler requires. and 
UNIVERSAL TAG COMPANY a 
Lumber Ex. Bldg. 666 O'Farrell St. 412 So. 14th St., Newark, N. J. “Th 
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Direct by Mail Advertising 


PIECE of direct by mail advertising 

recently distributed by Spaulding & 
Co., Chicago, Ill, was entitled “The 
Diamond—Most Favored of all Jewels.” 
The front page shows the interior of 
a diamond mine and the method of get- 
ting diamonds from the mine to the 
surface of the earth. The copy on the 
inside of the folder is entitled “The 
Diamond—A Piece of Coal that Stuck 
to its Job. What do you know, what 
does the average person know about a 
diamond?” Then followed some inter- 
esting facts for the public. Other jewel- 








THE DIAMOND = Most Favored of All Jewels 


tent monet 
Mine is from the book * ; 


Dr. Max Bauer of the University of Marburg 


recious Stones” by 


SPAULDING & COMPANY 
Michigan Avenue 
Orrington Avenue 

ue de la Paix 


CHICAGO 
EVANSTON 
PARIS 




















Cover page of folder on diamonds, by 
Spaulding & Co., Chicago 


ers may well read and digest this educa- 
tional copy. 

“We all know that the diamond is the 
hardest of all minerals and ranks first 
as a precious gem. It is, probably with- 
out question, the most favored of all 
gems. It is generally thought of as a 
stone white in color and of great bril- 
liancy; usually the diamond is thought 
of as a round stone, cut with a certain 
number of facets, both above and 
beneath the girdle with a large facet or 
table at the top, the under part of the 
stone being in the form of an inverted 
cone. 

“In these modern times, however, the 
larger and more important diamonds 
are usually sought in cuttings known as 
the square or emerald cut; the marquise 
or navette, and in the less important 
sizes we find many fancy shapes and the 
long, oblong stone commonly known as 
the baguette. 

“The diamond consists of pure or 
nearly pure carbon, and has been spoken 
my ‘A piece of coal that stuck to its 
job. 

“Diamonds formerly came from India 
and later from Brazil but the principal 
Source of supply today is Southern 
Africa. 

“The value of diamonds depends upon 
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the relative purity of the stone, both as 
regards absence of color and freedom 
from flaws or other imperfections; also 
upon the cutting which, if skillfully 
done, enhances the natural brilliancy of 
the stone. 

“Diamonds vary in their refractive 
qualities and depend for their value, 
more than most people realize, upon 
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known as ‘white’ stones are difficult to 
carry in the eye and are best observed 
by comparing stone with stone. Trade 
names such as white, blue white, steel 
white, perfect white, and trade classifi- 
cations such as Wesseltons, Jagers, 
Rivers, Top Crystals, etc., are terms 
which should be disregarded by our cus- 
tomers. 
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Two beautiful pages from folder by Ryrie-Birks 


what is known in the trade as “make” 
or cutting. 

“Most of the transparent minerals, 
when pure, have no color at all, and dia- 
monds are no exception to this rule. 
There are diamonds of pronounced and 
beautiful colors known as fancy dia- 





Raa en 2 


“It takes many years of experience 
to make one a competent judge of dia- 
monds and so we stress in connection 
with these few facts on this beautiful 
gem the importance of purchasing dia- 
monds from houses or individuals in 
whom implicit confidence may be placed.” 





THE DIAMOND —~a Piece of Coat That Stuck to ts Job” | 
What do you know, what does the average person know 


about a diamond? 
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| PLATINUM FLOWER BROOCH—Carved Crees 

Onys bowl. fl f Marquise and Yellow 
Diamonds. Emerald leaves and sqeare Conary 
home the $3,000 
PLATINUM SAILBOAT BROOCH —W wh square 
meralds at base. « Sapphire flag ot the sop and 32 
rowed Diem 
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PLATINUM NOVELTY PIN — The Golfer"wih | 
rewnd Diamond $280 | 





Mhevere 





Enlightening text for the public in Spauldiny & Co.’s folder on diamonds 


monds, but these specimens are rare and 
seldom known to the average person. 
“Tints of color in diamonds are pale, 
and are graded almost insensibly from 
yellows or browns to such faint shades 
that the presence of color is difficult of 
detection. Grades of color in what are 


The folder illustrates and describes 
several pieces of diamond jewelry. A 
ring is shown with emerald cut diamond 
of 9.79 carats and one baguette diamond 
on each side at $22,000, a diamond brooch 
priced at $4,600, a diamond bow-knot 
brooch at $2,150. 
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~ STOCK THIS 
S. ( BIG SELLER 
rs. TODAY!! 





4&No. JC 289 J. 1. 
Display this famous 
new table cigar 





lighter in your win- 
mil %,dow and it'll be a 
a agi fire seller! 
Operates exactly as 
a pocket lighter. A 
twirl of the finger 
it’s lit—a snap of 
the snuffer it’s out! 
Size 8% inches 
high. Handsomely 
designed. Made of 
solid metals. Fin- 
ished in bronze, 
gold, silver, oxi- 
dized and gun 











metal. Has ample 
fuel space. Our low 
net prices. 
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3 in 1 Musical Novelty 


No. JC-216A17—Powder Box, 
Music Box and Dresser Clock. 
American made movement, easy 
winding, good timekeeper. Made 
of Britannia metal. Lift cover 
—musie plays. Ample powder 
space. Fine aaa puff. 3” 













hi an 

es $25 ge 

sight. Our low EACH Ry 
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JOSEPH HAGN CO. 


223-225 W. MADISON ST., CHICAGO 


Our lew prices forbid the use of traveling men. 
Send your order by mail—and be assured 100% 
service, value and price. Have we your name on 
our mailing list? If not—SEND IT IN TODAY! 


















NEW! 
FINGER 
SNAP 
TABLE 
OR 
DESK 
CIGAR 


LIGHTER 
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WE CAN SAVE 
YOU MONEY 
ON 
Fountain Pens—Pencils 
Rebuilt Standard Watches 
Razors 





Write for prices 


Nassau Pen & Pencil Corp. 











111 Nassau St. New York City 
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*°A Message”’ 


The SCHWARTZMAN JEWELRY & 
MFG. COMPANY, Sth Floor Com- 
mercial Building, St. Louis. Mo. 
does watch and jewelry repairing and special 
orders when others fail. TRY US. 
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Beaded, Silk and Leather Bags 
Repatred and Refinished 

AN UNU UAL wo a Ly 94 firing, 
framing and remod 

of every — ——. a tele ceealle 
ty. Ster ed in stock or made to 
order Pocket "lighters refinished and re- 
“— in leather. 

- WORKMAN, 1 West 34 
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FOR YOUR SPRING BUYING 


Consult the 
Pearl Flash” 


A Bargain Bulletin 
The new issue of the 
“Pearl Flash” is now ready 
. - - 64 Pages of Real Bar- 
gains sent to you on re- 
quest.... Diamonds, | 
Watches, Clocks, Silverr .. gun tse 14K. 


© DIAMOND RING, beautifully 
ware, Novelties, J ewelry, pierced and set with fine cut 
etc. $2.70. 


diamond. Our net price, 
8 MONTHS TO PAY 
————————— 


R. PEARLMAN 


83 CANAL STREET NEW YORK CITY 
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Noteworthy Cooperative Advertising 


How Omaha Jewelers Used Special Newspaper Section 


MAHA jewelers did some praise- 

worthy cooperative advertising under 
the name of the Jeweler’s Guild of Omaha 
and Council Bluffs. The campaign opened 
the early part of December with a six- 
page section devoted entirely to jewelry 
advertising and jewelry publicity. No 
joint fund was raised for holiday ad- 
vertising to boost the jewelry business 
as a whole but instead the jewelers of 
the above mentioned cities did their own 
individual advertising store by store, 
according to a well conceived and ex- 
ecuted plan to get the best results from 
their publicity. This plan was worked 
out with the aid of advertising men of 
Omaha. A letter writing contest was 
included in the publicity campaign. The 
front page of the Jeweler’s Guild sec- 
tion of the newspaper was devoted to 
editorials on the appropriateness of 
jewelry as a gift and to an explana- 
tion of the contest. The participating 
jewelers donated 30 jewelry prizes to 
be awarded to persons writing the best 
letters in answer to these three ques- 
tions: 

1. Name five precious gems. 

2. Why is jewelry the most appro- 
priate of gifts and what caused the 
custom to be established? 

38. Why is it advisable to consult a 
professional jeweler for the purchase of 
jewelry gifts? 

Three distinct classes of persons com- 
peted for the prizes: 

1. Adults 

2. High school and college students. 

3. Grade school and all other children. 

Jewelers themselves, members of 
jewelers’ families and employes of news- 
paper offices were barred from the con- 
test. The inside pages of the special 
section were devoted to the ads of the 
individual jewelers and to special ar- 
ticles on jewelry written by the jewelers 
themselves. Signed articles appeared by 
such well known jewelers as Albert Ed- 
holm, John Hendrickson, C. E. Reese, 
Louis N. Boisen, David Gross, John 
Kroyer, B. Q. Haines, J. J. Richter, 
George Christiansen, Mrs. Fred Brode- 
gaard, Frank E. Overholt, Tinley L. 
Combs, P. M. David, Fritz Sandwall, 
Joseph J. Frenzer, M. S. Beem, E. O. 
Furen, E. B. Godfrey, and O. C. Homan. 

Some of the titles of special articles 
which gave the section a jewelry atmos- 
Phere were: “Good design is important 
in jewelry,” “Modern silver fits all oc- 
casions in the art of correct table set- 
ting,” “Lovely jewelry of today the re- 
sult of primitive desire for ornaments,” 
Terrors of jewel world,” “Color alloys 
now favored in decoration,” “First dia- 
monds from river beds,” “Colorless 
stones richest in hue,” “Diamond’s value 
IS secure today,” “Appropriate Christ- 
mas gifts for Children in jewelry,” 
Silver has played a most important 
part in the achievement of beauty,” 


“Precious metal long the gift par ex- 
cellence,” “Vogue of jade and cornelian 
in bracelets,” “Yards of pearls is new- 
est way of wearing pearls,” “Diamond 
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-most appropriate 
for everyone 


Out of the Kaffir soil, up from the transluscent 
depths they come, gems everlasting. A gift for 
the Gods and priced for the lover and husband. 
Out of the flaming crucible, worked by the mas- 
ters of art, jewelry gives, as no other gift does, 


a pride of ownership, a sense of possession. aan 
forest Rbosiscoms 
in Bete Rvs Sheer artistry is its inherent quality. As things pir ephesr irae pees 
4 . 


of beauty live on forever, so is the jewelry giv- 
en today, a treasured possession tomorrow 
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been extended to some other lines of 
business, the jewelers have decided they 
might be able to work out some plan in 
their line of business so that a finance 
corporation can carry the load for them. 
It is the opinion here that it will nct be 
difficult to find finance corporations to 
handle the matter for the jewelers since 
so many of the automobile companies 
are now handling their own financing, 
and have thus released some of the capi- 
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for a wmple letter answering 
these three questions: 

















1—Name the five precious 
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Front page of whole newspaper section used by Jewelers’ Guild of Omaha and 
Council Bluffs 


mines now reach depth of over 3000 
feet,” “Volcanoes helped create dia- 
monds,” “Paris wearing its diamonds 
bib-fashion.” 

The advertisements of the individual 
jewelers were interspersed among these 
publicity articles. The ads ranged from 
small business cards to one quarter and 
one-half pages. 


HE retailers division of the Jewelers 

Guild of Omaha and Council Bluffs is 
doing the preliminary work looking to- 
ward arranging for some kind of a fi- 
nance plan for selling jewelry. Since 
the automobile business has perfected 
this plan, or had it perfected for that 
business by expert financing corpora- 
tions, and since the finance plan has 


tal of the professional financing corpora- 
tions for other channels. 

Another matter on which the Guild is 
working is a plan for even more exten- 
sive advertising locally by the retail 
jewelers. The special jewelry section 
carried in one of the Omaha newspapers 
before Christmas was satisfactory pub- 
licity so far as most of the retailers 
were concerned, and they are now doing 
the preliminary work on a plan that 
may result in something similar, though 
perhaps less extensive, for the pre-com- 
mencement period. 








See next week’s issue of the Jewelers’ 
Circular for original window displays 


for Easter. 
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G:‘S KEEPS PACE WITH DEMAND. 


The New G-S Fancy Crystal Outfit! 
4.5 Popular Shapes added to the G-S Assortment 


You can now fit any fancy shaped watch 
with a G-S Flexo crystal almost instantly. 
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Get this new double-decked cabinet 


HIS new outfit contains 125 different shaped 
crystals assorted according to popularity and 80 
additional compartments for new popular numbers 

which are being added according to demand. 


Easier fitting, less filing and “puttering,” quicker 
service. More pleased customers! Valuable time saved 
for you! More profit! 


Ask your wholesaler 


GERMANOW-SIMON 


ROCHESTER 
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Flalf Quarter Repeating Calendar 
and Alarm Verge WV atch 


ISIONS of loveliness are conjured up 

by this handsome and complete relic 
of the past, made and used in the days 
of the sedan-chair by means of which 
conveyance fair ladies were transferred 
at will from place to place—like Cinder- 
ella—dressed in their best. Many a 
time, no doubt, has its repeating string 





Front view showing dial and alarm, hour, 
minute and calendar hands, etc. 


been pulled by their delicate fingers in 
order to ascertain the hour and dally 
or hurry the sedan bearers so as to 
arrive “on time” at the ball or whatever 
function it may have been; all in the 
days when ladies were most handsomely 
tessed and gentlemen, with their lace 
and ruffles, were not a whit behind. 
However, be that as it may, this was 
4 splendid and very useful timepiece, 


By Joseph Brown 


made by the celebrated French horol- 
ogist, Le Roy (1686-1759) who Thomas 
Reid, in his “Treatise” 1826, thinks may 
be credited with the invention of the all- 
or-nothing piece in repeating work and 
which improvement is contained in this 
example. 

The case is of heavy silver on light 
yellow-colored metal—made somewhat 
like Sheffield plate—and in shape is 
similar to an open-face watch but much 
larger. The back, to which the large 
cast white metal bell is fastened by a 
screw, snaps on while the bezel in front, 
containing the thick lunette glass, is 
hinged. The movement is jointed in the 
case at the stem and swings upward 
for inspection like the American screw 
bezel swing-ring cases. There is a bolt, 
to lock it in the case, which is operated 
by pressing on a screw-head protruding 
through a hole in the brass edge below 
VI. The brass edge is nicely engraved 
and gilded. 

This sedan-chair watch is in the col- 
lection of A. C. Jackson and has been 
put in order, photographed and care- 
fully examined by the writer. 

The watch is wound by taking off the 
back, exposing the two winding squares 
—one for the time and one for the 
alarm. There is a fusee and chain for 
the time part while a going barrel suf- 
fices for the motive part of the alarm. 


HE motion wheels, calendar work 

and the setting-off gear of the alarm, 
placed under, between and over two 
bridges below the dial are with the 
latter removed to allow a clear view 
of the repeating work. The dial is of 
white enamel and is convex. 

The repeating mainspring is secured 
at one end by a hook in the barrel the 
latter being attached to the top.plate by 
screws through two lugs. The inner 


end of the spring is hooked on the steel 
arbor on which is riveted the steel 
ratchet wheel, the latter being let into 
a recess in the top of the brass great 
wheel. The great, or first wheel of the 
train, rides loosely on the winding arbor 
and is provided with two steel ratchets 
pressed into action by two brass springs. 





back and bell 
movement with 
pierced balance cock, ete. 


Watch with 
showing top plate of 


removed, 


There are four wheels or runners in the 
repeating train and also a pinion one 
pivot of which is in an eccentric holed 
plug squared for a key and fitted fric- 
tion-tight in the top plate—the purpose 
of which is to regulate the speed of 
striking by increasing or reducing the 
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_ DEE & CO., the Jewelry Trade’s Refiner since 1889, are now 
doing business from their new offices—19th floor, Pittsfield Bldg. 


SATISFACTORY RETURNS 


 “* Little Better Than Expected” 


That is what you will say when you get DEE check in return for 
your old gold, silver, platinum, filled cases, plated scrap polish- 
ings, etc. 


IT PAYS TO SHIP DIRECT TO 


DEE & CO. 


Every lot is held intact sub- 
ject to your acceptance of 
our offer 








We do not employ 
traveling gold buyers 
. THOMAS G. McMAHON 


Secretary and Treasurer 








HARRY E. RADIX 
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depthing of the last wheel or runner 
with this pinion. 

On the top plate a scale is engraved 
about this plug with the capital letter 
L at one end and G at the other which 
may serve to designate less or greater 
speed. The repeating mainspring arbor 
extends through the pillar plate, is 
squared and has mounted on it: first, a 
steel wheel three-quarters of an inch in 
diameter having 12 ratchet-shaped teeth 
which occupy half the circumference and 
also three teeth which take up a quarter 
of the periphery the rest of the wheel 
being blank and the space between each 
of the three teeth being equal to the 
space taken by two of the 12 teeth. 
Second, a steel wheel three-quarters of 
an inch in diameter mounted on the 
first and having four ratchet-shaped 
teeth spaced like the three teeth of the 
first wheel and taking up about one- 
third of the circumference, the rest 
being blank. 


THICK brass cam or eccentric piece, 

at its widest part seven-sixteenths 
of an inch in diameter, having eight 
notches or ratchet-shaped teeth cut on 
it. Fourth, a brass sheave or pulley, 
about one inch in diameter, around the 
grooved edge of which is the silk cord 
fitted with a silver knob which hangs 
outside the case and serves to wind the 
repeating part when needed—a pin put 
through the arbor keeps all the parts 
in place. (The bar fixed in the case, 
near the striking ratchet wheels, has a 
sort of L end and stands near the brass 
winding sheave to keep the cord in the 
groove.) To the under side of the first 
steel wheel is attached one end of. a 
steel chain the other end being secured 
to the heel of an approximately L 
shaped steel piece the upper end of 
which swings on a steel stud fixed in 
the pillar plate. On top of this L- 
shaped piece is a similarly shaped steel 
piece except that it only reaches to 
about the corner of the L and midway 
has an arm at right angles which forms 
the tail which on occasion presses upon 
the hour snail. This tailed piece, about 
a third of its length from the top, is 
pivoted on the L-shaped piece—the hole 
in the former where it goes over the 
pillar plate stud is large to allow for 
side motion. A bent brass. spring 
presses lightly on the stud fixed in the 
L-shaped piece and serves to keep a 
light tension on the chain and also to 
teturn the L-shaped piece to its normal 
Position as the chain unwinds. Next to 
this is a bent arm with curved end in 
which is a stud in contact with the 
tailed piece on the L-shaped part—about 
where the curve begins will be noticed 
the stud on which the arm turns or 
swings—this with the tailed part pre- 
viously mentioned forms the all-or-noth- 
Ing piece, 


THERE is a ratchet-shaped notch in 
the end of the quarter rack and in 
this the pointed end of the curved arm, 
Impelled by a spring, lies and the strik- 
ing is locked. The quarter rack part is 
‘pproximately J-shaped or like a boot— 
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it turns on a steel stud fixed in the 
pillar plate, having a hole through the 
heel for the purpose, also a pin is riveted 
in the toe. Movably mounted on the 
boot by means of a shouldered screw is 
a long pawl which has a return on one 
end and has a pin put through to limit 
its motion in one direction on the quar- 
ter rack tail. A lever impelled by a 
straight spring presses against this re- 
turned end and keeps it forward as 
much as the pin will allow and also 
causes the rack tail to fall promptly on 
the quarter snail. On the steel cannon 
pinion is fitted the half-quarter snail 
having eight steps on it, instead of the 
four steps found in quarter repeating 
snails. This snail is provided with a 





Front view with dial removed, showing 
the repeating work 


“surprise piece” made in the usual way, 
that is:—A thin steel plate exactly the 
size and shape of the last or highest 
step on the snail is placed loosely on the 
cannon pinion under the snail and has 
a collet pressed on below it to keep it 
in position also an oval hole in the sur- 
prise piece or movable plate and by 
means of a pin in the underside of the 
half-quarter snail to limit its forward 
movement to about one-sixteenth of an 
inch also on the side about opposite the 
highest part is placed a peg which near 
the hour engages a tooth of the hour 
snail star wheel and drives the star 
wheel until the hour precisely when it 
is itself driven by the star wheel, widen- 
ing the highest step about one-sixteenth 
of an inch thus insuring that no quar- 
ters may be struck at the hour. The hour 
snail is steel and the star wheel is brass 
—the jumper which falls between its 
teeth is of steel. The snail and star 
wheel are fitted together and there is 
also a steel screw put through for great- 
er security. A number of holes are 
drilled through the hour snail to lighten 
it, possibly. 

(The steel jumper, pressed upon by 
a separate steel spring, is formed with 
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two inclined planes and when the point 
of a tooth of the star wheel passes the 
apex of the inclined planes the star 
wheel is forced forward carrying with 
it the peg and thus also putting forward 
the surprise piece all of which agrees 
with the precise moment that the minute 
hand points to 12—up to this moment 
the previous hour and three-and-a-half 
quarters will be struck, as the peg 
pressing on the star wheel tooth keeps 
back the surprise piece until the point 
or apex of the inclined planes is reached 
when the star wheel goes instantly for- 
ward carrying with it the peg and con- 
sequently flirting out the surprise piece.) 


DELOW the quarter rack is a steel 

arm pivoted near one end and hav- 
ing a strong spring pressing on the arm 
near the screw, the other end of the arm 
being held up by a pin in the toe of the 
boot previously mentioned. There are. 
two hammers for the repeating work, 
pivoted between the plates, pins in which 
come up through holes in the pillar 
plate and there are the usual springs 
to press upon them, also buffer springs 
with screws to adjust the force of the 
blow on the bell. 

When the cord is pulled the chain is 
wound on the mainspring arbor (wind- 
ing the mainspring at the same time) 
drawing the L-shaped piece with it until 
the tail of its upper piece—this upper 
piece is pivoted where the bent brass 
spring presses against it—comes in con- 
tact with the hour snail and the upper 
piece swings a little on its pivot, moves 
inward at the top and pressing upon ~ 
a pin in the end of the large bent arm 
forces the other pointed end out of the 
notch at the end of the quarter rack 
tail which latter falls at once on the 
particular step of the quarter snail 
which may be opposite, the arm which 
is held up by the lower or toe part 
of the rack tail is released and imme- 
diately presses the pallet (which has 
been held away by a light spring) of 
the hour hammer into the path of the 
teeth and striking begins:—the steel 
wheel with 12 teeth and three teeth com- 
ing first into operation—the hour being 
struck first. Then after the first of 
the three teeth has passed the hammer 
pallet the first of the four teeth of the 
second steel wheel works the hammer 
pallet causing double beats for the first 
quarter—this is when the rack tail has 
fallen on the third step or flat on the 
quarter snail. 

At the expiration of 22% minutes 
the fourth step of the quarter snail is 
presented. If the cord be now pulled 
the hour will be struck, likewise the 
quarter, and the fourth tooth of the 
second steel wheel will: operate and give 
one stroke on the bell. This is effected 
by the long pawl on the rack tail—when 
the latter falls on the first or highest 
step of the quarter snail the point of the 
pawl will enter the first notch in the 
brass cam on the mainspring arbor and 
only the hours will be struck; when the 
tail falls on the second step of snail the 
pawl will enter the second notch of the 

(Continued on page 306) 
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Weare now ready 
with our New 1929 Catalogue 








Our new cabinet assortment of fancy shape 
Also a complete line crystals covers the entire range of shapes and 


of round unbreak- styles for any make of watch. 


able crystals and in- 











Standard Unbreakable Watch Crystals are 
serting sets. clear, transparent, with a hard glossy surface. 
Will not shrink, expand nor lose color. 











Standard Unbreakable Watch Crystals, Inc. 


71 Nassau Street New York, N. Y. 
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MR. JEWELER 


No lasting success was ever attained that was devoid of sincerity. At the in- 
ception of this business over 40 years ago The BECKER-HECKMAN CO. 
recognized this fact . . . and have unfalteringly adhered to a policy of fair- 
ness and squareness to our trade. 










As in the past, this concern shall never deviate from this policy. At all times 
you can expect the best. 


ADD OUR WORKSHOP TO YOUR BUSINESS O 






And you will receive all the benefits of having your own repair department without the 
expense and responsibility of maintaining it. 











LET US PROVE OUR ABILITY 


BECKER-HECKMAN CO. 


29 E. MADISON ST. CHICAGO, ILL. 
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Early [lustrations of Clock Escapements 


Found in “Technica Curiosa,” Issued in 1644 


Described by Major Paul M. Chamberlain, M. E. 


IVE years ago there came to my 

knowledge a work mentioned by Ber- 
thoud in his Histoire de la Mesure du 
Temps, that of P. Gasparis Schotti,* 
Technica Curiosa, published in 1644. 
While not the earliest work treating of 
clocks it is so far as I know the first to 


the first clue and I sent the price to the 
book dealer and received, not the book I 
wanted but, another, by the same author, 
on the structure of the human body. Re- 
lating the disappointment to Com- 
mander Gould he told me that the book 
dealers Henry Southern & Co. in the 


Y friends, Father Bimanski of St. 

Ignatius College, in Chicago, an ar- 
dent amateur of horology, and R. F. 
Nattan, of THE JEWELERS’ CIRCULAR, 
educated in the same Society as was 
Father Schotti, came to my aid in es- 
tablishing the fact that the text re- 
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Quaint old plate 
intended to eluci- 
date source of 
power of the es- 
capement 




















Reproduced from 
old work entitled 
“Technica Curio- 
sa,” by P. Gaspa- 
ris Schotti, S. J. 











Major Chamber- 
lain believes this 
is the first book 
illustrating es- 
capement mech- 
anism in detail 











The text of the 
book is written in 
old Latin, and 





translation was 


difficult 
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) published in 1644 
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of these curious 
plates is the first 
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Obviously some power source drives wheel which drives escape wheel K 




























give pictures of their mechanism to any 
considerable extent. As the book was 
not available then in the libraries con- 
venient for my use, I set about to pro- 
cure a copy. A friend in Florence got 
——e 

*P. Gasparis Schotti, Society of Jesus, was 
Professor of Mathematics at Wiirzsburg, and 
Wrote on all the physical sciences with the 


apparent effect to cover all human knowl- 
ge. Died in 1666. 


Strand had just got some works by 
Schotti. I made quick steps, only to find 
they had all been sold to the University 
of Cincinnati—“but wait, there are two 
volumes they didn’t take.” Fortune was 
with me, they were the ones I wanted. 
I could read the pictures with a liberal 
use of the imagination, but the text in 
medieval Latin was beyond me. 





quired more imagination to understand 
than did the pictures. I have since 
learned that P. Jacques Alexandre, writ- 
ing in 1648 and Pierre Dubois in 1849, 
arrived at not greatly dissimilar con- 
clusions. Of the many things written by 
Schotti touching horology my friends’ 
translations will be the subject of a 
separate article as their notes are not 
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Manufactured by 


THE VALLEY 


Manufacturing Company 


Incorporated 


48 Jefferson St. 
Waterbury, Conn. 














Quotations on any quantity of any size or 
shape in either glass or unbreakable mate- 
rial, will be promptly mailed upon request. 
Samples and catalog of stock sizes. 
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Swartz & Co. 








10 South Wabash Ave. Chicago 





aidan 











oxygen 
with 
city 
gas 





Soldering or welding with the Hoke-Jewel. All-platinum 
rings can be made seamless. Soldering can be done close 
to the stone. 

You can make better jewelry and more of it in less time 
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at hand for the present one. The three 
plates reproduced here from the edition 
of 1664 were given by Dubois in Histoire 
de L’Horlogerie, published in 1849 and 
appear for the first time now in an En- 
glish speaking country. Dubois says in 
effect that the pictures are more an ob- 
ject of curiosity than of utility and then 
naively, that he thinks that it is unnec- 
essary to give a detailed explanation, 
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employs the same principle but in this 
case the cam G K is placed on the pen- 
dulum and as E is made to rise the pen- 
dulum receives its impulse. 

Fig. 9 shows a workable arrangement 
if one has charity for the artist’s strug- 
gle with the escape wheel. Assume that 
the teeth of the escape wheel are in 
pitch with the pinion at D and moving 
toward you and that a blank space on 
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are some wheels left over.” The artist 
may have had the same confusion. Some 
years ago I saw in the shop of Alfred 
Hof in Geneva an Italian clock with this 
escapement and arranged with a trans- 
parent dial and oil lamp for use at night. 
About this same time, 1924, I was told 
that there had been recently.a German 
patent issued for this same _ escape- 
ment. 
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Showing that wobble wheel E F propels pendulum through yoke G 


this I imagine after wrestling with the 
medieval Latin. “Where angels fear 
to tread”—at any rate I submit the fol- 
lowing “detailed explanations.” 


:. plate III, Fig. 7, as in many of the 
other figures, the artist got somewhat 
confused, but it is obvious that there is 
some source of power, weight or spring, 
driving the lower wheel M which drives 
the escape wheel K. Just how the cam A 
18 made to operate is not clear, but it 
doubtless lies in a horizontal plane and 
alternately propels the pendulum first in 
one direction and then the other. Fig. 8 


the escape wheel is at E. The pendulum 
will swing to the front until a blank 
space arrives and at the same moment 
impulse will begin at E in the opposite 
direction. The action is similar to that 
of the verge escapement. 

Fig. 10 is better understood with the 
explanation that ABC is a bell crank 
pivoted to the frame at A and driven by 
the crank D revolving about the center 
E. The pinion H and crank K are sug- 
gestive of the story of the botcher who 
ran after the customer carrying away 
his repaired watch and thrust into his 
hands a package with the remark, “here 


N plate IV, Fig. 11, the wobble wheel 

EF, which should be elliptical, propels 
the pendulum through the yoke G, slid- 
ing on the cross-piece M. It is doubtful 
that this would work, due to the exces-’ 
sive friction of the yoke. The object of 
the worm on the shaft D is not obvious. 
In Fig. 12 the same principle is involved. 
and in a more practical fashion. Fig. 
13 shows the application of the verge 
escapement to the pendulum. Either 
FE or DE should be forked. This was 
doubtless called to the attention of the 
artist and he drew one at KI in a man- 
ner forecasting the device of Timothy: 
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Use LEIMAN BROS. 








Every store, shop, hotel, club or wherever polishing work is 


done should have this polishing dust collector! 


LEIMAN BROS., 23B WALKER ST., NEW YORK 
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M AK ER S&S 


GoOoOobD cease nee ¥ FOR 


IF YOUR SHOP IS ALL 
_ RED from polishing rouge 


or covered with polishing 
dust—then your lungs must be 
You breathe this dust 
and dirt and it will sooner or 
later cost you dearly. 


POLISHING 
DUST COLLECTOR 


it costs little enough to play safe—drop us a 
postal card for more information. 
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FULCRUM OILS 


The Finest Oils Produced 
Anywhere at Any Price 


A Perfect Watch and Clock Oil 


must be “neutral,” which means that ic ~:st be free from 
acids of any kind. The presence of acid means corroded 
and blackened pivots. 


Fulcrum Watch, Clock, Bracelet Watch and Chronometer Oils are 
the only lubricants for such purposes ever produced which are free 
from all acids—and we can prove it. 

Fulcrum Oils are guaranteed not to gum, not to evaporate, not to 
discolor or become rancid in any length of exposure. They were 
adopted by the War Department of this country, are being used 
by sume of the largest watch factories of the world and by prac- 
ticaily all of the expert watch and clock repairers of this country 
and Canada. 


If You Are Not Using FULCRUM Oils 
You Are Not Using the Best Oils. 


WATCH & CLOCK OIL CHRONOMETER OIL BRACELET WATCH OIL 
50 cents a bottle 60 cents a bottle 75 cents a bottle 


All Material Jobbers Sell FULCRUM OILS 


FULCRUM OIL CO., Franklin, Pa. U.S.A. 
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Dexter of Newburyport, a wealthy illit- 
erate who wrote, about 1800, “A Pickle 
for the Knowing Ones,” using no punc- 
tuation marks in the text but adding 
several pages of them at the end with 
the observation “that each reader might 
put these where he pleased.” 

This curious character, whose noto- 
riety was a thorn in the flesh to the 
intellectual inhabitants of this Massa- 
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N plate V, Fig. 15 shows another ap- 

plication of the Verge to two pendu- 
lums swinging oppositely. Fig. 16 
shows the fusee equalizing device for 
spring drive. Figs. 17, 18, 19 and 20 are 
various arrangements for weight drive. 
In Fig. 17 the weight cord is wrapped 
about A, fixed at D and the weight at- 
tached at C moving one-half as fast as 
the cord unwinds and gives one-half its 
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around B, L, and F and the other around 
A, K, and N. The winding wheel is at 
A and the driven wheel at B. The 
weight M has no motion and is simply 
to give tractive effect of the cords on A, 
B, F and N. The pulleys F and N are 
fastened to the same arbor and turn 
together. When the wheel A is wound, 
the pulley D and the attached weight H 
is lifted. The force of the weight H 
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Old drawings showing application of Verge to two pendulums swinging oppositely 


chusetts town, whose every fool act 
turned to money, was he who shipped 
a cargo of warming pans and mittens to 
the West Indies. The instigators of the 
joke had the doubtful pleasure of hear- 
ing that the venture turned out highly 
profitable, the warming pans selling for 
syrup strainers and the mittens sold to 
a vessel bound for the Baltic. 

Fig. 14 is another application of the 
Verge escapement to the pendulum. As 
drawn it is unworkable but it would 
appear that the racks GI and HK were 
intended to be attached to the verge and 
one above the pinion and the other below. 


weight pull on A. At F the turning 
force is the difference between the 
weight G and the small weight E in- 
tended to give friction traction to the 
pulley. The arrangement at K is to 
get the total turns with a movement 
of the weights through one-half the fall. 
In Fig. 18 the same result is attained as 
in 17 but is provided with a winding 
wheel P, the force acting on N con- 
stantly even during winding. This is 
a complete maintaining power. In Fig. 
19 a very ingenius differential maintain- 
ing power is shown. There are two 
separate endless cords one passing 


gives the,,-urning effort on B in the ratio 
of the distance CN to NG. It is obvious 
that for one revolution of the pulley C 
the weight would descend an amount 
equal to the circumference of it and that 
during the same revolution the larger 
pulley F would have passed the driving 
cord G an amount equal to its circum- 
ference. The movement of the cord 
then would be the sum of the two cir- 
cumferences. In Fig. 20 we have the 
maintaining power feature, the winding 
wheel being N and the driven wheel P. . 
The endless cord is made to turn P by 
(Continued on page 306) 
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K & D catalog. 


mark on every tool is your protection. 


KENDRICK & DAVIS CO. 


Manufacturers 


Lebanon, N. H. 


Insist on the K& D Trade Mark 


when purchasing watchmakers’ and jewelers’ tools of quality 
Staking Tools—Mainspring Winders—Roller and Hand Removers—Lathe Motors—Staking Blocks 


—Screw Drivers and many other items necessary for the watchmaker’s bench are listed in the 


Also items for the jeweler such as, Allens Ring Sizes, Sticks, and Ring Mandrels. 


K & D Tools in somes cases may cost slightly more than inferior substitutes — the K & D trade 


Order through your jobber. 
PENNANT WATCH SUPPLY CORP. 





Wholesale Distributors 
119 Fulton Street, New York, N. Y. 
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- Metallurgists 


OFFICE AND WorkKS, 119 West TUPPER STREET. 
BUFFALO, N.Y., U.S.A. 


From ALABAMA, comes a letter 
which presents a reason why you 


ought to trade with H. & S.: 


“Your check for barrel of sweeps 
satisfactory. We are constantly 
having calls for your solder. 
Please mail us price list.” 





We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell, TRY US. Remember “It’s the 
Amount of the Check that Counts.” 
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HOOVER & STRONG, INC. 





ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 
Refiners and Assayers 
709 Sansom Street, Philadelphia 
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FELLER AREER 





HAVE YOU USED OUR SOLDERS AND ALLOYS? 





Send Us 
Your Gold Scrap 


Carerut handling of all 
precious metal scrap sent 
to us and just valuation of 
their contents based upon ac- 
curate weight or assay has 
earned a far-reaching confi- 
dence among our customers. 
Send us a lot on 
consignment. 


The S. 8S. WHITE DENTAL MFG. CO. 
Industrial Division 
152 West 42d St. New York,N.Y. 


Established in 1844 Member of J. B. of T. 
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Pat. Pep. 20. 1817 


™Protection Ring Guard 

For thin rings get our num- 

ber 0. It is a new addition 

to our regular sizes. 

The Lion Safety Pin Clutch Co. 

20 W. 22nd St., New York pas aos 38. 1990 











The BUYERS’ DIRECTORY Price $1.00 
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United States Patents 
Issue of Feb. 12, 1929 


1,701,565. TICKET CASE. JosepH L. Ham- 
MeETT, Atlanta, Ga. Filed April 14, 1926, 
Serial 102, 025. Renewed July 7, 1928. 

4 claims. 

The combination with a ticket case having 
a lid hinged near the rear end of the case, 
of an ejector plate on the bottom of the case 
extending normally from beneath said hinge 
rearwardly with its side edges in engage- 
ment with the side walls of the casing, and 
provided in said edges with cogs; segmental 
cog wheels at the sides of the casing movable 








with the lid and concentric with its hinge 
and having their cogs in mesh with the cogs 
of the ejector plate; and a ticket compart- 
ment in front of said ejector plate, the front 
end of said case having a delivery slot in the 
same plane with the ejector plate. 


1,701,595. COMBINED TICKET HOLDER 
AND CHANGE PURSE. WILLIAM A. 
TAYLOR, Detroit, Mich. Filed Jan. 30, 
1928. Serial 250,703. 3 claims. 

A carrier of the class described embodying 
a pair of hingedly connected sections, tabs 
secured to one section and arranged in 
spaced relation therewith, a spring pressed 
metallic plate disposed under the tabs, a 














tongue overlying the plate to clamp tickets 
therebetween, and said sections adapted to 
move to engage each other to close the 
carrier. 


1,701,610. BRACELET. WILLIAM ForRSTNER, 
Orange, N. J., assignor to Forstner Chain 
Corp., Irvington, N. J. Filed March 31, 
1927. Serial No. 179,890. 3 claims. 


A bracelet chain link comprising a frame 
having a top wall with an opening provided 





therein and peripheral side walls, oppositely 
extending bails on the side walls for con- 
hecting the frames in a series with other 
links, a connecting loop surrounding one of 
ary bails and of a size to also embrace the 
ail of an adjoining unit of the chain, a back 


plate for said frame secured to said loop to 
swing with it about said bail to and from 
closing position of said frame for supporting 
a picture between the plate and the top wall 
of the frame, and means for releasably secur- 
ing the plate in closed position. 


1,701,941. FLEXIBLE CHAIN. THomas 
ALLSOPP, Newark, N. J. Filed June 14, 
1927. Serial 198,737. 1 claim. 

An ornamental chain comprising a plural- 
ity of interconnected links, each link em- 
bodying a blank having a central opening, 
said blank being provided with an integral 
pair of longitudinally disposed side members 
and transverse elements, said members and 
elements having unbroken walls, and a pro- 
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tuberance extending from one of said trans- 
verse elements, said protuberance being of so 
much less thickness than the walls as to be 
adapted to be reflexed about one of the trans- 
verse elements of an adjacent link in the 
chain. 

1,701,970. CLASP. CLARENCE CHAUNARD, 
New York. Filed June 22, 1928. Serial 
287,574. 4 claims. 

A clasp comprising a hollow casing having 
an opening at one end and interior retaining 
means, a tongue slidable into and out of said 
casing and having retaining means to inter- 








lock with said first retaining means to pre- 
vent withdrawal of said tongue, and a yield- 
able member secured at one end to said 
casing and provided at the other end with a 
recess to receive the end of said tongue. 


1,701,972. BRACELET-EXTENSION  DE- 
VICE. GEorGE EKLUND, Attleboro Falls, 
Mass., assignor to J. F. Sturdy’s Sons 
€o., Attleboro Falls, Mass. Filed April 

19, 1928. Serial 271,174. 6 claims. 
A bracelet extension device comprising a 
pair of members hingedly connected at one 
of their ends and shaped to form a hollow 





body when closed and relatively movable to 
open said body, a section hinged to one of 
said members at its other end to be housed 
and held’ in said hollow body whereby it is 
swingable therefrom when open to extend the 
effective length of a bracelet attached to said 
section and to one of said members. 


1,701,982. EXPANSIBLE BAND, CHAIN, 
OR LINKAGE. ALMYR NEWMAN, 
Warwick, R. I., assignor A. L. Newman 
Co., Providence, R. I. Filed July 12, 
1927. Serial 205,117. 4 claims. 


In a device of the type specified, the com- 
bination of a box-shaped link having a sub- 
stantially flat top, sides and a closed bottom, 
a pair of lugs bent at an angle to the bot- 
tom at one end of the link, an end-strip bent 
upwardly at the bottom at the opposite end 
of the link with its edge spaced away from 
the top thereof and formed with a relatively 
narrow opening providing a lateral cross-bar, 
a slide link in the form of a shallow tray 
slidable within the box-link with its sides 
abutting the sides thereof and provided with 
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an end-strip adapted to engage over the edge 
of the bent end of the box-link throughout 
its full width, said end-strip being cut away 
at its sides to form a relatively narrow in- 
tegral tab projecting through the opening 





and bent around the cross-bar on the box- 
link, and a spring enclosed within the box- 
link acting between the lugs thereof and the 
end of the slide link to maintain the latter 
normally telescoped within the box-link. 


1,702,107. FASTENING DEVICE FOR 
WATCHES AND OTHER ARTICLES 
OF JEWELRY. Louis J. Cartizer, Buda- 
pest, Hungary, assignor to Cartier, So- 
ciété Anonyme, Paris, France. Filed July 
6, 1927, Serial 203,845, and in France 
Oct. 21, 1926. 10 claims. 

In a device of the type described having a 
plurality of pin tongues, pivotally mounted 
means supporting said tongues and adapted 

















to permit said tongues to be rotated in a 
plane parallel to the surface of the object 
upon which said device is to be attached 
and a grooved element for receiving the ex- 
tremities of said tongues. 


DESIGNS 


77,668. POCKET CIGAR LIGHTER. WIL- 
1fAM J. BUTLER, Cranston, R. I. as- 
signor to Henry Lederer & Bro., ‘Inc., 





4 7. 
Providence, R. I. Filed March 24, 1928. 
Serial 25,995. Term of patent 14. years. 


77,717. COCKTAIL SHAKER OR SIMILAR 
ARTICLE. EDMONDSON WARRIN, Upper 





Montclair, N. J. Filed Oct. 20, 1928. 
Serial 28,575. Term of patent 7 years. 
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VANITY CASE. BENJAMIN BERNARD 
Filed Oct. 30, 


r 


i“ 


77,677. 
DEITEL, Brooklyn, N. Y. 








‘7 he 


+\y 








‘oz 


Term of patent 7 


1928. Serial 28,691. 


years. 


WEDDING RING. 
and BEN 


JANKEL GOLD- 


77,688. 
Chicago. 


STEIN ROSENTHAL, 





Filed Sept. 28, 1928. Serial 28,321. Term 
of patent 3% years. 
77,694. SALT OR PEPPER SHAKER OR 


SIMILAR ARTICLE. James W. JEN- 
NINGS, Providence, R. I., assignor to 








Quaker Silver Co., Attleboro, Mass. Filed 
Nov. 17, 1928. Serial 28,931. Term of 
patent 7 years. 


United States Trade-Marks 
Issue of Feb. 12, 1929 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act, a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 276,806. THe ScrRIBNER & LOEHR Co., 
Cleveland, Ohio. Filed Dec. 15, 1928. 


SALCO- 


For Watches and Clocks, Including Watch 
and Clock Movements. 
Claims use since October, 1915. 








Half-Quarter Repeating Calendar 
Verge Watch 


(Continued from page 297) 











cam and but one stroke will be given 
denoting seven-and-a-half minutes or 
half-quarter and so on. It will be re- 


membered that there are eight steps 
Thus:—At every 


and eight notches. 
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half-quarter one stroke and at the first 
quarter a double stroke; at the second 
quarter two double strokes; at the third 
quarter three double strokes. 


HE calendar hand moves once in 24 

hours and has to be put forward for 
months of less than 31 days. 

The alarm is set off in the usual way. 
A key is put on the square in an open- 
ing in the dial between II and III to 
set the alarm hand. The alarm is pro- 
vided with a hammer pivoted between 
the plates with adjustments like the re- 
peating hammers including the pinion 
with one pivot running in a plug with 
eccentric hole to regulate the speed of 
striking and having the scale and letters 
L and G engraved on the top plate. 
There is a stop-work on the alarm wind- 
ing—shown in engraving of movement 
with dial removed—also a train of four 
wheels or runners with the adjustable 
pinion before mentioned. 

In the repeating work it will be 
noticed that the brass sheave or wind- 
ing wheel with cord has been removed 
from its square in order that the brass 
cam, steel striking wheels and other 
parts may be seen. 

A stud is placed in the pillar plate 
on which the rack tail is received after 
the striking is concluded and the tail is 
locked on the all-or-nothing piece. The 
pawl on the quarter rack tail arrests 
the mainspring at the places correspond- 
ing with the particular step on the quar- 
ter snail presented to the rack tail— 
the hour snail taking care of the hours. 

The flat brass balance is of moderate 
weight, has three arms and pallets set 
at about 100 degrees, with a much long- 
er balance spring than those found in 
English verge watches. 

The balance bridge is finely pierced, 
carved and engraved in quite open work 
representing leaves and branches. On 
the top is a polished steel endpiece 
against which the upper balance pivot 
plays. There are no jewels in this 
movement. 

F. J. Britten, in “Old Clocks and 
Watches and their Makers,” says:— 
“Julien Le Roy, a _ scientific French 
watchmaker, born 1686, died 1759. He 
devised a form of repeating mechanism 
much used in French watches, and sub- 
stituted springs for the bell in use be- 
fore.” 


HOMAS REID, in his “Treatise,” 

1826, says:—“‘About the year 1752, 
Le Roy, and other clockmakers in Paris, 
were much engaged in making clocks 
having only one wheel in them, and 
some had not even a single wheel in the 
movement part. They were however 
more expensive in making and per- 
formed much worse than those which 
were constructed in the ordinary way,” 
and concludes “that there are bounds 
which cannot be overstepped with im- 
punity.” And further on “The late 
Julien Le Roy had tried to render re- 
peating watches more simple by sup- 
pressing the wheel work which serves 
to regulate the intervals between the 
blows of the hammers, and also the main 
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repeating spring. This celebrated artist. 
succeeded in constructing new repeating 
movements, of which several have been 
made on this plan” and a person who 
had a very good one is mentioned. Mr. 
Reid also credits Le Roy with the dis- 
covery of the isochronous properties of 
balance springs. 

The Rev. H. L. Nelthropp, in his 
“Treatise,” 1873, says:—“Julien Le Roy, 
born at Tours the 8th of August, 1686, 
went to Paris in 1699; received as mas- 
ter clockmaker in 1713; died in 1759,” 








Merchandising Calendar 
(Continued from page 213) 








he usually does. He should take ad- 
vantage of passing fancies and modes 
to cash in on the style business. The 
Style Exposition may be made the means 
of entering into style competition with 
apparel merchants, or rather into co- 
operation with them for business. But, 
before the jeweler can do this success- 
fully he must be informed on style mat- 
ters. He must study the fashion notes 
of the prominent leaders of fashion, and 
govern his offerings by the accepted 
modes, whether they coincide with his 
own taste or not. 

The jeweler has a great field ahead 
of him in boosting STYLE in jewelry, 
especially for women. It is his preroga- 
tive, in fact his duty to see that the 
women of his community are correctly 
informed about the newer styles in 
jewelry. He should persistently pursue 
a campaign of education in styles and 
modes in order to make the customer 
feel that there is a change in jewelry 
types with the changes in types of dress. 
Certain classes of jewelry should be 
featured for their timeliness, their im- 
mediate style value, and not as of last- 
ing quality. Women cast off costly 
gowns after a few days wear, why not 
jewelry that is not intrinsically valu- 
able? If diamonds and _ platinum 
jewelry were featured for formal wear 
and for quality, and costume jewelry 
for its style value alone the jeweler 
might profit more. 

Spring weddings will offer the jeweler 
another opportunity to feature wedding 
gifts successfully. After the lenten 
period there is usually an increase in 
weddings at Easter. This should not be 
overlooked by the jeweler. 








Early Illustrations of Clock Escape- 
ments 
(Continued from page 303) 








the force of the weight Q less the effect 
of the weight R which is to produce 
tractive effect on the pulleys. 

Fig. 21 is a winding device in which 
balls are supplied through the chute E 
on a ladder like belt and which escape 
at G. Fig. 22 is another winding 
device where balls are intermittently 
supplied through M. Figs. 23 and 24 
are automatic stop devices to be used in 
conjunction with the plan used in Fig. 
22. 
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Star Stones and Other Phenomenal Gems 
(Continued from page 139) 


veins in the mother rock, the lapidary cuts the material 
as a whole and it is sold as “opal matrix.” With the ex- 
ception of the “fire” opal of Mexico, which is sometimes 
facetted, opals are cut in the various cabochon shapes. The 
“fire” or “cherry” opal has a reddish body color as well as 
a certain amount of: true opalescence. 

The principal source of fine opal today is Australia. 
New South Wales and Queensland are the principal dis- 
tricts for the fine black varieties. Hungary formerly fur- 
nished most of the world supply. Mexico and some of our 
western states afford opal of some beauty and value. 

With this little start toward a fuller knowledge of these 
peculiar stones that owe their beauty to optical phenomena 
connected with their physical structure, the jeweler may 
well read up further on them and thus put himself in a 
position to talk authoritatively and interestingly with :his 
customers about them. In this way many a sale may be 
effected. 

The following brief list of references may help the 
student: “Gem Stones,” by G. F. Herbert-Smith, Chap. 
V, pp. 37-39; “A Hand Book of Precious Stones,” by M. D. 
Rothschild, pp. 17, 18; “A Text-Book of Precious Stones,” 
by Frank B. Wade, Lesson VII, pp. 44-46, also pp. 131, 
182, 189, 178. For cat’s eye see pp. 1388 and 171. For star 
stones, see pp. 44-46 and 157. For moonstones, see pp. 44, 
45, 131, 146, 176 and 198. For the illustrations used with 
this article we are indebted to: 





Know Profits and Losses in the Jewelry 


Repair Department 
(Continued from page 115) 


dividends, assuming that the concern is a corporation and 
the management has declared one. 

In the case of sole proprietor or partnership, the net 
profit for the period is credited to the proprietor’s capital 
or to the partners’ capital accounts, as the case may be. 
In a corporation, the remainder left, after deducting divi- 
dends, is added to the surplus at the beginning of the 
period, giving the total surplus at the end of the period. 


Costume Jewelry Sales—$50 Per Day 


(Continued from page 117) 


moving the watches to the rear of the store has increased 
their sales, too. 

“People making selections of the better things are not 
so hurried as those buying the popular priced stuff. An- 
other thing, many customers coming to the rear of the 
store for their silverware, glass, or even leaving or calling 
for a repair job, will catch sight of something interesting 
in the front cases and promptly buy it. Then it seems to 
be a little safer to have the rings, watches and the like in 
the rear of the shop. 

“All in all, the removal of the repair bench from up 
front and the changing around of the items in the cases, 
has resulted in a marked improvement in the store’s net 
profits.” 
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Using Small Sales to Build Big Ones 


(Continued from page 265) 


merchant, keep pace with events, new living styles, new 
buying habits. 

As the jewelry trade in its entirety is changing—so 
must the merchant change his methods of conducting his 
store. Keep your store in the eyes of your people as a 
gift shop and you will sell the gifts that are sought regu- 
larly. 

It is poor business to say, “Oh, there’s only a couple of 
dollars’ profit” in selling this piece of statuary, or it may 
be another article regarded as a gift. The immediate 
profit may or may not be substantial but the law of aver- 
ages weighs heavily in favor of using small sales to build 
large ones. Many merchants in other lines offer certain 
articles at actual losses in order to bring sales for other 
items on which the losses are well off-set. You do not 
have to do this—Mr. Jeweler—but you can ill afford to 
miss the opportunity for more business by neglecting to 
build on the plan outlined. 

Keep in step with the times by studying the buying 
power of your community and its desires and then feature 
the right gifts. 








Asking the Wholesaler About Chain Store 


(Continued from page 111) 


retailers, and the degree of success which has attended 
such experiments. Wholesalers are naturally disposed 
to regard any form of cooperative buying with hostil- 
ity. A few have given a more or less feeble welcome 
to this tendency on the part of retailers to combine 
their purchases, but information as to whether they 
have been able in this way to strengthen themselves 
as a link in the distribution system is meager. The 
questions put by the Commission regarding coopera- 
tive buying go straight to the point. 

Unfortunately there is attached to the Commis- 
sion’s questionnaire to wholesalers a form for mdk- 
ing financial reports. This goes into the wholesaler’s 
financial condition in such detail that it is logical to 
expect that it will result in a more or less general 
protest from those who receive the questionnaire. 
It is doubtful, consequently, whether it will be produc- 
tive of any usable information. An effort by the 
Commission to obtain similar information in its in- 
vestigation on resale price maintenance (on which 
a preliminary report recently was submitted to Con- 
gress) proved to be fruitless. 

In the present instance the Commission states that 
practically all the figures on income and profits can 
be copied by the wholesaler from his income tax re- 
ports and, if a corporation, from the balance sheet as 
well. The Commission naively remarks that under 
the law income tax returns are confidential and are 
not accessible to the Commission. 

However, the wholesaler who wishes to disregard 
this part of the questionnaire has an opportunity of 
expressing his views as to what the chain store means 
to him and to his industry. It is to be hoped that he 
will do so freely, frankly and, above all, honestly. 
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